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- IN THIS ISSUE: 


Proposition to Form Single Mill 
Supply Association Defeated— 
Southern and American Associ- 
ations Almost Unanimously Ap- 
prove Plan, While National Re- 
jects It by Decisive Vote 


MILL SUPPLIES’ Plan for Aiding Dis- 
tributors in Selling the Value and 
Importance of the Supply House to 
Consumers Heartily Endorsed 


EDITORIALS—Exit the Proposition of a ‘‘Mill 
Supplies Association of America’’—Have You 
Done Your Part? — Suggestions on Corre- 
spondence—Dr. Jekyl and Mr. Hyde 

A Novel Mill Supply House J. K. Novins 

Oil Industry Getting Set to Use More Supply 
House Items Joseph H. Barber 

How One Mill Supply House Handles Electrical 
Lines C. C. Campbell 

Short Time Forecaster a Reliable Indicator of 
Business Alvan T. Simonds 

Improve in Your Game of Business as You Would 
in Golf Fred Counterman 

“The Mill Supply Salesman’’ Section 

Supply Salesmen Must Call Regularly 

Russell C. Duncan 
Know Supplies if You Would Sell Them 
Frank Farrington 
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Detroit Air and Priming Cocks are of 
standard weight, properly designed and well 
finished. They are carefully manufactured 
of high grade red metal and will not leak air, 
gasoline, water or steam. 


Every cock is carefully tested and inspected 
before shipment, and guaranteed to be per- 
fectly tight. 


We manufacture a complete line of air and 
priming cocks, both with and without spring 


; keys. 
Full information regarding types not shown 


will gladly be furnished on request. 





Write for catalog and prices. 











== DETROIT LUBRICATOR (OMPANY. 


\ DETROIT, MICHIGAN 

















All tool users and distributors know the greater strength of malleable,iron over 
grey iron. Columbian vises being made of malleable iron will not break or chip. 
The jaw faces of tough, hard, heat treated tool steel may be replaced when worn. 
Cold, rolled steel screw and handle. The complete line meets the demand of every 
user. 


THE COLUMBIAN VISE & MEG. CO. 


CLEVELAND, OHIO 


COIUMBIAN VISES 


Trade Mark Reg. U. S. Pat, Off. 
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Our distributors turn their stocks of RED 
CAP Industrial Brooms and Brushes from 
three to twelve times a year. The average 
is five and one-half times per year. Think 
what that means in profits! Suppose you 
had that turnover on all your stocks!!! 


If you are not handling industrial brooms and brushes, or if you are 
trying to sell some other line against RED CAP competition, now is the time to 
start selling the RED CAP line. Practically all of America’s leading distributors 
sell RED CAPS; many handle the RED CAP line exclusively. Get your share 
of these profits. A request will bring details of the RED CAP line and our proved § 
plan of dealer-cooperation. ce! 


The INDIANAPOLIS BRUSH & BROOM MFG. CO. 


Established 1890 


26 N. Brush Street 3: $3 3: INDIANAPOLIS, INDIANA 











The CHICAGO Line Ball Bearing Equipment 


Profitable Specialties 


In the smallest plants and in the 
largest industries, you will find 


CHICAGO LINE Ball Bearing 


Specialties rendering satisfactory 
service. Well advertised—Gener- 
ous Profits. 


Territory for live dealers. 


Chicago Pulley & Shafting Co. 


ENGINEERS, FOUNDERS AND MACHINISTS 





All Forms of Power Transmitting Appliances 
MAIN OFFICE: 


19 No. Desplaines St., 
Chicago, IIl. 








FACTORY: 


Menomonee Falls, 





DAGGETT Ball Bearing Journal 





Wisconsin 
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Walworth FERRO Regrinding Valves 
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EVERY WALWORTH 





150 Pounds 
Working Steam 
Pressure 


VALVE IS 


FOR ALL KINDS “= 


An “all service” valve, economical 


in first cost and long enduring under 


hard! service. Especially recom- 
mended on steam lines where corro- 
sion and wire drawing attack brass, 
and on certain acid and other chemi- 
cal lines where the iron body and 
renewable and regrinding Sigmalloy 
seat and disc combat the deteriorat- 
ing effects to which ordinary valve 
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» OF HARD JOBS 


a 


parts succumb. Construction of the 
seat and disc is such as to make the 
seat self-cleaning. 


In actual service the working parts 
of this valve have proved practically 
indestructible. The “Ferro” has been 
adopted as a general-purpose valve 
by many important industrial 
Concerns. 


INDIVIDUALLY TESTED 








WALWORTH 


Walworth Company, General Sales Offices: 51 East 42nd St., New York 
Plants at Boston, Mass.; Kewanee, IIll.; Greensburg, Pa., and Attalla, Ala. 
Distributors in Principal Cities of the World 


Walworth Company, Limited, 10 Cathcart St., Montreal, P. Q. 
Walworth International Co., 11 Broadway, New York, Foreign Representative. 


When writing to Advertisers please mention Mitt Supprres 


Send for them 


| New tables of di- 
| mensions on 125- 
{lb. and 250-lb. 
| Cast Iron Flange 
| Standards. Also 
| Walworth Sigma 
| Steel Bulletin 
| No. 6-C, on new 
| steel flanges and 
| flanged fittings. 
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“TOLEDO” LEADERSHIP 


There is no denying the fact that ““*TOLEDOS” lead in the field of pipe threading 
and cutting tools and machines. For over twenty-five years they have been 
recognized as the last word in pipe tool equipment. 

As evidence of this leadership, consider the exclusive ““TOLEDO” feature 
of mounting the cutting off tool, threading dies, and reamer, on the threading 
and cutting arms of the “TOLEDO” No. 1O0OOM. Not a moment is wasted 
in changing from cutting to threading, and vice versa, of changing dies in this 
remarkable machine, and the pipe is reamed as the thread is cut, and chamfered 
as it 1s cut off 

These are only a few of the many reasons why hundreds of contractors 
are appreciating more and more the remarkable efficiency of the ““‘TOLEDO” 
No. 1000M for cutting, threading, and reaming !» in. to 2 in. pipe 

You wll make no mistake in recommending this machine to your trade 


THE TOLEDO PIPE THREADING 
MACHINE CO. TOLEDO, OHIO 


NEW YORK OFFICE: 72 LAFAYETTE ST. 











Prompt Service 


As soon as your order reaches our office it 
starts on its uninterrupted way to fulfill- 
ment—no delays—no broken promises. Our 
record for speedy service has been a valuable 
asset in building business for more than a 
















a score of years. Your customers will appreciate 
maker transmission belt this promptness, and the quality of our goods 
ing, Arno conveyor belting, 

Sioa: Pachiies, ae. guarantees you repeat orders. Let us tell 


you about our sales proposition. 


The Cincinnati Rubber Mfg. Co. 


Cincinnati, Ohio 
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YOU MAY BUYA 
BEARING AS A 
BARGAIN BUT 
TRY AND GET A 


BARGAIN OUT OE 


USING ITT 


of Nothing is apt to cost so much 
asa bearing that cost so little 


CWT o 














You men who plan, build, use or pay for machines of 
any kind, remember this: It costs more to replace a 
a poor bearing than to buy the best one that SiSSi 
ever produced. AND SiG ANTI-FRICTION 
BEARINGS ARE THE HIGHEST PRICED IN 
THE WORLD. 


FOR NEAREST SKF DISTRIBUTOR SEE THOMAS REGISTER 
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THE HIGHEST ane — IN THE WORLD 
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Yale Bail-Bearing Spur-Geared Chain Blocks 
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Ball Bearing 
Load Sheave 
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Safety) * of Yale Ball 
Hook o/ Bearing Spur- 
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aw Geared Chain 
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Yale Handles Loads Better—Yale Equipment Is Best 


They are the most efficient hand hoisting devices 
produced—and their maximum efficiency is main- 
cained over a long span of years—their old age retains 
the full vigor of their youth. 

With them one man lifts 2,000 pounds three feet 
in forty-two seconds. 

Words become facts when proved. Yale & Towne 
is the pioneer of the chain block business in America, 
making the first block in 1875, and is the world’s 
largest producer of chain blocks. 

The chain has much to do with block efficiency. 
Yale makes all its own shock sustaining chain of 

heat-treated steel, and has the greatest 
experience in making chains solely for 
bs chain blocks. 

‘a MH, The steel is of uniform texture, each 

link is die-shaped, electrically welded, 
forged and trimmed for accurate fit 
into the pockets of the load sheave. The 
perfection of pitch eliminates friction 


MARA 








The Chain Block with 
Complete National Distribution 
The Yale & Towne Mfg. Co., Stamford, Conn., U. S. A. 


Canadian Branch at St. Catharines, Ontario 


YALE MARKED 


and wear, and retains maximum efficiency. 

The Spur-Geared block operates on the familiar 
mechanical principle of the planetary gear system. 
The spur-gears revolve planet fashion around a central 
pinion, and transfer the motion of that pinion to the 
load sheave which carries the hoisting chain. This 
type of gearing multiplies enormously the efforts of 
the operator and enables him to lift heavy loads with 
ease. 








Toinsure a chain block 
which will serve you per- 
manently with maxr- 
mum maintained effi- 
ciency specify the Yale 
Ball- Bearing Spur- 
Geared Chain Block. It 
does not grow old—it 
does retain its full youth- 
ful vigor. Booklets glad- 
ly sent on request. 


YALE MAKES 
Yale Ball Bearing Spur- 
Geared Chain Blocks, 
Yale Screw-Geared Chain 
Blocks, Yale Differential 
Chain Blocks, Yale Roller 
Bearing Trolleys and 
Cranes, Electric Chain 
Hoists, Electric Industrial 
Trucks. 





Factory Locking 
Equipment—To acquire 
locking control, security 
and convenience through- 
out the factory, use Yale 
Master Keyed Locks. 




















IS YALE MADE 


Hoisting ~ Conveying Systems 
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Advertisers please mention Minti Supriies 
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The Easiest Way 


to Eliminate 
Belt Slippage! 


Ber slippage is costly in power 
waste, and in interrupting the smooth 
flow of a machine’s production. And 
belt slippage is so easy to eliminate! 


REEVES Wood Split Pulleys GRIP the 
belt—the inborn nature of the wood 
used in their construction gives a high 
frictional contact over the surface of 
the pulley. And in addition REEVES 
Pulleys are stronger—they last longer, 
run truer, and cost less. 


What kind of pulleys do you sell 
pulleys that SLIP, or pulleys that 
GRIP and deliver ALL the’ power. 
Write today for our attractive sales 
plan on REEVES Wood Split Pulleys. 
It has been a big money-maker for 
progressive distributors since 1887. 


Reeves Pulley Company 
Established 1887 


Columbus, Indiana 


REEVES 


Wood Split Pulley 


UR catalog M-33 gives 

full information about 

the construction of 
every pilley in the REEVES 
line. Send for it and find out 
why hundreds of dealers and 
thousands of users have found 
that REEVES Pulleys are the 
finest they can buy at any 
price 
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Industry’s Choice 


OU can meet any pump demand if you 

standardize on Goulds—the only com- 

plete supply house line. And it won’t be 

necessary to carry a big stock, for there is a 

Goulds warehouse located conveniently to 
serve your needs promptly. 


Factories, mills and other industrial plants 
know of the dependable service given by 
Goulds through our many installations of 
large industrial pumps. In addition, we 
have been telling them about our pumps 
through continuous advertising in industrial 
publications. This has led to a real demand 
for Goulds pumps. 


The Goulds Power Rotary Pump, 
illustrated above, is adapted fora 
variety of services, and is just one of 
the many types for industrial use. 


We would be pleased to s2nd 
catalogue showing complete 
Mill Supply Iine. 


GOULDS Pumps, Inc., Seneca Falls, N.Y. 


he line is complete and includes 


CENTRIFUGAL ---- ROTARY 

DIAPHRAGM : - DEEP WELL HEADS 

SINGLE AND DOUBLE -ACTING 
POWER PUMPS 
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Every User of Belts is a 
Prospective Buyer of 
the U. G. Automatic 
Belt Contactor 


HE U. G. Automatic Belt 

Contactor has sales pos- 
sibilities wherever belts are sold 
or used. 


Saves Belts— Floor Space 
Power. In fact, savings are so 
evident and immediate that 
they generally pay for the cost 
of the Contactor. 





These are sales points that are 


Shafting making this automatic belt 
H drive a brisk and profitable line 

— for all Wood’s dealers. It will 
Pulleys 


be for you, too, if you’ll but 


oo look into its profit-making pos- 
patted — sibilities. Write today for de- 
Friction tailed information. 
Clutches 
Pillow There’s a co-operative dealer 
Blocks service behind this Wood’s 
Ball quality product that helps to 
Bearings move the goods. We’d like to 


tell you, without obligation on 
your part, of the Wood’s Dealer 
Plan. May we? 





a Ww 
POWER TRANSMISSION ASSOCIATION 


T. B.Wood’s Sons Co. 


Chambersburg, Pa. 


NEW ENGLAND BRANCH: SOUTHERN BRANCH: 
Cambridge, Mass. Greenville, S.C. 





Makers of power transmission machinery since 1857 
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2 “Man-size” 
x ™7 
wee. Steam Traps 


for your 


Biggest Customers 


OL needn't have any doubts about 

supplying Anderson “\Mlan-size” Steam 
Traps to your biggest and best customers. 
Every page in this magazine could be filled 
with nationally known concerns that de- 
pend on “\lan-size” Traps. 





Business economy and engineering effi- 
ciency demand a steam trap that functions 
100°,. Weak, undersized traps are not 
acceptable at any price. Big Business 
doesn't buy traps on 90 day trials. 


Anderson “Man-size” Traps are not for 
big business alone. There's a “*Man-size”’ 
Trap for any plant. And you can sell the 
\nderson Line to any customer with every 
confidence in the world that you have given 
them the most steam trap service for their 
dollar that it is possible to buy. 


Send for calalogs on the complete Ander- 
son “\lan-size’ Steam Trap Line. 


The V. D. Anderson Co. 
1944 W. 96th Street 
Cleveland, Ohio 





Opportunities 
for Business 


MILL SUPPLY DISTRIBUTORS: 


Are you sure that you are not overlooking some golden 
opportunities for profit? There are many kinds of indus- 
trial plants that require copper and brass pipe work and 
special copper and brass equipment. This work must all 
be made to order but as a part of the equipment of the 
plant, it can be sold by the supply house that furnishes 
the stock equipment. 





We refer to such plants as canning and preserving, dairy 
products, bottling, sugar, confectionery, paint and varnish, 
chemical, and many others where raw materials must be 
processed. The equipment runs into pipe coils and bends, 
kettles, vats, vacuum pans, agitators, coolers, heaters, 
condensers, expansion joints, floats, special pipe fittings, 
ete., of Copper and brass. 


New plants offer an opportunity for profit in these lines. 
Get a list of what will be needed and let us quote you on 
it. Our 44 years as engineers, coppersmiths and founders 
is your guarantee of satisfaction to your customer. 


Authur Harris & Co. 
Established 1884 


Engineers, Coppersmiths, Brass Founders and Finishers 


210-218 N. CURTIS ST. . . . CHICAGO, ILL. 














BELMONT 


High Pressure 
Asbestos Packing 





DELMONT High Pressure Asbestos Packing is made 

J throughout of Canadian Asbestos Fibre and does not 
contain an admixture of any other cheap or inferior asbestos. 
‘The asbestos fabric is closely woven, thus insuring the greatest 
strength and durability (do not confuse this with packing 
made from a loosely woven fabric). The friction used to 
bind the plies of fabric together is com pounded to withstand 
high heat and hold the packing firmly together. 
The rubber cushion is compounded to resist vulcanization 
and give the necessary resiliency to the packing. 

4 my - 
BELMONT PACKING & RUBBER CO. 
PHILADELPHIA, PA. 


ld only through the Mill Supply Trade, except in the 
New York and Chicago territori 


Belmont Pa 





mention Mit. Surriies 
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. HE cfiiciency of a motor can be no better than 
the grip of the pulley that it drives. 

Sprucolite pulleys are built of Compressed Spruce 

. the pulley material having the greatest known 
coefficient of friction.* It is compressed 30 to 70 
percent of the original volume into a dense fibrous 
substance. The finished pulley weighs only a frac- 
tion of paper, outwears it, withstands shock loads 
and runs true, preserving the crown and edges. 

Sprucolite pulleys cost no more than the ordi- 
nary kind. The pulley costs but a small fraction of 
the motor. The motor is only as good as its pulley. 
Ergo... .it pays to use Sprucolite. 

Motors may be ordered with Sprucolite Pulleys 
or without any so that you may equip with 
Sprucolite pulleys purchased from your own dealer. 

For detailed information and price list address 
the Sprucolite Corporation .. . .342 Franklin Ave., 


RO Spruce at ‘= - 
SPRUCE as Bloomfic ld, N. J. 
Sprucolite also manufactured and sold on the 
yPRUCOLI | | U co L| Pacific Coast by Pacific Compressed Spruce Prod- 





POWER TRANSMISSION ASSOUATION 














ry rg 
g>—BioomriecD ~ ucts, Inc... Tacoma, Wash. 
NEW JERSEY 
eo eo oS *k a 
*See data under Pulleys Kent’s Hand Book —_ 
1923 and thereafter. Better grip permits the Sprucolite Pulleys for factory use are distributed exclusively 
use of closer centers. through supply houses. Present dealers find them quick to sell, 


therefore profitable to handle. They tell us that general interest in 

them serves to make contacts for the dealers’ salesmen that result 

wn sales for other merchandise as well as in Sprucolite Pulleys. 
Let us send our dealer's proposition. 
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Many Uses ; . q 
MANIFOLD | 
MARKET i 
“| Gold Medal | 
SAFETY 


Extension Trestle 


Think how many of your customers have high 
areas to reach either as part of their regular work, 
or their general maintenance. You can sell the 
time-saving, accident-preventing features of 
Gold Medal Safety Extension Trestles. They are 
safer, more efficient and more economical than 
any other means of reaching the same height and 
width. Store in small space. Easily portable. 


Sold through established distributors. 


Write for proposition 











(| The Patent Sceffolding Company 


bk} =“ Philadelphia, Pa Chicago, Il New York, N. Y. 


4) 2835 Bridge St. 1550 Dayton St 3821 Sherman St., 

a Atlanta, Ga Long Island City 

i Boston Mass 44 Haynes St., St. Louis, Mo 
49 Ellery St N. W. 6168 Bartmer Ave. 


San Francisco, Calif. 270-13th St. 





Wholesaler’s Quotation Certificate 
PATENT SCAFFOLDING CO. 


My firm is a legitimate distributor for your merchandise, travelling 


Mail to nearest office) 


men. We are listed as wholesalers in name 
Directory). We are entitled to your distributers prices. Please quote us 


Gold Medal Line 

Name 

Firm 

Address 

City and State 
I am particularly inter- 
ested in ‘“‘Gold Medal”’ 
Safety Extension Trestle, 
“Gold Medal” Safety 


Platform Ladder 
Featherweight Stage, 


‘“*The Underwriter’’ Step 
Ladder, ‘‘Chicago Paint- 
ers’’ Step Ladder, ‘‘Gold 
Medal’’ Telescoping 
Tower, ‘‘Gold Medal’’ 
Safety Extension 


Ladder. 


pj Gold Medal. 


When 





writing to 
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10° ANNUAL 
NATIONAL METAL WEEK 


NATIONAL METAL 
EXPOSITI 


PHILADELPHIA 
Week of Oct. 8 












See our Exhibit 
BOOTH Some 


203 
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“MARVEL” 


High-Speed-Edge 
Hack Saw 


BLADES 


, Cut faster and 


Last Longer 


The more you know about 
hack-saw blades the more 
will you appreciate the un- 
failing service of ‘‘Marvel”’ 
blades: 


There is nothing more ex- 
asperating to a skilled work- 
man than to lose time and 
delay the work because his 
tools break down at acritical 
time. If you are tired trust- 
ing to ‘‘luck’”’ on the hack 
saw proposition order 
‘“Marvel”’ blades and forget 
breakage worries forever. 


Write for complete folder 
descibing these longlasting, 
Marvel blades. 


Stmply address... ...... 


unbreakable 


ARMSTRONG-BLUM MFG. CO. 


“‘The Hack Saw People’’ 
353 N. Francisco Ave. $3 


Chicago, U. S. A. 
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One of Those Lines 
That Sells Itself 


In every mill supply house are a few items 
that sell themselves by the sheer force of 
their exclusive merit. 


Mill Supply Wholesalers who handle Bunt- 
ing Phosphor Bronze Cored and Solid 
Bars have no bearing metal sales problem 
beyond inducing the customer to take one 
cut in a Bunting Bar. There are 88 stock 
sizes instantly available. 

















THE BUNTING BRASS & BRONZE CO. 
TOLEDO, OHIO 


BRANCHES AND WAREHOUSES AT 


NEW YORK CHICAGO BOSTON 
276 Latayette St. 2015 8. Michigan Ave 36 Oliver St 
Canal 1374 Calumet 6850-6851 Hancock 0154 
PHILADELPHIA SAN FRANCISCO 
: 198 Second St 


1330 Arch St 2° 
Spruce 5296 Douglas 6245 
EXPORT OFFICE 
Toledo, Ohio 


J 


BUNTING 


PHOSPHOR BRONZE 


CORED and SOLID BARS 


PATENTE O 








When writing to Advertisers please mention Mitr Suppiirs 








a September, 1928 
































OO COVE AIDS IACOCCA 
These§Bris Increased 
Wages artqbroduction 


t 
M4A79.23 





















—and Saveé 
per year! Ss 


PROMINENT valve manufacturer found, 
after a thorough trial of Cle-Forge High 
Speed Drills, that the drills had accomplished three 

things for him: 
1. They increased hole production per hour and per drill; 


2. They reduced drill, machine and labor cost by 17%; 
3. And permitted the drill press operator to earn 14.5% more! 
we 


The job studied consisted of drilling 8 holes through a semi-steel \ . _ &%" valve flange. 
valve flange on a multiple spindle drill press. The drills previously  “% w _— yi ee 
used failed to wear uniformly, resulting in a steady accumulation of — oe pcsndraced Food 
short lengths which could not be used fast enough. of .0635 inch 
Cle-Forge High Speed Drills not only wore down uniformly, eliminat- ber revolu- 
ing waste, but also showed a drill life of 15,520 holes as against 7,760 me 
holes for the previous drills. Further, less necessity for frequent re- 
grinding permitted higher output per hour. 
Direct production cost reductions per 100 flanges are shown in the 
following table: 














Aten-spindle drill press is dril- 
ling eight 5,"' holes through 


Drill costs reduced from ......%$ .234to$ .123 — 47% 
Machine cost reduced from .... -795 to -646 — 19% 
Labor cost reduced from...... -846 to -788 — 7% 


Total cost reduction from ..... $1.875 to $1.557 — 17% 
Cle-Forge High Speed Drills effected a net saving of $.318 per 100 conge, 
or $476.23 per year. This saving amounted to about 5 times the original cost 
of the drills used! 

It is also interesting to observe that, with all these cost reductions, out- 
is ” — put was increased to such an extent that the drill press operator was 
ee Oren eee ae enabled to enter the bonus class, and succeeded in earning a bonus 
outline of a complete 8-page XQ ; 





of 14.5% over and above his previous wage! 


Needless to say, this plant is an extensive user of Cle-Forge 
NN High Speed Drills on other work throughout the shop. 


Tat WHER | ~ 
TWIST DRILL 
COMPAN Y 
CLEVELAND 
NEW YORK-CHICAGO- LONDON 
TRADE MARK REG. U. S. PAT. OFF. AND FOREIGN COUNTRIES SAN FRANCISCO 
Manufacturers of Carbon and Cle-Forge High Speed Drills for every purpose; 
*‘Mezzo” Super-Carbon Drills; Hand, Jobbers’ and Shell Reamers; *‘Peeriess”’ 
High Speed Reamers; “‘Paradox”’ Adjustable Reamers; “‘Quick-Set’’ Reamers; 
“*“Spirex’’ Machine Taper Pin Reamers; Chucking Reamers for Turret 
Lathes; Counterbores; Countersinks; Sockets; End Mills; and the ‘‘Ezy- 
Out’”’ screw Extractor. 


type-written Survey which 
telis the whole story of this 
significant Cle-Forge per- 
formance. 


The value of a twist drill lies 


rhe i ; ~~ o Narlowal METAL | 
in what it is capable of pro an vee 


ducing in actual daily use. 
This is the basis, and the only 
basis, upon which small tools 
should be purchased. 





We shall be glad to send you this Survey 
upon request. without cost or obli 
gation. Ask for Survey No. 5A. 
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ark Out 


of YOUR 
Flant 


“Driving Right” means more economical 
power distribution---low maintenance. 
But, what is the right drive? Are indi- 
vidual motors the answer, or would 


sroup drive do the job better. 


That is the question mark, 
and the Power Transmission 
Association is the means at 
hand for getting it out of 
your plant or keeping it out 
of that new plant you may 
propose to build. 


te, 
sr. 


Get that Question 









Through its board of advisory engineers 
and cooperation of the association mem- 
bership your plant can be surveyed and 
unprejudiced recommendations made 
that will repay you in power and savings. 





MEMBER OF 
POWER TRANSMISSION ASSOCIATION 


The advice of the board and 
membership is available to you 
without cost. A letter from 
you will bring the “ Drive 
Right” booklet with addition- 
al interesting facts. It will pay 
you to send for it and read it 





~~ 


rtesyv 


Clipper ‘Belt [acer Company 


GRAND RAPIDS, MICHIGAN 
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to Advertisers 
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New 

Advertising Campaign 
Will Sell More Saws 


Are you stocked for 
ALL HARD increased sales? 
TUNGSTEN 


ALLOY STEEL 


for Hand Frames 








UR new campaign began last month in the 
Imerican Machinist and Machinery. 
Ilack saw users were shown how to cut sheet 


Sicaisiintinil ins teataesiiteas steel and other thin materials with a Thomp- 
know how to use and son Mil Flex Wavy Set. 

appreciate a good hack 

saw. 


September's advertising presents our Milford 
All Hard Tungsten Alloy Steel Blade and ex- 
plains the importance of correct tension in a 
hack saw. 


Kach month one brand of our saws will be 
shown with a list of the materials to be cut 
8.10 and 12-inch lengths. by the different teeth. A clear, concise ex- 
32 teeth—Wavy Set—for cutting planation of the various factors in correct 


thin tubing; thin sheet. metal hack saw operation will also be given. 
24 teeth—Wavy Set and Straight 


Set—for cutting solid brass, : 8 . 

Sal ~ ’ ‘ "er . , : or ay ype oY 
en eit, koaey Wels. Gal Such advertising is hound to arouse greater 
rod interest in Thompson Hack Saws and increase 

IS tecth—Straight Set—for cut- the demand for them. Write now for prices 
ting tcol steel, high carbon, ‘ r 7 : , 23° 
“ and our new dealer proposition. 
high speed steels. ie 
14 teeth—Straight Set—for cut- © 
ing soft steel, cast iron, bronze, ei \ 
— ’ THE HENRY G. THOMPSON & SON CO. 
‘ . Established 187 I d 1898 
Use the right blade* for the job ieeeammeninaned said ceiliniininies 
*Thompson’s Milford. £% NEW HAVEN, CONN., U.S. A. 





THOMPSON 
HACK SAWS 


When writing to Advertisers please mention Mitt Suppries 
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EXCLUSIVE OPERATING 
ADVANTAGES 


You've never seen a valve like the Kelly 
Neway. It’s different—a valve that the 
practical engineer grabs because it solves his 
many valve troubles—that the Valve 
Reclamation Superintendent wants because 
80‘ ¢ of it is indestructible—that executives 
want because it cuts valve stocks to 14 and 
reduces maintenance costs to the absolute 
minimum. 


No valve distributor can afford to sit tight 
without comparing his present line up with 
the Kelly franchise. Merchandised in a 
clean-cut, intelligent way, Kelly Valves have 
commanding, exclusive features and worlds 
of talking points that make them easy to sell 
and profitable to handle. Return 

the attached coupon for 

complete details. 


é . . ‘ KO BSERAE. St eae Pe ‘ a ak DEAR : ‘ 2) ¥ XS xa 
ALSO MANUFACTURERS oF RELLY SELF-GRINDING GLOBE AND ANGLE VALVES 


When writing to Advertisers please mention Mint Surpiies 

















Strength 


Accuracy 


Finish 


A 


Complete 

Line of 

Cap & Set 
Screws, Nuts 
and Milled 
Studs Shipped 
Promptly from 
a Stock That’s 

Always 


20,000,000 
or More— 


1020 S.A.E. Steel 


‘ONLY A JOBBER CAN 
GET JOBBER DISCOUNT”’ 


“The Cleveland 
Wrought 
Products 


Co. 


West 58th St. at Denison Ave. 


Cleveland, Ohio 
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7 /An poancind, 
A New Caster : 
for Industrial Service 


You'll get a totally new idea of 
caster performance when you try 
the Bond Les-Nois Steel Caster. 


Advanced, specialized design 
has made it the quietest, most 
dependable caster you can use to 
solve the materials-handling prob- 
lems in your plant. Learn how 
and why you can use Bond Les- 
Nois Steel Casters to advantage. 


Write Today 


... for a descriptive folder of the 
Bond Les-Nois Steel Caster —it 
has a valuable message for you. 

Also a catalog of the complete 
Bond line. Do it now! 


Bond Foundry & Machine Co. 


Manheim, Lanc. Co., Pa. 
Phila. Office: 617 Arch St. 
Chicago Office: 39 S. Clinton St. 


N. Y. Office: 256 Broadway 
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Pillow Block 


A Power Saving Unit for Industrial Application— 
with a positive and tamper-proof bearing. When 
adapted to line shafting and other kindred uses, the 
Medart Timken-equipped Spherical Ball-and- 
Socket Pillow Block saves power and lubricant, pre- 
serves alignment and practically eliminates wear. It 
provides many desirable economies — particularly 
in duplicate machinery —and can be modified to 
suit any engineering or structural requirement, 


Comes to the user filled with lubricant... bearings 
permanently and properly set up. Can be applied 
to the shaft without disturbing the working elements 
—simply. tighten up two clamping collars to the 
shaft sleeve. » » » Other appliances in the Medart 
Timken-equipped Line of Industrial Applications 
are (1) The Ball and Socket Hanger for line shaft- 
ing usage, (2) The Unit Mounting adapted to use in 
individual machines and (3) The Loose Pulley, 


This Line makes Medart a more complete source 

for mechanical power transmitting machinery and 

allied products than at any time in its nearly 50 

years of serving Industry. Ask for Bulletin on 

Timken-Equipped Line and for Catalog No. 43 on 
all other Transmitting Equipment. 


THE MEDART COMPANY 
(Formerly Medart Patent Pulley Co.) 
General Offices and Works, St. Louis, U.S.A. a 
Offices in 
Chicago ’ Philadelphia ’ Pittsburgh ’ New York ” Seattle 
Office and Warehouse Cincininnati 


NX 


Mf Gs DAN RG ie 


Everything in Line Shafting Equipment 


When writing to Advertisers please mention Mitt Suppiirs 
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EN a salesman for a manufacturer who maintains branch 

stores or sells direct, competing against the mill supply 
jobber, argues that he can give the consumer better values and 
cheaper prices, is it reasonable to suppose that he can do this 
without cutting quality or service? And how can such a manu- 
facturer, distributing in this manner, with this additional over- 
head, protect the jobber with proper values to keep him com- 
petitive and render full co-operation at all times? 






The Boston Woven Hose & Rubber Company maintains a 
definite policy of dealing through the mill supply jobber. 


We do this purely as a matter of business. It is most economi- 
cal for us—and for the consumer. It means more business, better 
profit and better servicing on our products. No manufacturer of 
mechanical rubber goods can cover a territory as economically 
or anywhere near as thoroughly as the mill supply house that 
visits its trade at regular intervals throughout the year. 

This is why we offer to jobbing houses of the highest class, a 
product unexcelled in its line, utmost factory co-operation and 
complete selling protection, both as to territory and price policies. 


When writing to Advertisers please menticn Mitt Supptres 
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N our widespread chain of distribution there are still a few links 
we would like to strengthen. Information about these terri- 
tories will be sent to established mill supply jobbers on request. 


BOSTON WOVEN HOSE 
Ef RUBBER COMPANY 


CAMBRIDGE MASS. 


Makers for over 50 Years of High Quality Mechanicai Rubber Goods 


When writing to Advertisers please mention Mitt Suppiies 








22 KAULIL SUPPLIES September, 1928 














PRICE 


$27.00 


On sale at the 
Leading Mill Supply 
Houses 














‘ 


ve 





SPECIAL FEATURES 


Heating element sealed both top and bottom, protecting it from water, glue and 
dirt and eliminating fire hazard. 


Automatic thermostat prevents overheating or burning out and maintains glue at 
150° Fahrenheit, the proper temperature for best working consistency. 


Sloping sides reduce tendency to spillage down sides. 
Wiper rod across center of glue receptacle reduces wastage. 


Glue container cast aluminum, carefully machined to fit the gray iron water re- 
ceptacle, conserving heat. 


Glue capacity two quarts. 











Can be supplied for 110, 220 volts—A. C. only. 








BLACK &&® DECKER 


Toronto, Ontario, Canada TOWSON, MD., U. S. A. Slough, Bucks, England 


When writing to Advertisers please mention Mitt Supp ies 
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NEW HEAVY DUTY SET of Socket 

Wrenches, specially designed for ex- 
tremely hard service. As the name “Hercules” implies, it is 
so proportioned that although light in weight, it has a very 
heavy reserve strength factor. 
Contains 10 sockets, running in size from '°As" to 1%" opening—a 
ratchet handle; a short extension; a long extension and sliding 


“TT” handle. Each set is packed in a substantial black enameled 
carrying case. 


The leading Mill Supply Jobbers carry these wrenches in stock. 
*CV is a Bonney BONNEY FORGE €&% TOOL WORKS Chrome 
trademark ALLENTOWN, PA Vanadium 
istered i ; i 
oe a. i. Makers of Special Service Wrenches of Chrome Vanadium, registered 


Carbon Steel Drop Forged Wrenches, Pipe Wrenches, Vises August 11. 1925 
and Drop Forgings and the Bonney Rim Tool. 8 : 


When writing to Advertisers please mention Mitt Supp ies 











FRILL, QUPPUUES 





Our policy of telling your cus- 
tomers “Always ask for Em- 


pire Bolts and Nuts by name” 
is in your interest as well as in 
ours. It not only sends the 
buyer to you for bolts and 
nuts, but it enables you to sell 
him a high grade product, 
one that he knows, and one 
that comes up to his expec- 
tations. That means repeat 
ee ee 


RUSSELL, BURDSALL & WARD BOLT & NUT COMPANY 


Factories at PORT CHESTER, N. Y. ROCK FALLS, ILL. CORAOPOLIS, PA. 
Sales Offices at Philadelphia, Chicago, Detroit, San Francisco, Los Angeles, Seattle, Portland 





L, GUPPILUES 


‘A JOBBER IS KNOWN BY THE 
QUALITY OF HIS MERCHANDISE 


sing and Advertising support Jobbers of the 
Ford Chain Block — 
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Wr ‘Pays for AN ae 


Warehousing ‘Bolts and ‘Nuts: 


oy" PERFICIAL thinking if those same functions are 


develops questions like 
this and seeks to charge 
some one group or or- 
ganization with the cost. 


This is fallacious. 


The cost of warehousing, 
carrying accounts and the 
various other functions 
performed by the whole- 
saler is so much less than 


attempted by manufac- 
turer or dealer that actu- 
ally no one pays. 


We at Foster place em- 
phasis on our recognition 
of this principle and sin- 
cerely believe it to be a 
fundamental part of a 
forward-looking, sound 
business policy. 


THE FOSTER BOLT & NUT MANUFACTURING CO. 


CLEVELAND 
Union Avenue and East 72nd Street 
Telephone: BRoadway 0840 





CHICAGO 
6249 to 6265 West 65th Street 
Telephone: Hemlock 4484 





OS CAPSCREWS 


Personal Service WW in Big Business 


When writing to Advertisers please mention Mitt Supp.ies 
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YOU, TOO, 


—can cash-in on this Service 


Here’s the point—High Grade ANOTHER POINT —If vou 
Packings are easy to sell. care to you may sell these 
They make “lasting friends,” — Packings under the LINEAR 
and “lasting friends’ make BRAND NAME, the name 
Repeat Orders. LINEAR BEING SYNONY- 
The LINEAR LINE of MOUS WITH GOOD 
-ackings is “complete” and PACKINGS throughout this 
consists of nothing but the — good land. 

“very best.’ Whats more, 

LINEAR PACKINGS are If, on the contrary, you may 
backed by 30 YEARS EX- | prefer. we will gladly “wrap” 


PERIENCE. and _ ‘label’ and “ship” them 
they're made in a modern, under YOUR OWN BRAND 
well equipped plant. NAME. 
2 Why not write us for proposition and prices, 2 
e and let us send you samples (see List below). e 
LINEAR PACKINGS 
Asbestos Rubber and Duck Cotton 
Flax Gum Core Copper 
Jute Diagonals Lead 


= LineEaR 
Lineatt acking & Rubber Co, tne. 


PISTON AND SHEET PACKINGS 


MARSHALL AND BERKS STREETS 
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TURN RIGHT 


tor Seven Points of Superior Construction 


4. Solid 
added strength 


1. Renewable Steel Jaws 

2. Swivel base 360 degrees 
gripping power 

3. Steel strengthening bar in 
slide ‘Superior Series 


5. 
6. 


~ 
ae 
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“ENGINEERS” 


The Publication that 
Industry has been waiting for 


OW many times have your wished, Mr. Manu- 

facturer, that you could address your sales litera- 
ture directly to the individuals who would be most 
interested in reading it? 


It is said that industry is now “engineeringly con- 
trolled’’—by which is meant that purchasing is largely 
in the hands of engineers. How important it is, then, 
to know who the engineers are who control the pur- 
chase of billions of dollars’ worth of products. 


The new publication, ‘‘Engineers,’’ is the result of 
five years of work. It gives the names, firm connec- 
tions, positions held and addresses of 220,600 engineers, 
representing 30,335 corporations in the United States 
and Canada. It also gives officers of these corporations, 
street addresses, branch managers and products. 


; There are 464 pages of engineering data that cannot 
underportion§ gives i i 


be found in any other publication. The book has 1490 
pages, is well printed on thin paper and bound in 


Set Screw in Handle Fabrikoid. 
Castings of Parkco Metal The price is $15.00. Further information sent on 
Full Sized Screw and Nut request. 


Write for illustrated booklet to the 


CHARLES PARKER CO.., 


Meriden, Conn.. 


PARKER VISES 


The Crawford Publishing Co. 
537 South Dearborn St., Chicago 
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DIXON 
GRAPHITE SEAL 


\ NEW Dixon preduct that is backed by the reputation and 


resources of a company which has served Industry for more than 
100 years. 


DINON’S GRAPHITE SEAL—a graphite paste for sealing screw 
thread, flange and gasket joints that is unequalled in preventing 
leaks in joints of pipe lines carrying hot or cold oils, gasoline, 


creosote, tar, superheated steam, ete. It is also unequalled for 
gaskets of all kinds, plates, bolts, nuts, studs, ete. 


Dixon's Graphite Seal expands when subjected to heat and makes 
leak-proof joints that hold tight under all conditions of service. 
Yet these joints may be taken apart with ease at any lime. 


Let us tell you wherein Dixon’s Graphite Seal differs from any 


other product you have ever sold for this purpose. Write today 
for Circular No. 71—D 5S and Dealers’ prices. 


JOSEPH DIXON CRUCIBLE CO. 


Jersey City > N New Jersey 
Established 1827 


» Advertisers please mention Miri Supprties 
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The Devil finds NO Work 
forldle Hands in the factory 


W. HEN the devil Friction lays his crippling clutch 


a upon countershafts and pulleys, somebody must 





Hy 
I], 
? 





pay —and pay big—in burned bearings, accidents, shut- 
downs. And every manufacturer knows that this 
means idle hands—no work-—unproductive time—that 
quickly turns his profits into loss. 


*Arguto Bearings didn’t just happen.” They represent 
years of development. Back in 1890 we first experi- 
mented with the elimination of oil for Journals of 
Small Electric Motors, Spindles for Textile Machinery, 
etc. It was not until 1896 that the world renowned 
scientific society, The Franklin Institute, after a long 
period of tests, awarded us the Franklin Medal and 
Premium. Also Gold Medals of International Exhibi- 
tions. 











Arguto—the non-metalliz Bearing that requires no oil 
and lasts for years is the result of long years of hard 
work and development. 





REPAIRS 


Arguto Oilless Bearing Co. 
Wayne Junction, Philadelphia, Pa. 
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9 Sizes for 
ly to 18” 
pipe 




















ISE buyers have learned to specify GENUINE WILLIAMS 
“Vulcan” when ordering pipe tongs. “Vulcans” are not expen- 
sive. Their cost is commensurate with quality. In the long run they II 


SAN 


pay you greater profits. 


Consider “Vulcan” construction. Wholly made of wrought steel, 
jaws drop-forged: chains proof-tested and CERTIFIED. The entire 


tool is built for years of toughest service. The next time you order 
chain pipe tongs, specify “Vulcan.” Recommend them to your 
trade. After a few days’ use they ll say, “| made a real buy that 
time \nd they ll buy more tools from you. Literature? 


J. H. WILLIAMS & CO. 
“‘The Wrench People’’ 


New York BUFFALO Chicago 


GENUINE 





10° ANNUAL 
| NATIONAL METAL WEEK 
dnd 





| NATIONAL METAL 
| EXPOSITION 





w pERIOR DROP-FORGED Toons 


VULCAN” 


IMPROVED 


When writing to Advertisers please mention Mitt Suppiies 
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Free bending of ply on 
oly. 

No folds in the fabric. 

No seams to open up. 

No ply separation. 

No bootlegging 

Made of extra-heavy 
belt duck — 50% less 
stretch. 

Compact weave of fab- 
ric gives better anchor- 
age—fasteners won’t pull 
out. 

Not affected by atmos- 
pheric changes. 

I onger life. 

5 7 7 
Send for folder of valu- 
able horse-power and 
pulley data. 


31 











“Slam on the load— 


SHE’LL PULL IT!” 


Goodrich “1788 Highflex” pulls the heaviest loads with 
power to spare — because its unmatched flexibility gives 
almost perfect pulley-contact! 

It is built on a new principle— without fold or seam— 
no obstacle is opposed to free flexing as it passes over the 
pulleys! 

Bootlegging cannot occur; because, in the case of very 
slight ply-separation at joint, entrapped air can escape 
at the edges. 

While ideal for small-pulley, high-speed drives, ‘*1788 
Highflex” is an all-around heavy-duty belt. Its almost 
negligible stretch eliminates take-ups and shut-downs. 

It’s the economical, trouble-free belt—and it deserves a 
test on your most difficult drives! 


THE B. F. GOODRICH RUBBER COMPANY 


Established 1870 Akron, Ohio 








& 
(joodrich 
1788 Highflex” Belt 
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Do Not Be a Stick-in-t 


These unique specialty lines — widely 
advertised — respond wonderfully, you 
will find, to a little push and pep. 





‘‘PIONEER’”’ Steel 








Hanger costs less to 
stock than any other 
and 1s now so well in- 
troduced that it almost 
sells itself. Millions in 
actual use. Steady re- 
peat business brings 
sure profits. 





“HALLOWELL” Steel Truck -Chassis a welded unit, no jeints, bolts or nuts 
to work loose. Top solid sheet of heavy steel; cost of maintenance practically nil; 
will last for years and years yet the price is so low that by comparison wood seems 


New uses are being extravagant. Repeat orders steadily increasing. 


found right along for 
the “UNBRAKO” 




















Socket Head Cap 
Screw; the sales, there- 
fore, are increasing, 

and _ rapidly. Don’t 
miss this opportunity. 








**HALLOWELL”" Steel 
Bench Legs have be- . 
come very popular be- ‘““HALLOWELL” 


& 





e-Mud 





Patented 


‘HALLOWELL” Steel 
Collars are recognized 
to be the best made. 
Theirquality,combined 
with their high polish 
and low price, explains 
thei: great popularity. 





‘“‘UNBRAKO” Hollow 
Set Screws stand up 
under strains that 
wreck other screws 
similarly tested 
and naturally the 
“UNBRAKO”" has be- 
come very popular 

in other words -it’s 
easy to sell. 


Steel 
cause they can be Benches save and 
“HALLOWELL” Steel Truck—One of 83 picked up from stock, money. No Carpenter to 
standard sizes and styles. Stake pockets and ready for use. As hire—no lumber to buy. Can't splinter or burn. 
similar corner fixtures are all interchangeable. they are rigid as rocks, Rugged—built for years. Standard 
The “‘“HALLOWELL” Steel Top is smooth and give absolute satisfac- lengths easily joined for continuous benches. 
will not splinter, never gets soggy; no screw tion and cost little, it’s Steel Bench Drawers protect tools. Complete 
or nail heads to scratch and tear. The no wonder they are line of Steel Benches, Steel Tables, Steel Tool 
‘**HALLOWELL”’ is easy to push. ready sellers. Stands—all lines in stock ready to ship. 





STANDARD PRESSED STEEL 











BRANCH JENKINTOWN, PENNA. 


28 N.Clinton St. 
CHICAGO, ILL. BOX 519 


When writing to Advertisers please mention Mitt Supprirs 





BRANCH 


944 Harper Ave. 
DETROIT. MICH. 
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Protection 


HE U.S. Jobber Policy of Selective Distribu- 

tion confines the sales of U.S. electric tools 

and grinders to a restricted number of jobbers 

in any trade territory. It protects you from ob- 

jectionable price cutting, and enables you to 
profit from your sales efforts. 


TINITEDASSTATES | 


ELECTRICAL TOOL COMPANY 


2498 W. SIXTH ST. CINCINNATI, U.S.A. 






Oldest Builders of 
Electric Drills and Grinders 
in the World 


Export Sales Department 
Westinghouse Electric International Co. 
150 Broadway, New York City 











When writing to Advertisers please mention Mitt Suprrirs 
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Phishoim-Meove manu- 


Six Sasi, Tireless Laborers 
See for 2c an Hour Apiece! 


Below are a few C-M 
Products. The catalog 


describes themall. Write ATERIAL 
for it. . handling 
costs certainly 
would drop in a 
hurry if you 
could hire de- 






























make it possible 
for any work- 
man with only a 
slight mechani- 
cal knowledge to 
operate and care 


a Ol for them. And 
a figure like that. 
And the best part because of the 





al" special allo 
of it is you can! P Md 


The CM steels and metals 
A C-M ELEC- , j \ oe and the many 
TRIC HOIST - anti- friction 


will easily do the work of six bearings which go into this sim- 

men — in many cases as many ple construction, maintenance 

Madel ik Cyclone as ten men have been released costs and the necessity for re- 

for more productive labor—ata _ pairs are practically eliminated. 
i an. , ; 

fraction of the cost of one m Weise far Balletin No. 31 


_ bs a ieee : 
- sy Their extreme simplicity of | which gives many suggestions 
. construction and operation for the use of these hoists. 


Zz * 
Os t 
CHISHOLM-MOORE HOIST CORPORATION 
Division of Columbus McKinnon Chain Co.) 
Matchless Trolley 


5028 Lakeside Ave., Cleveland, Ohio 
Branches: New York Philadelphia Chicago Pittsburgh 
Representatives in all principal Cities for Quick service 


= CHISHO OORE 


TROLLEYS 
Double I-Beam CHAIN HOISTS on Ob 270) F-% 


Crane CHARGERS 






















gee 
gssenee™ 
ase 
Low Head-room - : ae : i 7S tise fo e Chisholm - Moore 
Hoist ‘te \} : PMmree ee BS. / Ai Hoist Corporation 


5028 Lakeside Ave. 
Cleveland, Ohio 
Will you please send us 
C) The new Electric Hoist 
Bulletin, No. 31. 
() Information on your New 
Model K Cyclone Hoist. 
‘@) (J Information on your complete line of over- 
Nd head Material Handling Equipment. 





Cupola Charging 


(ee ae ee Bt al pose ee eee ee eee 
Machine rt Now ras Guietiee ......-------.. RIE 
StAe ,setsencunas? Address ___ ee a 
see” ee State 


When writing to Advertisers please mention Mitt Suppriies 
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Wall Bracket Jib Crane—To supplement 
regular traveling cranes and overhead 
trolley systems or for use where heavy 
materials must be constantly placed in 
machines. Also furnished in the mast jib type. 








Single I-Beam Hand Geared Crane—To 
handle and spot light loads quickly and 
accurately. 








Single I-Beam Underhung Motor Driven 
Traveling Crane. Operates on I-beam 
runways suspended from ceiling. 








Sac OX : Se 








Single I-Beam Hand Geared Underhung 
Traveling Crane. Also furnished plain 
without gearing. 


oT 








Direct Drive Type Crane—Large diameter 
track wheels. Also furnished in plain 
push types, especially adapted to light 
foundry work. 








Three Motor Electric Double I-Beam 
Traveling Crane—For handling heavy 
loads with speed. Note compactness and 
close headroom. 








Double I-Beam Hand Geared Traveling 
Crane with C-M carriage and Cyclone 
Hoist. Note rugged construction and 
minimum headroom required. 
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What we offer the Dealer in Hol- 
low Screws is the built-up sale of 
the best known article-—not just 
something that ought to sell. 


The extra strength of the cold- 
drawn screw is familiar fact to the 
men in shops. The special heat- 
treatment, theunbreakablequality. 
date far back in factory experience. 


But the sale that has grown from 
these things—from the years of 
promotion and service—is an asset 
the Dealer can annex to himself in 
a day. 


Practically speaking you will take 
over sales, rather than stock. 
You'll take over a Reputation 
with a following. 


Fast Service from Factory Stocks 


The Allen Mfg. Co. 


139 Sheldon St., Hartford, Conn. 


Branch Offices: 
W. C. Stauble R. E. Gregory W. J. McRae 
3360 Pasadena Ave 816 Mulford St. 320 Market St. 
Detroit, Mich. Evanston, Ill. san Francisco, Ca 
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It costs no 
more to sell 
a fine belt 


T costs no more to sell a 
really fine belt. Duxbak 
Belting stays sold. There are 
no comebacks, no worries. It 
is a fine belt, honestly made, 
honestly sold, and fairly 
priced. 





We will be glad to tell you 
of an attractive plan to assist 
you in the sale of Duxbak 
Belting. No obligation is in- 
curred. 





ea Y Vy 


(Aas 


Main Office and Factory 
42 FERRY STREET NEW YORK 


DUXBAK 


WATERPROOF 
LEATHER BELTING 


Tanners 
Belt Manufacturers 











please mention 





Mint. SuppLies 
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CO-OPERATION 


—Not Competition 


Is the Life of Business 














\bout 50 vears ago we decided that we | , 
would sell our Mechanical Rubber Goods | | 
to JOBBERS ONLY —and we have never 
since departed from that practice. We Rubber Products 
realized then, and realize now, the rather Belting fats 
. ry | . | (Conveyor and Transmission 
embarrassing position in which a de- | a 
parture from this well-defined practice, Air Hose 
might place the JOBBER (that of bidding Water Hose 
against the manufacturer); therefore: Suction Hose 
were you to job products made by Creamery Hose 
Hao apatite . ae | Fire Hose 
WHITEHEAD, you would have abs« lute | ‘eadiameiaen a’ 
assurance, not only of our COMPLETE Cunton tase | 
\ND LASTING CO-OPERATION, but Mill Hose 
of our STRICT ADHERENCE TO A Sand Blast Hose 
“i > ~ : ! 
BASIC POLICY —A BUSINESS IDEAL. | a | 
(Suction and discharge 
; ’ re ; Tubing 
Whitehead Products are “quality prod- ed 
oy 7 falf is, ; Sheet Packings 
ucts yacked by over a Half Century's Wiheatiaines aint Wikia | 
Experience, and they are made in a Diaphragms 
modern factory by skilled rubber crafts- | Dredging Sleeves 
men. Moulded Goods 
R member | 
It would no doubt be to your advantage sewers eo 
oe sel @ | Whitehead Products are all 
to write for SAMPLES, PRICES AND E” | 


| *LONG LIF! Products. 
JOBBERS’ PROPOSITION. 





Whitehead Bros. Rubber Co. 
Makers of LONG LIFE Mechanical Rubber Goods 
TRENTON (SINCE 1873) NEW JERSEY 
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PLATING TAKES 





and Wears Longer 


Sand Blasted Surface. 


reputation for good work use 


Leiman Bros. 
Patented 


SAND 
BLAST 


Continuous Sand Feed 


HOLD QUICKER 


Oona 


That’s why knowing platers who want to increase their 


It does away with the use of acid dips for this work. ALSO USED AS A FINISH IN- 


STEAD OF SCRATCH BRUSHING. 


It’s quicker, more uniform, may be varied from 


very fine to very coarse and, best of all, the most unskilled can apply it at the first try and 


cannot spoil the work. A GOOD THING TO HAVE WHEREVER GOODS ARE MADE 


OF METALS, GLASS, RUBBER, CELLULOID, BAKELITE, FIBRE, WOOD OR 


COMPOSITION. 


A card brings 
full information 


LEIMAN BROS. 


MAKERS OF GOOD MACHINERY FOR 40 YEARS 


23 P Walker St. 


New York 


| 
| 
| 
| 
| 
| 
| 


| 


| 


| 


| 














ATLANTIC Bar Belt Dressing 


20 Years on the market without a Complaint 


A high grade lubricant and preserver. It will put a surface on 
your belts and make them carry the load. Does not make 
belts soft and spongy. Made in three grades, for leather, 


rubber and canvas belts. Also made in liquid form. 


ATLANTIC MANUFACTURING CO. 


Wilmington, Delaware 
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Curtis reliability is a real 
factor in keeping costs down, as 
shown by this letter received 
from the president of a large 
New York jobbing foundry 
(name on request): 

“To operate our air hoists, 
sand blasts and molding ma- 
chines, we employ three Curtis 
12x12 compressors. One we 
have had 20 years, one nearly 
that long, and one 10 years. 
Although one of these Curtis 
veterans runs 20 hours a day, 
and the other two 10 hours a 
day, they all have performed 
satisfactorily and with the min- 
mum of repair cost. 

“We use 15 Curtis Air Hoists 
—up to 8 tons capacity — to 
handle material, molds and cast- 
ings in both shop and shipping 








Im active service 
after 20 years! 


department. Every hoist has 
paid for itself in the first few 
months of use. 

“We use Curtis Air Hoists 
because they are lower in first 
cost and more easily located 
than other power hoists. Their 
simplicity is of great importance 
in a foundry because sand and 
grit work into the bearings of 
more complicated hoists, mak- 
ing trouble and causing costly 
delays in continuous process 
work,” 

If you are considering a power 
hoist or crane, let us show you 
how inexpensive (as well as ef- 
ficient and flexible) an air hoist 
or crane is. Complete data may 
upset some of the things you 
have been told and show you 
the way to new economies! 








Curtis I-Beam Cranes 

10 to 40 ft. span. 14 to 10 ton 
capacity. Fitted with air hoist, 
gives all the above advantages 
of speed and economy plus great 
flexibility. 





Curtis Air Hoists 

and I Beam Trolleys 

Much lower cost than other 
types of power hoist. Slow de- 
preciation, practically free from 
upkeep expense. Quick, accu- 
rate spotting. Economical to 
Operate. Mounted vertically, 
horizontally or otherwise. Most 
satisfactory for many heavv 
material handling operations 





Curtis Model A 
Compressors 
3 to 50H. P. Water cooled. 
Curtis controllea spiash | ubri- 
cating system assures lowestoil 
consumption with certainty of 
safe lubrication. 





Curtis Paint Spray 
Compressor 

4% to5SH.P. Single or two- 
stage. Automatic control. Rec- 
ommended by leading manufac- 
turers of spray guns because 
controlled splash lubrication 
prevents clogging of filters; min- 
imizes chance of lubricating oil 
getting over into air lines. 





1 
! Mail Coupon Today to | 
| nearest address 
| Gentlemen: 
| Please send me, without | 
obligation, information about | 
eran . 
| Discs viccvesasascus | 
| QUIN 50s se canwcenonex | 
| 
Dees cesses State:..... \ 
| 





ST.LOUIS 


CURTIS PNEUMATIC MACHINERY CO., 1928 KIENLEN AVE., ST. LOUIS 5518-V HUDSON TERMINAL, NEW YORK 
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A Better Grade of Belting..... 
..... that Sells and Satisfies 


Selling and satisfying and building up an enviable reputation 
that’s all that any belt need do. And that’s what Rahmann Leather 
Belting has been doing for over thirty years. It sells well because 













it satisfies. 


It satisfies because it is as good a belt as can be built; 


and because Rahmann service is always prompt and ready when 
repairs are needed or when transmission problems must be solved. 
If you are a distributor on the lookout for a line of selling, satisfying 
products, write today to George Rahmann & Co., and let us tell 
you how our selling plan will help increase your business. 


GEO. RAHMANN & CO. 


31 Spruce Street 


NEWARK, N. J. 


L ai) 


New York, N. Y. 


SYRACUSE, N. Y, 
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‘Log or Saeinen Chains 


These chains can be used for 


many purposes. 
Style “A” is made with slip hook and grab hook. 
Style ““B’ has grab hook and ring. Regular 
lengths are 10, 12, 14 and 16 feet. Speci: il lengths, 
15, 18, 20, 22 and 24 feet. Six link sizes. 
Ask for our handy st catalogue, which gives 
tables of approximate weights of these and all 
other *lavlor-M ade” steel and iron. welded 


chain. C ae ee 


a. G. ‘Taylor Chain Co. 


Factory and General Offices 
P. O. Box 117 


Hammond, Indiana 


i 
Wy, a Pe niiy iN MOF aha pa ty Fer 
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AMERICAN SWISS 


FILES and TOOLS 


Mechanics find in American 


| Write for our knurl folder and 
\ tool catalog. A copy of “Files of 
Precision” will also be sent upon 


\ ‘request. 
ER 


~~ Swiss knurls and hand tools, the 
| same dependable quality workman- 
| ship that has so long been associated 
with the well known American 
| Swiss files of precision, machinists’ 
| standard for over 28 years. 

; 


American Swiss File & Tool Co. 
410-416 Trumbull St., Elizabeth, N. J. 
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Dodge-Timken 

Publicity +} 
Dodge-Timken 

Performance + 
Dodge-Timken 

Service 


has established Dodge-Timken 
leadership and your opportu- 


nity to profit from industry’s 





demand for power transmit- 


Hanger Bearing 


ting appliances which have 
not only proved their economy 
Sita: Hitt and reliability, but which are 
immediately available from 
distributor stocks conveniently 


located. Are you taking advant- 





Belt Governor 


age of this opportunity? 





DODGE MANUFACTURING CORPORATION 


MISHAWAKA, INDIANA 
Power Transmission— Material Handling—Special Machinery 
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Veterans im Service 


If it were possible for you to follow the history of count- 
less thousands of “‘Hercules” drills, reamers and cutters 
being used in the plants of American manufacturers, 
you would be astounded by this simple fact: 


With rarely an exception, these tools are veterans in 
service—having long passed the time when they were 
expected to be discarded—still giving faithful service. 


Bt tng gag eet? a: Cn 


WHITMAN BARNES- 
Rennennsatinnnntencnemunat 


Se ee 








Monadctusee of Canadian Factory 
TWIST DRILLS - REAMERS - CUTTERS CANADIAN DETROIT TWIST DRILL 
END MILLS - COUNTER BORES : ETC. > ye CO. LTD.,WALKERVILLE ONTARIO 


"New York. *** DETROIT “+ Chicago 
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u Improved 
New Impr CHEMICAL CARTRIDGE ith gon td 
ew Improved RESPIRATOR RESPIRATOR 
GOGGLE RESPIRATOR ; : ; i i 
Tepe G. R. 30 For protection of spray operators from Perfect safety from fine 
Se eee fumes, mist und solids when spraying dust and paint spray. 
Dustproof respirator and airtight lacquers, enamels, varnish and proxlyn 
goggles combined as one unit. or lead paints. 


Sell Pulmosan 
Respirators 


to Your Trade 


The majority of industrial plants have con- 
ditions that require respirators of some type 
or other. All plants that have dust condi- 
tions, paint spray methods, dangerous dust 
and fumes, are prospects for Pulmosan 
Respirators. Your salesmen can sell them 
readily, and without effort. There is ample 


All Rubber Automatic 
SPONGE TYPE 





: : . * ) : . Respirator No. 16 
Improved Aluminum margin of profit in Pulmosan Respirators = 28 
> C oTyvwpr , v ide arke It is decided - Pig Snoot ‘I ype. Has been used 
SPONGE TYPE and a wide mat et. tis decidedly to your in all dusty occupations for 
Respirator No. 18 interest to investigate. 


many years, 


Attractive Counter Display Cartons, containing our Dustpruf and Chemical Cartridge Respirators. 
Write for our Mill Supply proposition on all Pulmosan Safety Equipment. 


PULMOSAN SAFETY EQUIPMENT CORP. 


176 Johnson Street Brooklyn, N. Y. 


ULMOSZA 
SAFETY EQUIPMENT 
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| ....anew Jenkins Bronze Valve with resilient 
O aw e Jenkins Disc for steam pressures to 250 pounds 
with these features: 
1. Follower and deep stuffing box. 
2. All bonnet threads in contact with spindle. 
3. Bonnet screws over body, rounded body bonnet joint. 


4. Seat ring and resilient disc —both renewable. 


HESE new Jenkins Valves are being featured in Jenkins publication advertising, and, 

during September, in extensive circularizing. The publicity given these valves is 
your publicity, for the user is directed to you for his purchase of Jenkins Valves. 
Jenkins service representatives, too, making hundreds of calls daily. are stressing the 
merits of these valves which now make the advantages of the Jenkins resilient disc 
available for working steam pressures up to 250 lbs. 


We shall be pleased to send you discounts and further information 


JENKINS BROS. 
80 White Street, New York, N. Y. 133 North Seventh Street, Philadelphia, Pa. 
524 Atlantic Avenue, Boston, Mass. 646 Washington Boulevard, Chicago, Ill. 
JENKINS BROS., Limited, Montreal, Canada; London, England 





Always marked with the"Diamond"” 


Sectional view, Fig.8o1, Jenkins 

Bronze Globe Valve, screwed \ ] 
fitted with Jenkins Resilient eC S e 
Disc for 250 pounds steam 

prea a SINCE 1864 
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dsgemon' IMPROVED TYPE B CLUTCH 


THE GENERAL PURPOSE CLUTCH 


For all around industrial use this clutch has proven its ability to give efficient 
service. The ease with which it can be adapted to any drive and the low first 
cost makes the Edgemont Improved Type B Clutch an ideal jobbers’ proposi- 
tion. Sell “Edgemont Clutches” and profit by the repeat orders. 


A large variety of sizes carried in stock for immediate shipment. 


Our catalogue “H” will start you right. Send for a supply. 


THE EDGEMONT MACHINE CoO. "129% 











Standard Electric Drills, Polishing, Grinding and Buffing Machines 





Standa -in. and -in. Heavy Duty Maude in 3 and 5 3-5-7 gang and Ae 5 Made in 4 and 5 
Drills "Dr ills made in various sizes up to H. P. G. E. 40° H. p. E. H. P. sizes. G. E. 
1'4-in. apacity. General Electric Motor. 8. K. F. lly "Ss. c. FP. 40° Motors. S. K. 
Universal Motors used. Ball Bearings. Ball Bearings F. Ball Bearings. 


— THE STANDARD ELECTRICAL TOOL co., Cincinnati, Ohio = (2)"'6./1,, 
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__ ed Shield’ HIGH SPEED DRILLS . - 


" ARE FOREMOST 


1 Like a tower stands out distinctive and well 
| remembered, the new fed Shield” High Speed Drills, 


a 5 even with the short time they have been on the 


market, have won identical recognition. 















! Hi Drill users who require high speed drilling with 
i uniformity of performance, less breakage, and 
' j less grinding and at less cost per hole always re- 
member that {fed Shield” Drills give such service. 


Wy . repr 
A t The Red Shield in actual red color, is stamped 
> a. \ on each Drill. ALL SIZES. 














Manufactured by 





THE STANDARD [OOL (0. 


New York Cleveland retertxe 





NO SIZZLING! 


Anum-Metl Keeps Profits from Wearing Away 


Strong Steam Traps and Strong Evrtyte Globe Valves will 
not cut out or wire draw for one year with Anum-Metl on 
guard where the wear comes. 


One year of leak-tight service is 
guaranteed, but this is only a small 
part of the service that you may 
expect. 


The guarantee provides a new disc 
and seat if the slightest leak appears 
during the twelve-month period. 


Know what leak-tight service is. 

Enjoy it for a much longer time than 

you have in the past. Save the Strong 

ve EVRTYTE VALVE 
INVESTIGATE 


The Strong, Carlisle @ Hammond Co. 


STRONG 1392-1394 West Third St., Cleveland, Ohio 
STEAM TRAP Manufacturers 








A full line of steam specialties 
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Ejector, Siphon 
or Jet Pump 


Safeguard Auto- 


Snap Lever Oiler matic Water Gage 





Navy Type Water 
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Gas Engine 


age Lubricator 





REPEAT 

























BUSINESS 














Penberthy Products have been used in boiler 
and engine rooms for more than 42 years. 


During that time, nothing short of the 
best in materials and workmanship have 
been permitted in the manufacture of 
Penberthy Products. 


Consequently, power plant operators 
have long ago learned that they can order 
Penberthy Products with perfect assurance of 
this traditional quality. Specifying Penberthy 
has become a habit with many of them—a 
habit that means repeat business for you. 


PENBERTHY INJECTOR Co. 


DETROIT 
Established Canadian Plant 
in 1886 Windsor, Ont. 




















Plain 
Compression 
Grease Cup 





Noiseless 
Water Heater 


Compression 
Grease Cup 








» Advertisers please mention Mitt Suppries 





September, 1928 











As frue to-day 
“DIAMOND 


as a] YEOrS ago. . 


FAIRNESS 


To the Jobber and Distributor” 


HE old, time -stained contract with 
the Consumers Rubber Company, 
Cleveland, Ohio, is still in force, and we 
are still doing business with Pierce, Butler 
& Pierce Manufacturing Corp., successors 
to the Savannah Supply Co., the concern 


that wrote the testimonial letter used in 
the above advertisement. 

These are typical of many mutually profit- 
able jobber friendships based on intelligent 
cooperation, quality products, competitive 
prices,a consistent policy of square dealing. 


THE DIAMOND RUBBER COMPANY, Inc., Akron, Ohio 


Boston 
Dallas 


Atlanta 


D ] 





When writing to 


Kansas City 
Los Angeles 


lamon 


Rubber Belting @ Hose - Packing 


“TESTED FOR A THIRD OF A CENTUR 


Advertisers please mention Mitt Suppvies 


New York 
Seattle 


Philadelphia 


San Francisco 






d 


































\BRABEEELEEEELEET 








—Kieley— 


The following List of Products is proof that your 


Sales Department can sell any Type of Plant Kieley 


Specialties: 


Reducing Valves 

Back Pressure Valves 

Atmospheric Relief Valves 

Steam Traps 

Damper Regulators 

Fan Engine Regulators 

Hot Water Temperature 
Controllers 

Steam and Water Separators 

Oil and Grease Extractors. 


Vacuum Oil and Grease 
Extractors 


Pump Regulator 

Excess Pump Regulating Valves 
Vacuum Pump Governors. 
Water Pressure Regulators. 
Water Feeders 

Return Steam Traps. 


Vacuum Return Steam Traps 
Feed Water Regulators 
Grease and Oil Traps. 

Water Arches. 

Emergency Valves. 

Low Water Alarms. 

High and Low Water Alarms. 


Strainer Connections of 
kinds. 


Drip Tank Controllers 
Float Valves. 
Balance Valves. 


various 


Tank Pump Controllers. 
Pump Governors and Receivers. 


Combination Muffler and Grease 
Extractor Tanks, Receivers, 
Pump Governor. 


Grease'Extractors, etc. 


We cooperate with the Jobber by furnishing for 


salesmen a small Supplement Catalogue with name 


imprinted. 


Kieley & Mueller, Inc. 


34 W. 13th St. 


N. Y. City 
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J 20,000,000 Cap 


At our seven warehouses 'and the 
factory we maintain a stock for 
immediate shipment of more 
than 20 million Cleveland Cap 
Screws in a full list of sizes in 
both S. A. E. and U. S. S. threads. 
Send blueprints and specifica- 
tions for special jobs. Catalog C 
and Price List on request. 


2925 East 79th St. 


Screws 


THE CLEVELAND CAP SCREW CO. 
Cleveland, Ohio 


Samples sent on request 











NJECTORS 








600,000 


Satisfied Users of U. S. Automatic In- 
jectors requiring repairs and replace- 
ments, together with an assured and 
proper profit to the jobber through our 
established resale prices, make U. S. 
Automatic Injectors a satisfactory and 
profitable line for any jobber to handle. 











American Injector Co. - 


DETROIT, MICH. 


Rs ett” Sa” 
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HERE’S YOUR MARKET 
for Gieone Fire Equipment 


OUR market for Gene Fire Equipment 

includes every type of building in your 
community, every automobile, bus, truck 
and motor boat. Every customer who 
steps into your store isa prospect. Every- 
one needs fire protection. 

Put Gene Fire Extinguishers in your 
show window and on your counters where 
people will see them. Speak about them 
to your customers. You will be surprised 
how easily and readily they sell. 

Most people intend to buy one or several 
Gene Fire Extinguishers but put it off until 
they havea fire. Youremind them of their 
need and get this profitable business. 

Your jobber has the full Gene line: 1-pt., 
1-qt., 114-qt., and 2-gal., Greene Fire Extin- 
guishers; 212-gal. Guardene (Soda-Acid); 
Phomene (Foam type); and 5-gal. Accu- 
rate Pump Tank Extinguishers and refills. 


Sold through the established retail and jobbing trade 








PYRENE MANUFACTURING CO. 
NEWARK, NEW JERSEY 


Branches: 








Atlanta, Chicago, Kansas City, San Francisco | 


Manufacturers of Fire Equipment since 1907 























In the Suiits of the great 
industrial wealth of this Nation 





TOOL HOLDERS 


have played a major part. 


By lowering the cost of 
manufacturing—by in- 
creasing the efficiency of 
machines—by develop- 
ing a System of 
Tool Holders that 
eliminates the need 
for special hand 
forged tools—sav- 
ing all forging, 
70°, of grinding 
and 90°, of the 
investment in 
H. S. Steel—by making 
it possible for any ma- 
chinist with . few stock 
shapes of H. S. Steel to 
make all the tool bits 
needed for every opera- 
tion of Lathe, Planer, 
Slotter or Shaper-—by 
saving the machine time 
previously lost while the 
operator took his 





wah et Mien to 
NATIONAL METAL 
E XPOSITION.- 


& 


PHILADELPHIA 
Week of Oct. 5 





cumbersome tools to the 
“‘tool dresser.”” . . . In 
all these ways ARM- 
STRONG Tool Hold- 

ers have added 
the efficiency 
and wealth of the 
plants of this 
nation. 
Thevalue of ARM- 
STRONG Tool 
Holders to this na- 
tion cannot be esti- 
mated. It is significant 
to note that they are 
standard equipment 
in over 95°; of the 
machine shops that 
their universal accept- 
ance has revolutionized 
“shop practice’ every- 
where. 









Your Stock 


Write today for a B-27 
catalog.—Check thru your 
stock to be sure that you 
are not losing sales.—A 
good display of ARM- 
STRONG Tool Holders 


always pays. 


ARMSTRONG BROS.TOOL CO. 


**The Tool Holder People’’ 


305 N. Francisco Ave. 


Chicago, Ill., U. S. A. 








Whe1 


Writing to 


Advertisers 


please mention Mitt Suprries 
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This OSGOOD Crane equipped with 


WILLIAMSPORT 
WIR Telfax Tape Marked ROPE 


Factory Certified 


renders a dependable service. 


With Williamsport Cables, Osgood has not only found a uniformly 
dependable product, but they know exactly the grade they put into 
service, thru the Telfax System of Tape Marking and they want you 
to know what you're getting. 


Williamsport is the only Wire Rope made that gives this proof 
certified by the maker, evidence more valuable to the user than the 
cost of the rope. 


You pay nothing extra to get this proof—yet it’s priceless to you in 
the protection you get. 


Write for full particulars about this valuable service. 


WILLIAMSPORT WIRE ROPE CO. 


Main Office and Works General Sales Office 
WILLIAMSPORT, PA. PEOPLES GAS BLDG., CHICAGO 
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OVER Two DECADES 
of remarkable service 
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Here was a_ long-time, rigid test of the ability of 
“NATIONAL” Pipe to resist corrosion under particularly 
severe conditions. While remarkable in this instance, it is only 
one of the thousands of installations where “NATIONAL” 
Pipe is giving a character of service that makes it the Recognized 
Standard for Refrigerating Work. “NATIONAL” Ammonia 
Pipe is a special, high grade material, made purposely for this 
service. It receives extreme care and attention in man- 
ufacture, and engineers should be careful to specify: “For 
Ammonia Service’? when ordering pipe for this purpose. 
Bulletin No. 5 will be found useful—ask for it. 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 


DISTRICT SALES OFFICES IN THE LARGER CITIES 


NATIONAL 


The Recognized Standard of Wrought Pipe 
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An 
INDUSTRIAL 
NECESSITY 


is a quick, efficient way to 
spot cars so delays and lost 
time may be avoided. 


Time saved by the most up- 
to-date production methods, 
the most effective handling 
of materials and the most 
capable operatives can be lost 
by delays on loading or un- 
loading platforms because 
cars are not spotted, ready 
and waiting. 


The ATLAS Car Mover 
fills this necessity 


It will move any car, no matter how 
heavily loaded, do it easily, satis- 
factorily--with but one man—and 
there are no switching charges 
to pay. 

A practical, dependable tool tried 
and proved by many users. Its 
worth is many times its cost. 
Prices, with complete and inter- 
esting information, furnished on 
request and your inquiry referred 
to the nearest distributor for 
personal attention. 


Manutfa fur d On 4 By 


APPLETON 
CAR MOVER CO. 


P. O. Box 42 
APPLETON, WIS. 


OUR POLICY Is To 
Sell Thru Jobbers 






















The 
Mover 
with the 
Red 
Tipped 
Handle 






























SATISFIED CUSTOMERS 


when you stock 





OWELL Valves have 
o been the choice of satis- 
fied customers for 83 years. 
Powell reputation has been 
built on service obtained 
from them. Large manu- 
facturers find it advanta- 
gecus to standardize on 
Powell Valves because they 
offer durability, safety, and 
economy. 
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Fig. 102-S. E. 
Renewable Seat and Disc 
Globe Valve 


Virgin metals are used in all 
Powell castings. Special design, 
accurate processing and careful 
testing insure uniform products. 





Fig. 512-S. E. 
Non - rising Stem 
Wedge Gate Valve. 


We manufacture a complete 
line of bronze, iron and 
steel globe, angle, cross, 
gate, check and safety 
valves; also oilers, lubrica- 
tors, grease cups, oil and 
water gauges, and fusible 
plugs. 





Folders illustrating our 
products sent on request. 


Fig. 110-S. E 
Regrinding Globe Valve 


THE WM. POWELL CO. 
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EXIT THE PROPOSITION FOR A “MILL SUP- 
PLIES ASSOCIATION OF AMERICA” 


The hope or belief that the three mill supply as- 
sociations would unite in a single association, has 
gone glimmering. That was settled definitely at 
Cincinnati on Tuesday, August 28th, when the bal- 
lots cast by members of the three associations were 
counted. 

The Southern and American members voting ex- 
pressed themselves strongly in favor of the amal- 
gamation, while the National Association members 
voting were overwhelmingly against it. 

While on the surface results seem to register a 
vigorous contest, the sad fact is that the number 
not voting is appalling. This applies to all three 
associations. 

Now comes the question as to whether or not the 
Southern and American associations will actually 
unite, or simply agree to strengthen their bonds of 
good-will and co-operation. 

There is one thing clear to MILL SUPPLIES, and 
that is that manufacturers dislike spending time and 
money on two mill supply conventions in any one 
year. So, despite the fact that there is not to be 
a single association embracing manufacturers and 
dealers, all concerned will do well to give earnest 
consideration to the question of recognizing a com- 


munity of interest great enough among the supply 
houses to make possible meeting together under one 
roof once in twelve months. Up-to-date, loyalty to 
individual associations has in too many cases been 
greater than loyalty to the industry as a whole 
a lamentable fact leading to frequent charges of 
“politics” not only by the membership of one asso- 
ciation as against the others, but against the leaders 
in their own association. 

MILL SUPPLIES neither owns nor manages these 
associations, or any one of them, so naturally has 
no power to control their methods of operation. It 
does not even believe it knows how to run them, but 
is convinced something is wrong. 

You no doubt recall the convention of the three 
mill supply associations on the steamer Noronic in 
1927, the set-up of the Mill Supply Council, as well 
as all that was accomplished at the triple convention 
in Nashville last May. You know that at Nashville 
the three associations appointed committees to func- 
tion as a joint committee to work out a plan that, if 
acted upon favorably by the membership of the 
three associations, would result in a single associa- 
tion, which it was later decided to call “Mill Sup- 
plies Association of America.” 

As a result of convention action, there was pre- 
pared a constitution and by-laws to permit of the 
formation of an incorporated association, all of which 
was later sent out by the various secretaries, with 





a ballot and a letter from the joint committee. In 
addition, the National Association presented its 


members with additional literature covering the 
story of its previous action and its stand on the 
proposition of a single association. 

Now, the ballots having been counted, the result is 
as expected by those in reasonably close touch with 
the sentiment in the three associations. The details 
of the balloting will be found in the news section 
of this issue of MILL SUPPLIES. 

There you have it, and just what is going to 
happen in the near or far distant future is up to vou 
The sentiment of the Southern and Amer- 
ican association members, as expressed at Nash- 
ville, favored a consolidation of interests of these 
two associations in case the National turned down 
the one association idea. Just how this will be done, 
if aecomvlished. remains to be seen. 

The National, at Nashville, declared it had aban- 
doned its plan (accomplished) of carrying manufac- 


to guess. 
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turers as associate members. This was in fulfill- 
ment of a promise previously made when there was 
hope that the Mill Supply Council would function 
satisfactorily. As a result of the balloting, the en- 
tire situation has changed, and Friend Trouble ap- 
pears in the field. There is no doubt the National 
Association is more strongly entrenched in its posi- 
tion than it was a year ago, with more members 
and a stronger organization in many details. 

Although never clear as to how many details of 
the amalgamation were to be handled, MILL Sup- 
PLIES hoped a constructive start could be made. It 
was realized that a perfect piece of cooperative ma- 
chinery could not be constructed from the original 
model, but it was hoped that if a fair start was 
made, a plan could and would be worked out that 
would result in an improvement in relations as they 
now exist between the manufacturers and the many 
fine supply houses handling their products. 





HAVE YOU DONE YOUR PART? 

By the middle of September every distributor and 
every manufacturer listed in the two business direc- 
tories compiled by The Crawford Publishing Com- 
pany, publisher of MILL SUPPLIES, will have re- 
ceived a letter asking for assistance in compiling 
the directories. The help given by each individual 
distributor and manufacturer is a small matter, 
because its consists merely of supplying a little ac- 
curate information concerning his own organization. 
It may appear to some to be of little importance, but 
when you consider that every time your name is 
printed in a business directory, it is an advertise- 
ment for your company, the value is apparent. 

If you have received such a letter from the pub- 
lishers of MILL SUPPLIES and have not acted upon 
it, dig it up now and make your return promptly. If 
you have a publicity man, impress upon him the 
importance of your being correctly represented in 
every directory in which your business entities you 
to be listed. 





SUGGESTIONS ON CORRESPONDENCE 

Some men in business purposely use a signature 
so designed as to make imitation difficult—and 
which, at the same time, is indistinguishable to 
those unfamiliar with it. Others, unfortunately, have 
signatures not designed to be illegible, but which 
nevertheless are. In either case, the reader should be 
provided with some means of identifying the name. 
One method is to carry the names of officers and 
executives in the letter-head, another is to type the 
name below the letter. Officers in the United States 
army, during the world war at least, were required 
to have their names typed under their signatures 
on all official correspondence in order that the writer 
of the communication might be properly identified. 

Another help in correspondence is to use, on the 
letter-head, the street address (if the company is 
located in a large city where a street address is 
necessary) and the telephone number. If a street 
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address is required, and is not carried on the letter- 
head, the man replying to a letter must sometimes 
go to considerable effort in order to secure the 
proper address. A practice followed by some or- 
ganizations is to use the name of a building in- 
stead of the street number. The postoffice continu- 
ally requests that the street address and not the name 
of a building, be used in addressing letters. It is a 
great convenience to the recipient of letters from a 
company to have the ’phone number before him. 





DR. JEKYL AND MR. HYDE 

One of the biggest factors entering into the ques- 
tion of price cutting—and one that is perhaps sel- 
dom considered by many who are most strongly op- 
posed to the practice—is that while the individual 
as a seller may believe it to be thoroughly unethi- 
cal, at the same time as a buyer he may be one of 
the strong supporters of businesses in other lines 
that depend for patronage largely upon their “bar- 
gains.” 

The man who is in business and stands firmly on 
his established prices perhaps cannot countenance 
the competitor who sells his goods for enough off 
list to attract many customers that the stand pat- 
ter would otherwise have. Yet, when the latter buys 
goods in other fields he may be among the most 
eager to do his purchasing from the establishment 
that “sells for less.” 

The basis of fair relationship between buyer and 
seller is a realization by the former that the latter 
is entitled to a fair profit, just as he (the buyer) is 
when he is selling and someone else is buying. Let 
every man when buying think of the service ren- 
dered by the seller, and his value to both the buyer 
and his community, and let this thought guide him, 
and much of the evil of price cutting will be gone. 





PROFITABLE READING MATTER 

Most advertising may be defined as a presentation 
of opportunities to buy. It is the means taken by 
any producer to tell the consumer what he has to 
sell. Advertising in MILL SUPPLIES goes a _ step 
further. It offers opportunities to buy products that 
can be sold by the distributor at a profit. Every ad- 
vertisement in MILL SUPPLIES should be read, there- 
fore, with the re-sale idea in mind. “Is the article 
or the line one that my trade can use in sufficient 
quantities or numbers to make its sale profitable to 
me?” the distributor should ask himself. We are all 
interested in the economical distribution of manu- 
factured products. An advertisement in MILL Sup- 
PLIES is the most economical method for the manu- 
facturer to use to lay his product and his sales pro- 
position before distributors, and his message de- 
serves careful reading and consideration. Your busi- 
ness paper brings you, without effort on your part, 
into contact with the very manufacturers upon 
whom you depend to make the supplies you sell. It 
is economy on your part to give those manufacturers 
a one, two or three-minute interview by reading 
their advertisements. 
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Proposition to Unite Three 
Associations Is Turned Down 


Southern and American Approve Unification Plan Almost Unan- 
imously, While National Rejects the Proposition by a Decisive Vote 
—Whether Southern and American Will Form a United Association 
Remains to be Seen—Steps to be Taken by National Also Awaited 


Cincinnati, Ohio, August 28th, 1928. 
The membership of the three associations is 481, 
the American having 190 members, the Southern 
135 and the National 156. The total vote cast was 
293. Of this number, 209 voted in favor of unifica- 
tion of the three associations, and 84 against it. 
One hundred and nine members of the American 
voted for unification, and three against it. Eighty- 
one members of the Southern voted ‘‘ Yes’’ and one 
“*‘No.”’ Nineteen members of the National voted 
“Yes,” and eighty ‘‘No.’’ 
S. P. Browning, H. O. Wentworth, 
George Puchta, Committee. 


The above telegram sent to MILL SUPPLIES by the 
committee which canvassed the vote on the proposi- 
tion to unite The National Supply and Machinery 
Distributors’ Association, the Southern Supply and 
Machinery Dealers’ Association and the American 
Supply and Machinery Manufacturers’ Association 
in a single association, composed of distributors and 
manufacturers alike, shows the plan has been re- 
jected. Organization of the single association was 
dependent upon approval by a majority of members 
of each of the associations. While the members of 
the Southern and American Associations expressing 
themselves, approved the proposition almost unani- 
mously, voting members of the National turned the 
proposition down by a decisive majority. 

A noteworthy feature of the ballot on the single 
association plan was the small vote recorded. Of the 
total number of members of the three associations 
eligible to vote, approximately 61 percent cast their 
ballots. Approximately 63 percent of the National 
members voted, approximately 61 percent of the 
Southern and approximately 59 percent of the Amer- 
ican. 

Just what action will be taken now that the propo- 
sition to form a single association has been defeated 
is problematical. Sentiment expressed at the triple 
convention in Nashville, May 15th, 16th and 17th, 
favored the unification of the Southern and Ameri- 
can Associations in case the National rejected the 
plan. Whether the National, which dropped its asso- 
ciate manufacturer membership, will again estab- 
lish this feature of its organization remains to be 
seen. 

Statements of Leaders 

“These results are disappointing to me—not the 
results of the American and Southern vote, but 
those of the National,” stated George Puchta, chair- 


man of the joint conference committee, and a promi- 
nent member of the National Association. “It is my 
opinion that in this day of necessary co-operation 
more can be accomplished by a united association 
than with separate units. Any further action will 
have to be taken by the membership of the different 
associations.” 

Edward P. Welles, president of the National As- 
sociation, interviewed in Chicago, stated the Na- 
tional has, since the Nashville convention, been car- 
rying out the regular programme for 1928 as an- 
nounced at the convention, and has made material 
progress along the lines outlined in that programme. 

“It would be premature for us to make any an- 
nouncement as to our future policies at this par- 
ticular time,” continued President Welles, “‘except 
to say that a meeting of our executive committee, di- 
rectors and advisory board will be held shortly, and 
a statement will be given to the press after that 
meeting.” 

Dixon C. Williams, president of the American 
Supply and Machinery Manufacturers’ Association, 
was interviewed in Chicago on August 29th as to 
his reaction to the result of the vote, which had 
just been announced from Cincinnati. Mr. Wil- 
liams said: “I deeply deplore the differences of opin- 
ion which have resulted in the rejection of the plan 
for the amalgamation of the three associations, and 
believe that time will demonstrate the error in 
the rejection of the plan. I will at once call a 
meeting of the official family of the American Sup- 
ply and Machinery Manufacturers’ Association to 
discuss the matter and decide what the future policy 
shall be. I believe that all those who had been in 
sympathy with the movement realize that it would 
have been impossible to start off the new organiza- 
tion in perfect form, and that probably many 
changes would be necessary before the machinery 
would be working satisfactorily. I greatly desire 
that whatever action is taken shall be with the pur- 
pose of abating any animosity, if any exists, and 
establishing a harmonious and friendly spirit on the 
part of all concerned.” 

‘Both the American and Southern Associations 
were almost unanimously in favor of unification, 
while the National was against it,’’ stated S. P. 
Browning, first vice-president of the American Sup- 
ply and Machinery Manufacturers’ Association and 
a prominent member of the joint conference commit- 
tee. “The defeat of the proposition is to be regretted, 
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and I believe future developments will demonstrate 
that much good could have been accomplished by 
combining all the mill supply interests into one asso- 
ciation. I am very much disappointed at the result.” 

MILL SUPPLIES regrets it was forced to go to press 
without a statement from W. W. Doe, president of 
the Southern Supply and Machinery Dealers’ Asso- 
ciation. Every effort was made to get in touch with 
Mr. Doe by telegrams, but no word had been re- 
ceived from him at the time it was found necessary 
to close the pages of the magazine. 





National Voiced Opposition 











Officers and members of the official board of The Na- 
tional Supply and Machinery Distributors’ Association 
attending a meeting in Chicago, July 31st, took a definite 
stand against uniting distributors and manufacturers in 
a single association, but favored unification of the Na- 
tional and Southern dealer associations, and prepared a 
statement which advised members of the National to vote 
against the proposed distributor-manufacturer associa- 
tion and discussed the entire subject at some length. 
This statement was mailed to members with the sug- 
gested constitution and by-laws of the proposed single 
association, and the ballot. 

President Welles also sent a letter to members, which 
reported on the Chicago meeting of officers and members 
of the official board of the National. He told of the action 
taken at Nashville, when, at the request of a committee 
from the Southern and American Associations, the Na- 
tional appointed a committee to meet with committees 
from the other associations, the three committees to act 
as a joint committee for the purpose of taking up the 
united association proposition, and he stated that two 
meetings of the joint committee had been held, a report 
of which would be submitted within the next few days. 
He then told who was present at the Chicago meeting of 
officers and members of the official board of the National, 
and stated that after careful consideration the follow- 
ing resolution was unanimously adopted: 

“Whereas, the report of the joint conference com- 
mittee has been carefully considered by the official 
board of the association at a Special Meeting in Chi- 
cago on Tuesday, July 31st, 

“Be It Resolved, that we are unanimously opposed to 
an association composed of manufacturers and dis- 
tributors as outlined in the report of the joint com- 
mittee meeting held in Cincinnati on July 2nd, and we 
have prepared reasons for this decision detailing our 
position in the matter which will be mailed to you 
with the plan and ballot.” 

Following is the statement which was mailed to mem- 
bers of the National Association with the proposed con- 
stitution and by-laws and the ballot: 

NATIONAL’S LETTER TO MEMBERS 
Chicago, Ill., July 31, 1928. 
TO MEMBERS: 

In accordance with the resolution adopted by your official 
board, at a special meeting held in Chicago, we wish to pre- 
sent the following: 

We have carefully considered the report of the joint con- 
ference committee appointed at our Nashville convention, and 
while recognizing the efforts which have been made, do not 
ve of our Association merging with the American and 
Scuthern Associations. In support of our opinion, we wish 
to present the following reasons which were reached after 
mature deliberation and investigation: 


appit 


1. For almost two years your officers have been con- 
sidering proposals advanced by the manufacturers for the 
formation of an association embracing manufacturers and 
distributors. Individual members of your official board care- 
fully investigated such organizations, and after a most 
thorough analysis ascertained they do not function prop- 
erly. Asa rule they are dominated by the manufacturers. 

The motion picture industry, in which producers and dis- 
tributors are members of a single association under the 
leadership of Mr. Will Hays, has been frequently cited as 
worthy of emulation. The advice of distributors in that line 
indicates the association is completely dominated by pro- 
ducers, even though they are few in number. Moreover, the 
industry has been the subject of investigation by the Federal 
Trade Commission. 

The Automotive Equipment Association, the membership 
of which embraces manufacturers and distributors, was like- 
wise cited by the advocates of a single organization in the 
mill supply industry. However, reports received by your 
official board from wholesalers engaged in the distribution of 
accessories, strongly indicate that the manufacturers com- 
pletely dominated that association. Conditions resulting were 
most unsatisfactory for distributors and had a most serious 
effect upon their profits and prosperity. 

The judgment of your official board in declining to enter- 
tain proposals for the formation of an association similar to 
the A. E. A., has been vindicated by developments within the 
past few months. The Automotive Equipment Association 
is in the process of passing out of existence through a merger 
with the Motor and Accessory Manufacturers’ Association. 

2. Although the manufacturers profess to be desirous of 
closer co-operation with distributors, it is a fact that some 
of the causes of lack of profits in connection with the dis- 
tribution of mill supplies are directly due to their failure 
to co-operate. Among these are the following: 

SOME CAUSES OF LACK OF PROFITS 


a—The direct competition of manufacturers with dis- 
tributors. 
b—The failure of manufacturers to provide a margin 


sufficient to cover the cost of distribution. 

c—The constant creation of new distributors and new out- 
lets which tend to lower the distributors’ volume and 
magnify competitive conditions which are already ex- 
ceedingly keen. 

Officials of the American Supply and Machinery Manu- 
facturers’ Association have publicly stated that all of their 
members are now selling exclusively through the distributor. 
This is incorrect. Certain of the manufacturers who have 
been most persistent in advocating a single assoc’ ‘ion for 
the purpose of bettering conditions, have announ policies 
to which distributors seriously object. Certain of » Manu- 
facturers are using every possible effort to create additional 
outlets by allowing jobbing prices to small hardware retailers 
who will purchase as little as a few hundred dollars’ worth 
of goods a year. 

3. Mill supply distributors require a representative or- 
ganization which, as a part of its regular activities, will 
educate manufacturers and demonstrate to them the harm- 
ful influence of many unfair and uneconomic policies they 
now pursue. Among these are the necessity for allowing 
adequate margins which will provide a net profit over and 
above the expense of distribution, the necessity of selling 
through distributors instead of competing with them, ete., ete. 

1. It is obvious that in many cases the viewpoints of 
manufacturers and distributors are not identical. More- 
over, there is a vast difference in a large number of their 
individual problems. Many of vital importance to dis- 
tributors are of little or no concern to manufacturers. In 
addition they require different methods of approach and 
solution. 

These facts strengthen our conviction that an association 
of distributers of mill supplies which will be solely and ex- 
clusively devoted to the solution of their individual prob- 
lems, which can render a highly specialized service intended 
to place their business on a more profitable basis, and which 
will be entirely free from the influence of manufacturers, 
is essential. 

























ee 








ar rw xX { 
September, 1928 Ain\ ULL 





5. Investigations of other associations composed of manu- 
facturers and distributors indicate that usually the manu- 
facturers so completely dominate their activities that work of 
vital concern to the distributors cannot be undertaken. In 
such organizations, for instance, manufacturers have used 
their influence to prevent the study of overhead expenses of 
the distributors. They opposed the compilation of such re- 
ports because they feared the collection of such information 
by the distributors would be used to their disadvantage by 
forcing them to allow increased margins. 

6. Various attempts to arrange for co-operation along 
lines similar to those proposed have repeatedly failed. Failure 
has been due to inability to agree upon plans mutually satis- 
factory, or because of diversity of opinion regarding the best 
methods to pursue. 

Experiences of the representatives of our association on 
the Mill Supply Council were most unsatisfactory, despite 
the fact that the council was created for exactly the same 
objects now proposed by manufacturers who advocate one 
association. Prior attempts to establish closer co-operation 
with them as far back as November, 1926, likewise failed. 

The proposed amalgamation is little more than another 
Mill Supply Council in more elaborate form. That is admitted 
by those who understand the plan. The Council was in- 
tended to bring us together for our common good. The 
united association seeks nothing more. 

Judging from past experience, we have no reason to believe 


that the same idea in somewhat different form will meet 
with success. 
SPECIFIC PLAN IS LACKING 
7. All the arguments advanced on behalf of one asso- 


ciation by the group of manufacturers promoting it have 
been of a broad general nature. They have indulged freely 
in glittering generalities about the benefits that may result, 
but they have offered no definite plan of any character for 
securing those results. The only thing thus far proposed 
is a tentative constitution and by-laws for a single asso- 
ciation. 

8. Because of the difference in the problems and view- 
point of manufacturers and distributors, to which reference 
has previously been made, we not believe a common 
secretary can successfully or efficiently serve both groups. 
It is apparent that when problems arise on which sharp 
differences exist, the he can do is straddle the issue, 
work for a compromise of some kind, and then avoid the issue. 
Such arrangements will never be satisfactory. They will not 
create better conditions, eradicate evils, or place the business 
on a more profitable basis. Should he do otherwise, he is 
certain to antagonize one group and probably jeopardize his 
job. If it is a question on which he is forced to take a definite 
stand, he will probably support the group that dominates, 
regardless of the merits of the question. Should the manu- 
facturers acquire the dominating position in a single asso- 
ciation, there is little possibility that anything constructive 
will ever be accomplished for the distributor. 

The danger that the policies of such an association would 
be dominated by the most influential group (not necessarily 
the largest) cannot be eliminated. Should power be about 
equally divided, endless quibbling will undoubtedly mark the 
deliberations of the body, and constructive work effectually 
prevented by failure to agree on purposes or methods to 
adopt. 


do 


best 


To accomplish results, an association secretary should serve 
members with a common interest. He must be free of 
fluence or political domination, and in a position to fear- 
lessly oppose policies which are not in the interest of his 
members without the possibility of endangering his own 
position, or dividing the association’s membership into con- 
tending factions. We fail to see how a common secretary 
serving manufacturers and distributors can 
vigorously perform his duties. 


in- 


forcefully and 


FAVORS STRONG DISTRIBUTOR ASSOCIATION 
%. We believe the greatest good can be accomplished and 
the most satisfactory and permanent progress in the solu- 
tion of our problems attained by maintaining a strong asso- 
ciation of distributors. By proper committee contacts with 
individual groups of manufacturers, such as manufacturers 











of hack saws, twist drills, taps and dies, as detailed in Na- 
tional Platform for 1928, etc., we do believe our common 
problems can be solved much quicker and in a more con- 
structive manner by co-operation with individual groups of 
manufacturers producing the goods of a like character than 
when we deal with all manufacturers collectively. 

10. We doubt that manufacturers generally favor the 
proposed amalgamation, and know that a number who were 
formerly affiliated with the National Association, as asso- 
ciate members, were well satisfied with their membership in 
our association, and so expressed themselves. They believed 
our association was accomplishing results. 

11. Our association is a live, active, virile organization 
that is accomplishing definite results for members. It is 
sponsoring educational work of unusual value to distribu- 
tors; it is conducting cost researches and surveys, it helps 
members collect delinquent accounts, it has established local 
associations in a number of important distributing centers 
for the solution of local problems, it is co-operating with 
various agencies of our government to improve conditions, 
it has studied many of the problems of our members and 
supplied them with reports and surveys of inestimable value. 
These and numerous other services, such as inducing manu- 
facturers to allow the usual 2‘ discount, are clearly out- 
lined in a statement regarding the character and scope of our 
association published some months ago, and in the pamphlet 
on our accomplishments, which is enclosed. 

FAVORABLE TO UNITING NATIONAL AND SOUTHERN 

We are asked, in effect, to give up a live, going concern 
that has justified its existence for an experiment, which in 
the light of past experience has little hope of accomplishing 
results of a tangible character and is without a plan of 
action. 

We are strongly in favor of harmony and co-operation be- 
tween manufacturers and distributors. We are also ex- 
tremely anxious to place the distribution of mill supplies on a 
more profitable basis. We believe distributors should co- 
operate to the fullest extent with manufacturers whose goods 
they distribute, just so long as those manufacturers are fair, 
just and sincere in their effort to assist the distributor obtain 
an equitable profit for the essential service he peforms. In 
our opinion, however, constructive co-operation and harmony 
cannot be attained through an amalgamation such as has 
been proposed. 

A strong, independent organization of distributors that can 
protect distributors’ interests against unfair practices and 
encroachments of manufacturers is needed. A combined 
association of manufacturers and distributors is incapable 
of properly representing distributors and adopting a militant 
spirit against aggression. For that reason we are favorable 
to a merger of the National and Southern Associations. 
Numerous advantages would result from a consolidation that 
would bring a/l distributors into one organization. 

We, therefore, suggest you vote against the amalgamation 
plan. 

Yours very truly, 

Edward P. Welles, president 

H. H. Kuhn, first vice-president 

H. E. Ruhf, second vice-president 

T. E. Hazell, executive committee 

Louis A. Clark, ere cutive committee 

William T. Todd, executive commeittes 

B. H. Ackles, advisory board. 
—+o> 

Rubber Packing Exports 

Exports of rubber packing during the last six years 
have averaged annually 1,846,500 pounds, valued at $867.- 
100, according to Commerce Reports, published by the 
bureau of foreign and domestic commerce of the United 
States Department of Commerce. In 1922, the first year 
in which rubber packing was separately listed, total ex- 
ports had a value of less than $700,000, and did not reach 
the million dollar mark until 1926. In 1927 the export 
value advanced to $1,109,000. The outlook for 1928 ap- 
pears promising, according to Commerce Reports. 


(by prory) 




























































NULL SUPP it BS September, 1928 


Are You Using 
Your Supply House? 


The Indiana manufacturer who wrote this letter finds it 
profitable to buy from his local supply house ~ ~ ~ = 

















= E DESIRE to speak a word of commendation 

for the very satisfactory service your mill 
supply department has rendered during the past 
years. Your prices have been always in line, 
your emergency deliveries have saved us many an 
expensive shut-down, and you have brought to 
our attention improved devices and equipment 
which we might have overlooked otherwise, 
or have been afraid to try out without your 
recommendation or backing. 





‘‘We feel that the co-operation of a first class 
mill supply house like yours is essential to un- 
interrupted operation and production, and en- 
ables us, in turn, to give our customers the 
service they expect and require.”’ 











A well stocked Supply House serves its customers in these ways: 


1 Gathers the products of hundreds of & Minimizes bookkeeping and other pur- 
® manufacturers under one roof. © chasing details for its customers. 


2 Insures fair prices by judicious quan- wy Keeps in close touch with its customers 
® tity buying. ® through well informed salesmen. 


3 Keeps to a minimum supply stocks of & Presents new and improved equipment 
® its customers. ® to its customers. 


4 Offers a choice in many lines of 2 Studies customers’ requirements and 
© supplies. @ selects stock to meet them. 


sy Keeps plants running by its prompt ig Becomes a strong local institution and 
® delivery service. ® a distinct asset te its community. 


IT WILL PAY YOU TO BUY EVERYTHING 
POSSIBLE FROM YOUR SUPPLY HOUSE 


Progressive Mill Supply Co. 


Enterprise City, Ohio 





Mill Supply Houses are urged to make use of the above advertisement by mailing it to their local industries. Reprints of the page will be supplied printed 
n two colors on India tint enamel stock carrying the name and address of the distributor placing the order. Orders will be received up tothe 15th of September 
when a blanket order will be placed with the printer for the total required. Reprints will be billed to distributors at actual cost. The minimum order will be 
500 copies. Place your order promptly to secure the low price. 


When writing to Advertisers please mention Miri, Suppiies 
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Encouraging Response Greets 
Distributor Advertising Plan 


“Mill Supplies” Gratified by Hearty Endorsement of the Service It Offers 
to Aid Mill Supply Houses in Combating Direct Selling and Other 
Forms of Competition—Second of Series of Advertisements, Which Will 
Be Furnished as Reprints to Dealers at Cost, Appears on Opposite Page 


MILL SUPPLIES presents, on the opposite page, the sec- 
ond of a series of advertisements intended for use of 
mill supply distributors in selling to consumers of in- 
dustrial supplies, machinery and tools, the value and im- 
portance of buying through the supply house. 

As explained in the August issue, reprints of these 
advertisements will be supplied to distributors at cost. 
There is absolutely no profit for MILL SUPPLIES in this 
service. It is provided only for the purpose of aiding 
distributors in their fight against direct selling and 
other competing methods of distribution. Furthermore. 
distributors are granted the privilege of using the copy 
contained in these advertisements in any advertising they 
may do—tree of all restrictions. 

The cost of 500 reprints, f. 0. b. Chicago, is $8.20; 750 
reprints, $10; 1,000 reprints, $11.45; 1,500 reprints, 
$14.60; 2,000 reprints, $17.70; 2,500 reprints, $20.85. 

DISTRIBUTORS SAY IT’S CONSTRUCTIVE PLAN 

The announcement of the new service offered by MILL 
SUPPLIES has been greeted with a very encouraging re- 
sponse from the field. Numerous letters have been re- 
ceived from leading distributors approving of this meth- 
od of aiding the distributor to protect and improve his 
position, and heartily endorsing the plan as distinctly 
constructive and worthwhile. 

Edward P. Welles, president of Charles H. Besly & 
Co., Chicago, and president of The National Supply and 
Machinery Distributors’ Association, in ordering a sup- 
ply of reprints for his company, commended the plan 
very highly. 

“We believe the work you have started to do in MILL 
SUPPLIES is constructive and well worthy of the sup- 
port of mill supply distributors,” wrote F. W. Swanson, 
president and general manager of the Globe Machinery 
and Supply Co., Des Moines, Iowa. 

A. G. Harlow, manager, supplies department, Frick 
and Lindsay Company, Pittsburgh, stated his company 
believed the service is splendid work on behalf of the 
distributor, and, to show what it thinks of it, he wished 
to advise that the five reasons for purchasing through 
the supply house, which are contained in the advertise- 
ments, will be used by the Frick and Lindsay Company 
in some of its publicity. 

Harry Barrett, president, 
cago, wrote in part as follows: 

“T think this is a very timely service you are render- 
ing the mill supply business, and it will have to be 
continued through some source or other if we are to keep 
our place under the sun, which we rightfully deserve. 
We want to congratulate you, and assure you our hearti- 
est co-operation in this and any other effort along this 
line.” 


Jarrett-Christie Co., Chi- 


“We think the advertisement should be very beneficial 
to not only the dealers, but manufacturers as well,’’ wrote 


J. H. West, Nashville Machine & Supply Co., Nashville, 
of which company T. C. Keeling is president. “Of course 
its aim primarily is to further the cause for which dealers 
are striving, but at the same time we believe it will also 
indirectly have effect on manufacturers.” 

“T have read pages 54 and 55 of the August MILL Sup- 
PLIES, and I think very well of it, as do my associates,” 
stated George Puchta, president, The Queen City Sup- 
ply Co., Cincinnati. 

C. A. Channon, vice-president and manager, Great 
Lakes Supply Co., Chicago, expressed himself as follows: 
“T think you are absolutely on the right track. The 
more emphasis placed on the real economic position of 
the distributor through the distribution of this educa- 
tional matter, the greater will be the returns to the 
distributing industry as a whole.” 

“In my opinion this is an exceedingly helpful and con- 
structive move on your part, which will undoubtedly be 
appreciated by all our members,” wrote George A. Fern- 
ley, secretary-treasurer of The National 
Machinery Distributors’ Association. 

CO-OPERATIVE EFFORT SUGGESTED 

A suggestion that distributors should get together in 
sections and syndicate these messages under signatures 
of all co-operating is contained in a letter from B. H. 
Ackles, manager, factory supply department, The Ray] 
Company, Detroit, which is, in part, as follows: 

“T wish to compliment you and your organization on 
the work you have taken upon yourselves to make the 
mill supply business more interesting to distributors. 
This is a wonderful work, and the thought has just gone 
through my mind that distributors in various sections 
should get together and syndicate these messages over 
all their signatures. 


Supply and 


In this way, the purchasing agent 
would not get the idea that any one of us was having 
a difficult time in making ends meet, and by syndicating 
this sort of information we could cover the entire ter- 
ritory, including the largest and smallest manufacturers.” 
In this connection, MILL SUPPLIES wishes to advise 
that it has no objection whatever to the plan suggested 
by Mr. Ackles. If a group of distributors in a city 
or section of the country wish to get together and send 
in a group order for reprints, carrying the names of all 
co-operating, all well and good. There is no intention 
whatever of attempting to dictate what method should 
be pursued. The idea is to furnish material for con- 
structive effort on the part of distributors. The method 
of distributing it is up to the distributors themselves. 
Seth T. Ross, Smith-Courtney Co., Richmond, Va., of 
which company Alvin M. Smith is president, states his 
company is in accord with the work this magazine has 
undertaken, and believes there is a big opportunity for 
“a publication like yours” to do good for all concerned 
(Continued on Page 63) 
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We are making every effort 
to convert the consumer to 
the truth that he can pur- 
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435—Wall Paint Brush. Long Black 
China Bristle, heavily filled and vulcan- 
ized in hard rubber—nickeled ferrules. 
Sizes 3” to 5” widths. 





OSBORN PAINT 
AND VARNISH 
BRUSHES 


Every attribute that painters look for 
is embodied in the Osborn line of 


Paint and Varnish Brushes. 


Osborn’s manufacturing policy cen- 
ters around a constant effort to impart 
unusual qualities of utility and long 
wear at the lowest commensurate 
price. There is a type and size for 
every purpose —each specially de- 
signed and built for the job. 


Master painters know that the name 
Osborn has been identified with 
quality brushes for more than thirty 
years—a tradition of goodness, hon- 
estly won, and honestly maintained. 


JHE DS80RN MANUFACTURING LOMPANY 


5401 Hamilton Ave. Cleveland, Ohio 
Branch Offices 


New York Detroit Chicago 


San Francisco 


Los Angeles 








BETTER WEARING 
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EVERY USE 


444 — Flat Varnish 
Brush. Black China 
Bristle, vulcanized in 
hard rubber—chiseled. 
Tin ferrules. A handy 
brush for general use. 
Sizes 1” to 4” widths. 


401 — Flat Varnish 
Brush, Black China 
Bristle, vulcanized in 
hard rubber, triple 
thick, chiseled. Nick- 
eled ferrules — cherry 
handles. A _ popular 
high-grade brush. 


441 — Oval Paint or 
Varnish Brush. Black 
China Bristle, vulcan- 
ized in hard rubber— 
chiseled. Nickeled fer- 
rules. Sizes 1%” to 
2!<” diameter. 


456—Oval Sash Tool, 
Black China Bristle, 
chiseled, vulcanized 
in hard rubber, seam- 
less nickeled ferrules, 
polished handles. Sizes 
¥," to 1%” wide. 











a 


— rm ww =e AS pH —_— FO wet ee 


a UL a ee 




















(Continued from Page 59) 

on the plan outlined. This kind of an educational 
campaign will take months and perhaps years to pro- 
duce the desired results, he states, and his company 
believes a campaign of this kind should be conducted 
by a group of firms interested in this work, with a 
definitely planned campaign to cover a period of two to 
five years, and with a constant handling at the same 
end. 

MILL SUPPLIES fully realizes the value of presenting 
educational material of this kind through the group, 
and trusts that when the association question is finally 
settled, plans for a campaign of constructive publicity 
will be worked out. The development of a campaign 
of this kind may take some time, however. In the mean- 
time, the problem of competing systems of distribution 
is before mill supply distributors. It should be met 
immediately. The service offered by MILL SUPPLIEs, if 
taken advantage of by distributors, helps to meet it. 
There is nothing in this plan which will conflict with 
any later campaign that may be worked out. Therefore, 
why postpone action until a general co-operative pro- 
gramme is developed? 

VIEWPOINT OF A DISTRIBUTOR-MANUFACTURER 

In ordering reprints of the first dealer distribution 
advertisement, Joseph A. Scallan, president and treas- 
urer of The Scallan Supply Co., Cincinnati, wrote in 
part as follows: 

“Regarding your plan for selling supply house service 
to consumers, we realize that if you can get the proper 
co-operation from distributors, it will prove a very valu- 
able piece of work. 

“As you know, however, this company is interested 
in both The Dayton Safety Ladder Company and the 
Harker Mfg. Company, the latter manufacturing fire 
extinguishers, and we have found it a very difficull 
matter to get the proper distribution through many mill 


supply distributors. We are firm believers in dealer 
distribution, and distribute the Dayton safety ladder 
almost exclusively through dealers. This we are able 


to do because we have a patented article, with relatively 
little competition. On the other hand, the Harker Mfg. 
Company has been trying to distribute fire extinguishers 
through the dealer, but has received very little help. 

“It is not always the best policy for the dealer to 
buy where he can buy the cheapest—considering price 
only. There are other things to be considered by the 
dealer when placing his orders for the different items 
he plans to re-sell, and the sooner he realizes it, the 
sooner the legitimate manufacturers will be able to bring 
the wildcat manufacturers into line. 

“We have an association of fire extinguisher manufac- 
turers, which embraces all the manufacturers in this line 
except four or five, and, although we have been trying 
for some time to improve conditions for both the manu- 
facturer and the dealer, and to adopt a sales policy of 
dealer distribution for the association, we have been 
unable to do so because these four or five manufacturers 
tear down every constructive move we make. Yet you 
will find any number of distributors supporting these 
manufacturers because they can possibly buy fire ex- 
tinguishers from them a little cheaper than from mem- 
bers of our association.” 

MANUFACTURER SAYS IT’S WORTHWHILE EFFORT 

The views of a manufacturer on the service offered by 
MILL SUPPLIES is contained in the following letter from 
C. W. Machon, sales manager, small tool departments, 
Brown & Sharpe Mfg. Co.: 
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There has just come to the writer’s desk a copy of 
your pamphlet describing the service you are prepared 
to furnish to dealers, with the idea of selling purchasers 
on the advantages of buying through supply houses. 

“This, to my mind, is a most worthwhile effort on 
your part to help the dealer, and provides a medium 
which is needed in most territories. 

“There is still a decided inclination on the part of 
some large buyers to try to insist upon purchasing direct 
from the manufacturer, and the dealer who is awake 
to his danger from this feeling should not hesitate to 
adopt all legitimate means to sell his the 
buyers in his territory.” 

Supply houses which have sent in orders for reprints 
of the first advertisement, published in the August 
issue, include Charles H. Besley and Company, Chicago; 
M. B. Crawford & Son, Oswego, N. Y.; Keystone Pipe 
& Supply Co., Butler, Pa.; James McGraw, Inc., Rich- 
mond, Va.; Nashville Machine & Supply Co., Nashville; 
Penn General Supply Company, Pittsburgh; The Queen 
City Supply Co., Cincinnati; William S. Roe, Inc., 
Newark, N. J.; The Scallan Supply Co., Cincinnati: The 
Western Iron Stores Co., Milwaukee, and Great Lakes 
Supply Co., Chicago. 

MILL SUPPLIES is gratified with the initial response 
to the announcement of its plan of service. The cam- 
paign was announced on the first of August when vaca- 
tions were in order and many executives were away from 
their desks, and as a result a number of orders which 
might otherwise have been given were held up until the 
return of these executives. Furthermore, many business 
men do not react immediately when a plan is first an- 
nounced, but fall in line shortly afterward. Conse- 
quently, MILL SUPPLIES confidently expects a big increase 
in orders for reprints of the September advertisement. 
While the ideal way to conduct a campaign of this kind 
is for each distributor to start from the very beginning 
and take reprints of every advertisement published, it 
is not at all necessary, for each advertisement is prac- 
tically complete in itself—independent of every other 
advertisement. The distributor can send out reprints 
of all advertisements published, or simply one now and 
then, as he chooses. MILL SUPPLIES, however, urges 
dealers to use as many as possible, for best results can 
be secured by constantly hammering away. 

As explained in the August issue, reprints are fur- 
nished in two colors, on the regular MILL SUPPLIES paper 
stock, with the name of the distributor and his address 
inserted at the bottom of the insert in place of the fine 
type of explanation shown in the accompanying adver- 
tisement. If the distributor wishes to use his slogan, 
he may do 


service to 


so. Name plates will be used if the dis- 
tributor wishes to forward them with his order for 
reprints. The current advertisement will be held in 


type until the end of each month, giving the distributor 
ample time in which to send in his order. The page 
carried in the August issue’is still being held, awaiting 


further orders. —__—~<-e+> 


Addition to Warehouse 

The Hughes Supply Co., Mansfield, Ohio, has just com- 
pleted an addition to its warehouse, 40 by 124 feet, which 
will be used for the company’s factory supply depart- 
ment. The company also announces it has added to its 
staff of salesmen Elkin W. Beard, who was formerly with 
the Lexington Mine & Mill Supply Co., the supply de- 
partment of which was purchased by The Queen City 
Supply Co., Cincinnati, last summer, when the latter 
company opened its Lexington, Ky., branch. 
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DIE-‘STOCKS 


Made in three types plain-ratchet- three way 
3 sizes From % to Linch pipe 
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Simple, sturdy, easy cutting. 

| Adjustable dies, steel bushings. 
| Replaceable die heads-All parts 
interchangeable among the three types- 





This is one of four (Bull Dog, Bull Pup, Receder and Power Boy) 

display cards used by stocking jobbers for window, wall or counter. 

The Oster Manufacturing Co., 2087 East 61st Place, Cleveland,Ohio 
Offices in: Boston, New York, Chicago, Philadelphia, Los Angeles 
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MULL, 
A Mill Supply House 





With a Novel 


Store 


Artistic and Effective Arrangement of 


Building Recently Occupied by 


Pacific Mill and Mine Supply Co., 
Inc., San Francisco, is the Keynote 
of Its “Rejuvenation” Programme 


J. K. NOVINS 


“ “Different, but better.’ These three words best sum- 
marize our unusual method of rejuvenating a long and 
well established business which formerly held a leading 
position on the Pacific Coast,” said F. M. Steers, presi- 
dent of the Pacific Mill & Mine Supply Co., Inc., San 
Francisco. 

Different? The word hardly expresses it, scarcely 
gives a suggestion of a most novel merchandising pro- 
gramme which infused new life into this business. Rev- 
olutionary—that more like it. What Marshall Field 


1S 





Tivo Tnterior Views of the Pacific Will & Mine Supply Company 
Display Samples and Manvtacturers’ Literature. Vote the Stone 

Tron Strapped Door at the Rear Leads to the Stock Room The § 
“Spanish Bungalows.” Some of the Wall Decorations Can Be Se 


did for retailing, taking it out of cut-and-dried tradition 
and putting it on a higher plane of artistry, Mr. Steers 
has done for his company’s mill supply distributing busi- 
ness—giving it color, vision and distance. 

Our interview took place in a cozy room in the rear 
of the store—not an office with the traditional partitions, 
mahogany desk and the like, but the warmly colored re- 
ception room of a Spanish bungalow in Tuscany, with 
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Architect’s Drawing of Building Exterior 


an attractive fire place, a latticed window, mellow lights, 
and faintly tinted walls carrying one into the far-off 
spaces, with visions of sun baked hills and rock strewn 
beaches. 

The street entrance leads you, not into just a ware- 
house-salesroom of the conventional type, but a Spanish 
village street of beauty—small bungalows to the right, 
each with its colorful roof of hand-made tile, hand-hewn 
timber and rocky foot bases, and each housing an execu- 
tive office. On the walls, beyond the roof tiles, scenes of 





‘'s Store. The Picture at the Left Shows the Novel Methods Used to 
Arehicay at the Lett, Which Obliterates the Stairway from View. The 
tecture at the Right Shows How the Baxvecutive Offices Are Toused in 
en Ove the Tiled Root of the “Bungalow” in the Foreground 


pastoral beauty, and, above, not just a plain ceiling, but 
visions of soft, soothing and silky clouds. To the left, 
a stone archway entirely obliterating an otherwise ugly 
stairway, and to the front of you, leading into the stock- 
room, an arched, iron strapped door, with the deft artis- 
tic touch to remind you of an old castle in Spain. 

Even before you enter the Pacific Mill & Mine Supply 
Co. building at 667 Howard street you will be struck 
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Start Your New Catalogue NOW! 


T is going to make a decided difference in your 
balance sheet for 1929 if you send 1,000 to 5,900 
“assistant salesmen’’ in catalogue form to the 
superintendents, engineers, and purchasing agents 
in your territory before the opening of Spring. 


Buyers unconsciously recognize that an up-to-date 
general catalogue is the sign of a going concern. 
It will keep your goods, and your house, con- 
stantly and helpfully before them. Can you blame 
a buyer for ignoring a jobber who doesn’t even 
supply him with a catalogue of the goods he has 
to sell? 





A good catalogue of your ‘‘hand picked’’ 
selection of goods will multiply the influence 
of all of your salesmen, and at a fraction of 
the cost of adding even one man to your 
force. 


Can you expect to make a living profit on pick-ups 
or back orders? Why not help the buyers to 
translate their needs into terms of your goods? 


Would you not like to have us send you copies of 
catalogues that we have recently completed for 
other jobbers, for examination? No obligation, of 
course. 


R. R. DONNELLEY & SONS COMPANY, CHICAGO 
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with the novelty of the decorative conception. As if by 
magic, the architect has converted an ordinary store 
front to conform with the decorative scheme of the in- 
terior—arched windows, protruding tile roof of varied 
colors, hewn beams, mellow tinted surface, with flower 
boxes for added effect. The interior was finished sev- 
eral months ago, and shortly after this is printed the 
work of transforming the exterior will have been com- 
pleted. 

“Why, what’s the 
several months ayo, 


idea?” folks began to ask when, 
Mr. Steers’ company tore tradition 





if from the i the Stove Showing a Private Office, 

Cashie Wi uN Room, and, above, some of the Inte: 
g Wall Decorations 

out by the roots, and the architect got on the job to 


materialize the mill supply man’s dream. 


PUTTING NEW LIFE INTO THE BUSINESS 
“Just putting new life in the business,” was Mr. 
Steers’ answer. “We'll make this one of the most at- 


tractive business offices and salesrooms you ever saw— 
a place where it will be a pleasure for our people to work, 
a fitting spot to invite our customers to visit us. The 
store is only 24 feet wide, but look at it now; we have 
overcome the limitation of distance. And, do you know, 
it has cost us to create this effect barely more than the 
expense of erecting ordinary partitions.” 


Last December the company decided to move to the 
new location, which was just an ordinary building, no 
different from the other structures in San Francisco’s 
wholesale district. The removal was more than an ordi- 
nary event; it marked the rejuvenation of one of the 
well known San Francisco distributing houses. 

Founded in 1907 by Mr. Steers and the late E. B. 


Folsom, the Pacific Mill & Mine Supply Co., Inc., had 
grown to a point where it was doing more than a million 
dollars sales volume annually. In 1911 it had bought out 
the J. B. Coffey Belting Company, in Los Angeles, and 
had branches in Portland and Seattle. 
Mr. Steers left to manage the Magnavox Company, of 
which the Pacific Mill & Mine Supply Co. was the parent 
company. The vear 1924 marked the death of Mr. Fol- 
som, who had served as secretary and treasurer of the 
Pacific company. 


Ten years ago 


Standstill and 
reverses are obstacles that can be overcome, as is well 


You can’t keep a good business down. 


illustrated in the “come-back” of the San Francisco sup- 
ply house. After an absence of ten Mr. 
recently came back to the helm, enriched with experience, 
contact with manufacturers and distributors in the mill 
supply field throughout the country, keen study of busi- 


years, Steers 





ness conditions and youthful enthusiasm, and, it should 
be added, dynamic personality. 

“We'll come back,” he said with determination. “What 
is past is past. We'll be different. Let us sweep the 
cobwebs, let us do away with cut-and-dried tradition. The 
old way of conducting our business simply wouldn’t do. 
Henceforth we'll be different, but better.” 

The first move in the battle with stagnation was to 
effect an economy sweep. It was decided to move to a 
different location, into a building which the company 
bought to house the warehouse and offices. 

“The building cost us some $32,000,” Mr. Steers said. 
“Where do you think we got the money to buy it? We 
found it in our stockroom. We made careful inventory 
our stocks. We found we had an obsolete stock in- 
ventory amounting to some $40,000. We made clear shift 
of the obsolete stock, the slow moving lines, and diverted 
the amount realized to a practical use—the purchase of 
our own building. This meant we were to be spared the 
expense of paying rent on our location. 

“When our investigation showed we carried a number 
of obsolete lines, we then and there decided to close 
them out. We made careful analysis of sales records, 
and found our men were concentrating on certain lines 
and entirely ignoring other important lines—a tragic 
waste. 


of 





NOW HANDLES ONLY FAST MOVING LINES 


“We cleaned them out, these wasteful stock items, and 
among the first things we did was to inaugurate an en- 





View in Rear of Store, Showing Tower in Which Is 

Hloused the President's Private Office Vote the Fenestra 

Sas] cith Gh Shelves in Which Are Shown Samples of 
Will Supplies 


tirely new policy. We took on new, fast moving lines, 
lines that would stand the test of turnover and profit. 

“When we take on a new line we ask ourselves: ‘Is it 
exclusive or not exclusive for us? What is its potential 
market? What is its repeat value? What grief or serv- 
ice is connected with distributing the line?’ And, lastly, 
we concern ourselves with the profit on the line. If other 
factors are favorable, the profit will come—with good 
management and sales organization. 

“We moved into the new quarters with one dominating 
idea in mind—to build up, to expand, to keep growing. 
We set out to sell our organization to our salesmen and 
manufacturers as well as to our customers, and one way 
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FORGING 4 INCH 
INTEGRAL FLANGED 
VALVE BODIES~ 


WEIGHT 8/2 LBS. EACH 


VYoct Drop Forged Steel Globe and Gate 

Valves are furnished with flanges forged 
integral for 400-600-900 and 1350# S. W. P. 
A. E. S.C. Standard. The 400# and 600# 
series are made in sizes including 6". The 
900# and 1350# sizes include 4". Trimmings are steel, 


monel metal or stainless steel according to service re- 


quirements. Write for Catalog F-6 Drop Forged Stee/ 
HENRY VOGT MACHINE Co. 


I NCORFORATED VA iV eS 
LOUISVILLE, HY. 


Manufacturers of: Oil Refinery Equipment, Drop Forged Steel Valves and Fittings, Water 
Tube and Horizontal Return Tubular Boilers, |ce Making and Refrigerating Machinery 


Branch Offices: NEW YORK CHICAGO PHILADELPHIA CLEVELAND DALLAS 
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in which this objective could be best accomplished was 
by making the business most attractive from the decora- 
tive standpoint and entirely rearranging stock displays in 
the store. 

“Let me show you. Here in these attractive wall cases, 
constructed of Fenestra sash, with glass shelves, you see 
an attractive presentation of our various lines. It cer- 
tainly is a neat arrangement and takes up little room. 
Is it not better than ordinary shelves, cluttered with a 
pell mell of boxes and an unsightly assortment of objects? 

“This attractive method of display serves several pur- 
poses. The items are displayed singly, with proper back- 
ground and lighting to bring out the high lights. It 
serves as a source of education for our salesmen, who, 
when they visit our office, can study our full line, instead 
of, as is usually the case, being interested in only a few 
representative lines. It attracts visiting customers who 
can study the lines under the most pleasing conditions. 

“And here, neatly arranged on movable wall racks, 
you see an assortment of manufacturers’ literature. We 
are proud of this innovation. It is certainly far better 
than the old method of distributing manufacturers’ pub- 
licity. They used to keep that kind of material tucked 
away in bulky packages, and when they needed a few 
leaflets to pass around, someone would go to the base- 
ment, tear open a package and carry off with him a dozen 
or so. Before the quota of printed matter was exhausted 
it usually happened much was soiled and scattered about 
and had served no useful purpose. 

“Here, on the racks, is a full representation of manu- 
facturers’ publicity for the salesmen to study during 
leisure time at the home office and for our customers to 
pick up when they visit us. And this arrangement is 
especially valuable in causing our salesmen to keep 
thinking of all of our lines instead of merely exerting all 
of their efforts on a few that may not be fully representa- 
tive of our stock. 

“We have tried everything to make the place attractive 
for the manufacturer’s representative. We are espe- 
cially proud of our buyer’s office. It is more than an 
office; it is a cozy reception room, with no telephone to 
constantly interrupt conferences. And, let me tell you, 
ever since we have renovated our new quarters along our 
architectural plan, we have received ‘many favorable 
comments from manufacturers, and it has been made 
easier for us to obtain some valuable lines that otherwise 
would have been very difficult or impossible to obtain. 

SALES FORCE COMPLETELY REORGANIZED 

“Different but better’. With this axiom constantly in 
mind, we threw out those time-worn business tactics that 
had been hide binding our establishment. Naturally 
enough the process of rejuvenation started with a com- 
pletely reorganized sales force, consisting of new men, 
fresh young fellows who were not necessarily of the high 
pressure variety. Some of them had never before sold 
mill supplies. We did not particularly care about that. 
We aimed to secure sales material that would be a credit 
to the house. 

““Don’t overload your customers,’ we cautioned them. 
‘Sell them in small quantities and sell them often. Pre- 
sent your article in the best manner you know how, and 
please don’t argue with your customer. See that he gets 
all the service possible.’ 

“We realize that the success of our business depends 
largely on the way in which we serve the small consumer, 
the one who buys only in small quantities. Therefore, 
our salesmen concentrate on this class of trade. We 
have made satisfactory arrangements with some of our 
manufacturers to have their men in our office. We have 
arranged for private offices for their convenience. It 
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certainly is a distinct advantage to have the manufac-. 
turer’s expert on the spot to help out on difficult sales. 
While we concentrate on the small buyer, we nevertheless 
make every effort to reach the big buyer who prefers to 
buy directly from the manufacturer. The distributor is 
letting the big business slip from him because he fails 
to adjust himself to the situation. There are many ways 
in which the distributor can meet the volume require- 
ments of the big buyer. 

“We supply our salesmen with plain figures, from 
which they can quote customers according to quantities 
purchased. We figure our manufacturers are spending 
large sums on their catalogues, so we make it possible 
for our salesmen to use these to the best advantage. 

“We intend never to lose sight of the necessity for 
developing the versatility of the sales force. This is 
necessary for a distributing business that handles many 
lines and must contend with more or less seasonal con- 
ditions in the trade. We carefully study the seasonal 
possibilities of the various lines, feeling that with proper 
application we can entirely eliminate the profitless and 
expense-eating dull months. This means satisfying our 
salesmen and helping them to make money regularly, 
instead of spasmodically.” 
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PULLED DINER WITH TEETH 


This Feat Said to Have Been Made Possible by Use 
of Journal Bearings on Car 


Nearly every reader has at various times in his life 
seen amazing feats of strength, but how many have 
ever seen a man pull a railroad car diner with his 
teeth? That is the very thing the man shown in this 
picture was doing—and the Pennsylvania railroad diner 
which he pulled weighs 84 tons. 

According to S. K. F. Industries, Inc., which submitted 
the picture, the diner is equipped with S. K. F. journal 














A Test for Teeth and Bearings 


bearings. The feat, the company states, would have been 
impossible a decade or more ago because of the huge 
friction characteristics of the plain types of bearings 
then in vogue. 

“S.K. F. bearings are made in sizes from as small as 
a dime to five feet in diameter,” the company states. 
“They are used under loads as high as 125,000 pounds 
and at speeds as high as 50,000 revolutions per minute, 
and their field of application runs from scientific instru- 
ments of precision to battleships.” 
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HE jobbing house which backs 

up its reputation for fair deal- 
ing by handling products of known 
quality is playing a winning hand 
in the game of business. For quality 
has a “book” value that demon- 
strates its worth in gaining good- 
will and steady customers. 


Square “Gee” Fittings will prove 
business winners for you because 


acked against you! 


in stocking this quality line you 
shareinthe reputationthatGrabler 
has gained throughout the trade. 
Every Square “Gee” fitting that 
leaves our plant bears the Square 
“Gee” trademark — our pledge of 
value to the user—your customer. 


If you haven’t a copy of the new 
edition of the Square “Gee” 
Costalog, write for it today. 


The GRABLER MANUFACTURING COMPANY 
and its subsidiary GRABLER-REPUBLIC, Ine. 


1900 EUCLID BUILDING 


SQUARE 
Pipe 





MALLEAGLE, CAST IRON 


to Advertisers 





°° CLEVELAND, OHIO 


“GEE”. 
Fittings 


DRAINAGE, GRASSES 





please mention Mitt Suppires 
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ndustry Getting 


Set to Use 


ore Supply House Items 


Promising Outlook in That Important Field One of the Encour- 
aging Business Factors 


JOSEPH H. BARBER* 


Assistant to President and Chief Statistician, Walworth Company 
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T he monthly inde x is not based “pon any single company’s 
ex pe rience, but is deve lope d from bi oadly selected measures of 
the quantity of demand in all those industries that use valves 
fittings. The has 


seasonal fluctuations and price 


and indew be en correcte d for i) re le vant 


variations. 


The Valve and Fittings Index continues the temporary 
irregularity which has depressed the curve a little in 
recent months. This interruption in our progress toward 
improvement might dampen our optimism if we did not 
know the healthy trend of significant underlying factors. 
In previous months we have considered some of these 
important barometers, and this month we shall consider 
the indications now being given by the oil industry. 
While the industry is localized and consequently of little 
concern to many mill supply distributors, never-the-less 
it is of greatest importance to others, and it cannot be 
denied that the industry’s prosperity or depression is 
reflected in many allied industries and remote territories. 
The studies to be discussed here show clearly that the 
end of its long downward readjustment has arrived 
and the stage is set for gradual economic improvement. 
Naturally, this expectation is qualified by the usual sea- 
sonal variations to which the industry is accustomed, 
but it is likely that, as the records for each season 
are completed, it will be found business has_ been 
definitely better than at the same season of the previous 
year. 

Valve and fittings demand from the oil industry arises 
from two primary First, the products are 
actively used in refinery operations, and demand from 
that source varies according to the optimistic or pessi- 
mistic policies affecting such operations. Second, much 
of the material is called for by new oil well projects. 
Because of legal and technological difficulties, it is not 
readily possible for operators to stabilize their activities 
as their wisdom would dictate. As a consequence, both 
sections of the industry are sensitive to the industry’s 
economic changes. These are not simply haphazard, how- 
ever, and their general nature can be reasonably antici- 
pated. Reading deeper than the month by month erratic 
fluctuations, we can see a definite correspondence be- 
tween the results that occur and the economic factors 
that should cause just such results. While oil production 


sources. 


Copyright 1928, Walworth Company. 


originates in several unrelated areas, these are never- 
the-less all inter-dependent because all sell their common 
output in a national market and because over-production 
in any particular field contributes to an over-production 
in the whole. In this industry, just as in any other, it 
is ultimately the adjustment or maladjustment of supply 
and demand that causes price stability or price varia- 
tions. 

Gasoline, the principal product of crude oil, is the 
primary foundation on which the whole industry rests. 
Therefore, some sort of a device measuring the balance 
of supply and demand for gasoline ought to prove useful 
in revealing the industry’s prospects. We can get the 
month by month figures for the domestic and export 
consumption of gasoline. The consumption varies season- 
ally, but this can be accounted for. While the reported 
current domestic production of gasoline does not tell 
the complete story as to the potential supply, it is pos- 
sible to compute allowances for natural gasoline pro- 
duced, for imported gasoline and for the amount of 
gasoline contained in the excess crude oil put into storage 
during the month. If this current supply of gasoline 
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Figure 2—Summary of Major Factors Forecasting Trend 
of Refineries’ Profits and of the Price of Crude Oil 
least theoretically the price of gasoline should fall. As 
a matter of fact, the gasoline price situation is so closely 
tied up with crude oil price conditions, that almost 

coincidentally crude oil prices will also decline. 

The upper curve in figure 2 shows our index of gaso- 
line supply versus demand. Note that we have plotted 
the curve against an inverted scale so that a decreasing 
supply will appear to represent improving conditions. 
Then, as long as this inverted index line is rising, it is 
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How closely 


can Republic and a Distributor 
Cooperate? 


It all depends on the disposition of each—to help the other. 


It depends on how willing both are to approach all obstacles as com- 
mon problems. 


It means the elimination of suspicion, and, the tracing of all things 
troublesome to their real cause. 


It means placing a barrier against gossip. 


It means the working out of a common sense plan of action which will 
prove beneficial to both, and, the careful following of that plan, by both. 


Republic submits that a declaration of principles as contained in the 
policy shown below, together with proper performance since its inauguration 
is proof conclusive of correct disposition to treat with mill supply distributors 
as they desire to be treated. 


Republic believes no manufacturer has, or could do more for those who 
distribute industrial supplies. 


Republic believes that by Republic’s careful study of distribution, dis- 
tributors have benefited and the industry is helped. 


Republic believes distributors need Republic. 
Republic believes distributors need others like Republic. 


Republic believes distributors would help their industry by helping those 
who operate as does Republic. 


THE REPUBLIC RUBBER COMPANY 


Youngstown, Ohio 


1 A line of rubber items sufficiently 
* complete to permit effectively supply- 
ing the requirements of the trade solicited. 








Belting Hose 
Packing 
Molded Goods Lathe Cut Goods 





2 A quality of product uniformly good 
* and capable of delivering service re- 
sults that should reasonably be expected. 


3 A price basis inducing and making 
* possible aggressive competition with 
reasonable profit return. 


Freedom from competition from his 

* source of supply, either direct or in- 

direct, among the trade covered by his day 
to day solicitation. 


5 Selling helps of reasonable amounts 

* sothat his sales force may be given 
the advantage of specialized training and 
a knowledge of the product sold. 


~ 






































sept mber, 1928 





shown full and heavy and as long as it is falling it is 
shown spotted. The same method is used in depicting 
the price of crude oil in the lowest curve, and a com- 
parison of the two shows clearly that the gasoline supply 
curve is definitely rising and reaching higher levels for 
a considerable time prior to a corresponding increase in 
the price of crude oil. 

It was just said that similar conditions affect the 
prices of both gasoline and crude oil at nearly the 
same time. The second curve of the diagram measures 
these similar conditions as they affect the profits of oil 
refineries. The principle behind the calculation here is 
simple. Each barrel of crude oil produces a certain 
assortment of refined products that sell at known average 
price levels. Hence, it becomes possible to figure the 
amount of income realized per barrel of crude oil. If 
we add to the crude oil cost an allowance for manufac- 
turing expense, we can compute an index of the profit 
or loss per barrel. A rising line in the middle diagram 
ot figure 2, indicating an increase in refineries’ profits, 
always precedes a corresponding increase in the price 
of crude oil. This is a reasonable expectation, for in- 
creasing profits stimulate operators to a larger 
sumption of crude oil, with a bidding up of crude oil 
prices as a natural consequence. 


con- 


All of which argues for an opposite reaction under 
circumstances. That is, refiners will restrict 
their ordering when profits decline and losses are threat- 
ened just as certainly as they will increase their ordering 


reverse 


when the profit situation is improving. Fortunately, 
the latter condition is the present prospect. Looking 
at the top line in figure 2, we see that the gasoline 


supply situation has been improving over a period of 
many months, and long enough to effect a definite better- 
ment in the profit situation of refiners, as shown by the 
recently rising line in the middle curve on figure 2. 
Both of these conditions have existed long enough so 
that crude oil prices are just now beginning their new 
cycle of recovery to better levels. 
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Figure Ss Price of Crude Oil as a Forecaster of New Oil 


Vell Proje ‘ts 


Figure 3 shows how crude oil prices govern new oil 
well completions. Operators wish to “cash in” and get 
as early a return as possible upon the heavy investment 
made during the drilling process. By the time an oil 
boom passes and breeds depression, new wells may have 
been drilled to a depth approaching the oil producing 
strata and only the finishing piercing the 
strata is then required to “bring in” the production. 
As long as crude oi! prices are depressed to unprofitable 
levels, there is no inducement to add to the supply of 
crude oil by bringing in surplus production. But 
prices rise again, there is sufficient inducement 
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producers to “bring in” the new wells. A new cycle of 
recovery is then under way. 
During the earlier years shown upon figure 3, it 
appears that the up and down fluctuations of oil well 
activities occurred in each year and would suggest that 
the variation is seasonal in character. As a matter of 
fact, analysis shows that there is no seasonal fluctuation 
that can be depended upon. For instance, during the 
first six to eight months of each year there is usually 
a rising trend in new oil well completions, but in 1927 
there was a falling trend throughout the full twelve 
months of the year. In 1923 new oil well projects were 
falling during the summer and autumn whereas in 1926 
they were still rising during summer and autumn. 
Ordinarily, a renewed rise in oil well activity would 
wait for an actual increase in oil prices. The year 1928 
has proven an exception in this respect, for completions 
have been gaining since the first of the year, whereas 
prices have been held to low levels in the hope of dis- 
couraging too early an increase in new _ production. 
Supply and demand conditions and the trend of refinery 
profits, however, both indicate crude oil prices have 
lagged too long at depressed levels, and, spurred on by 
the improving economic conditions charted in figure 2, 
new projects began to increase without waiting for the 
belated price rise. Clearly the month by month fluctua- 
tions in new oil well projects are more directly the 
result of economic conditions than they are related to 
the changing weather or the varying seasons. If this 
is true, we need give less weight to the fact that we 
are now approaching the Fall season. Based upon the 
evidence, we may develop a sure confidence in future 
prospects. The important economic factors have been 
gathering force for many months; it is time these favor- 
able developments began to expand refinery profits and 
increase new oil well completions. Evidences of the 
actual turning of the tide are coming to hand in many 
current news items, and the whole industry is getting 
set to furnish a greater volume of orders for our many 
products. 
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PLEWES LIMITED CHANGES 


Winnipeg House’s Smaller Lines to Be Handled in 
One Section by Precision Machine Co. 
Limited, 197-199 
distributor of 


Plewes 
Canada, 


Princess street, Winnipeg, 
machinery, transmission equip- 
ment and supplies, announces it has made arrangements 
with the Precision Machine Company, Calgary, Alberta, 
Canada, to handle its small supply lines in the southern 
part of the province of Alberta, and that the 
company has three salesmen covering that 
The company also announces that one of the principal 
manufacturers it formerly represented—the Amherst 
Foundry Company—has been succeeded by the Enamel & 
Heating Products, Ltd., that Plewes Limited is commenc- 
ing to sell all the Enamel & Heating Products heating 
lines, and has a specialty salesman traveling with its 
regular men to introduce these lines. 

The Winnipeg company sent the above information 
to The Crawford Publishing Co., publisher of MILL SUP- 
PLIES, in connection with the filled-out return of the an- 
nual questionnaire for the “Sellers’ Guide to Supply 
Houses,” also published by The Crawford Publishing Co. 
“We appreciate the smart appearance of your publication, 
as well as the news is contains, and the directory (Mill 
Supply Buyers’ Guide) is one of the most used books in 
this office,’ wrote E. B. Plewes, president of Plewes 
Limited. 


Precision 
territory. 
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by and quantity 
of the work it does. 


MORSE 


Drills, Reamers, Cut- 
ters, Taps and Dies— 
both high speed and 
carbon, invite com- 
parison on this basis. 
They are the result of 
over half a century of 
tool-making experience. 
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Mill Supply House 


Handles Electrical Lines 


Campbell, Superior Supply Co., Bluefield, W. Va., 


Teils of His House’s Successful Experience 


C. C. CAMPBELL 


Superior Supply Company, Bluefield, W. Va. 


Electricity came into general use in the mining section 
of southern West Virginia prior to 1909. 
up to that time dealt mainly in mill supplies. 


due to the fact that steam 


in general use. These required 
packing, piping, lubricators, 
tubes and like items. 


When electricity began to take the place of the steam 


and air motive power forces, we 
commenced to lose business. About 
that time a large electrical manu- 
facturing company suggested we 
take on some of its lines. This was 
agreed upon, and the following lines 
put in stock: Line material for 
mines and street railways, DC and 
AC stationary motors, insulating 
material for rewinding electrical ma- 


chinery, circuit breakers, fuses, 
switches, lightning arresters, and 
electric lamps. To this line was 


material, such as 
rosettes, receptacles; wire, 
including locomotive cables; knobs, 
tubes, and cleats. 


added _ schedule 


sockets, 


To handle these new lines a special 
department was created, consisting 


of a manager, who came from the 


were the 
power forces at that time, steam and air locomotives, 
steam engines and coal punchers operated by air being 
much 
injectors, 


and air 


Our company 
This was 
motive 


agent. 


line of 
boiler 


in the 


babbitt, them. Our other 


one who has had experience along the electrical line and 
is capable of acting as sales manager and purchasing 
He could handle both sales and purchases to 
start with but later on could take charge of sales ex- 
clusively—after a competent buyer has been trained. 

We have now two specialty men on the electrical line, 
but expect them to take any mechanical orders offered 
men 


sell both lines and can handle 


them very nicely, because in the mine or industrial plant 


AN ENLIGHTENING ARTICLE 


In the belief that the average mill supply 
house can logically and successfully stock 
and sell electrical supplies, “Mill Sup- 
plies” requested the Superior Supply 
Company, Bluefield, W. Va., to relate 
some of its experiences in handling them. 
Accordingly, C. C. Campbell, of the 
Superior company, prepared the accom- 
panying very interesting article, in which 
he tells how his company decided to take 
on electrical supplies, how it went about 
organizing a special department, and how 
it now handles sales of mill and electrical 
supplies and hardware. He also offers 
some valuable suggestions for mill supply 
houses planning to take on electrical lines. 
“We could not exist today without our 
electrical department,” writes Mr. 


the same man usually buys all items, particularly if the 


company has a purchasing agent. 

The main industry in this locality 
is coal mining, but we are now also 
selling to railroads, lumber, chemi- 
cal and furniture plants, the elec- 
trical contractor-dealer, department 
stores, central and many 
other classes of business in our ter- 
ritory. If you can’t sell them me- 
chanical items, try electrical, or vice 
versa. 


stations 


We sell all electrical items, but our 
principal and 
wiring material, schedule material, 
motors, line material, radios, electric 
ranges and appliances. We have 
issued a special electrical catalogue 


sales are in wire 


in the past, but this year we issued 
a general 
chanical, 


catalogue covering me- 
electrical and hardware 












































Campbell. 


Johns-Manville Corporation, and a 
special salesman who was _ secured 
from the Westinghouse Electric & Mfg. Co.’s local office. 

As the use of electricity became more general, the 
various lines were added to, until now we handle a com- 
plete line of electrical material, including radios, ranges, 
lighting fixtures, etc. We have an electrical department, 
but as our organization is a small one, we do not now 
have one man devoting his time exclusively to electrical 
lines. We all do what comes to hand, but the writer 
looks after the electrical end to a great extent, in addi- 
tion to his other duties. 

It probably would be well for the average mill supply 
house to have a separate department to start with 
because the nomenclature of the electrical field is so 
different from the mill supply end. Such a department 
would require the best electrical man you could get, par- 
ticularly one familiar with the predominating industry 
to which the distributor caters. With him should be 
one salesman, to introduce the line and train the other 
salesmen. <A simple price book should be gotten up. 
The head of the department should be an outside man, 





items. 

book. 

We train our men by having sales meetings and by 
personal talks with them, usually on Saturday morning. 


All salesmen carry the entire 


Our electrical business has grown steadily, and at the 
present time has a larger return than mechanical sales. 
We could not exist today without our electrical depart- 
ment. 

My personal contention is that a mill supply man can 
pick up orders on a large quantity of standard items, 
besides keeping the electrical department informed of 
prospective business. The two departments can be sepa- 
rate or together and can have the same or separate sales 
forces, depending on the character of the general busi- 
ness, but such matters would have to be worked out by 
the executives of the individual company. 


Another Point cf View 
Another distributor does not believe the electrical sup- 
ply line is a good one for the mill supply house to handle, 
despite the fact that this house has handled electrical 
supplies for a number of years. The general manager 
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Efficiency measures power economy 


Efficiency and dependability must be considered when 
figuring lowest cost power drive equipment, for no 
equipment is better than the service it gives. 























Heavy Head Shaft 
Hanger with 
earing 


*“Smith’’ Type Hill 
Friction Clutch 
(4 arm type} 

























Post Hanger Floor Stand 
with Bearing with Bearing 





“Hill Tubular” 
Agitator 


“Steelarm” Automatic 
Belt Tightener 








“Cleveland” Type 

eavy Duty 

Oil Film Bearing “Cleveland” Type Rigid 
Oil Film Bearing 
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Hill Clutch power equipment for all industries is designed 
and built on the most advanced engineering principles, 
proven by practical tests to provide the most economical and 
efficient distribution of power in every phase. 


Hill Clutch offers an engineering service to Industry, 
whereby a separate study of your needs is made and the 
most efficient equipment possible for your particular pur- 
pose is recommended. Before making any proposed change, 
replacement, expansion or new installation of power equip- 
ment in your plant, get the benefit of Hill Clutch experience. 


Write for our attractive dealer proposition. 
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| MACHINE & FOUNDRY CO. 
6405 Breakwater Ave.,Cleveland, Ohio. 














When writing to Advertisers please mention Minn Suppises 
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of this company expresses his opinion in the following 
statement: 

“You ask if we believe the electrical supply line is a 
good one for a mill supply house to handle, and we will 
tell you no. Competition in the electrical field is much 
more keen than in the mill supply field. The manu- 
facturers do not give the dealer anything like the pro- 
tection obtained from the mill supply manufacturers, 
five percent on direct shipments being the common figure 
offered, and, furthermore, the electrical supply manu- 
facturers do not hesitate to take desirable business 
direct. 

“You ask further if the sale of electrical supplies 
works hand-in-hand with that of mill supplies, and we 
can again answer no. We are sorry to say we have found 
in a number of instances that industrial plants, which 
naturally purchase more or less electrical material, tell 
us plainly they will give us the mill supply business, but 
that we cannot have the electrical business. You can see 
from this that the mill supply end of the business in 
probably the majority of cases is absolutely no help to 
the distributor in selling electrical supplies. 

UNSATISFACTORY CONDITIONS SINCE 1921 

“In 1906 a good salesman called on this company 
and sold the officers on the idea of establishing an elec- 
trical department, assuring them the investment would 
never represent very much. The results obtained up 
until 1920 were very satisfactory. Our business grew in 
volume, and, while of course the investment grew ac- 
cordingly, the margin of profit was very satisfactory. 
However, since 1921 conditions have very materially 
changed. 

“Where a manufacturer cannot get a distributor, he 
will go to a good-sized contractor and give him dis- 
tributor’s prices. Consider then conditions in the city 
in which we are located, a city of just over 200,000, with 
12 distributors. It is perfectly apparent to anyone who 
gives this any thought that as a result prices are such 
that, do your best, vou are lucky to stay in black figures. 

“We are justly proud of the lines we handle. Our 
volume of business is very satisfactory, and, after you 
have said this, you have said about all. 

“The electrical business of this company is handled 
entirely by a separate department, aside from the ac- 
counting department. We have a sales manager and in- 
side clerical force, who devote all their time to electrical 
merchandise only. This is necessary, as the electrical 
side is a business of its own. Our mill supply and 
machinery men do nothing in the electrical line, any 
more than do our electrical salesmen try to cover any 
other field. We have five outside salesmen who devote 
their time to electrical merchandise only. Since we 
started this department, and as growth has necessitated, 
we have been obliged to almost invariably go outside to 
add to our force to enable us to get experienced electrical 
help. Our electrical salesmen solicit both industrial and 
contracting trade in our territory. 

“We hope no successful mill supply house will make the 
mistake of entering the electrical field.” 
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INDUSTRIAL ARTS SHOW 


Many Lines to Be Represented with Exhibits at 
Eastern States Exposition This Month 

The 1928 Industrial Arts Show of the Eastern States 

Exposition will be held in Springfield, Mass., September 

16th to 22nd, inclusive. Included in the list of fields that 

will be represented in the exposition are mill and fac- 





tory supply, chemical engineering industries, coal, in- 
dustrial and commercial manufacturing, iron and steel 
products of every type; machinery, marine ship building, 
including repairs and operations; metal and non-metallic 
mining, oi] and petroleum, paper and paper products, 
power plants, printing and publishing, steam railroads 
and transportation systems and developments, refrigerat- 
ing industries, sporting goods and welding. 

Last year the show occupied 25 acres of exhibit space, 
five of which was under roof in permanent buildings. 
The Industrial Arts building itself occupies three acres 
of floor space. At the 1927 show there were 382 ex- 
hibitors, and the exposition attracted 287,000 people. 
There are three general types of exhibits: Merchandising, 
good will and educational. The exposition plant covers 
a tract of 172 acres in West Springfield, and its buildings 
include a coliseum with a seating capacity of 5,600. The 
exposition maintains a permanent organization actively 
engaged in promoting industrial and agricultural re- 
sources of the north-eastern states. 
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LEAVES ON WRITING TRIP 


Russell Raymond Voorhees to Prepare Series of 
Business Articles on Central America 

Russell Raymond Voorhees, a well known business 
writer, was scheduled to sail from New Orleans on 
September Ist on the S. S. Favorita of the Vaccaro Line, 
for Christobal, Canal Zone, which will be his starting 
point for a tour of the Canal Zone and Central America. 
During his trip he will write trade articles for publica- 





Mr. Voorhees at His Desk in Ne iu Orleans 


tion in various business magazines. Some of his articles, 
which will be of especial interest in the mill supply field, 
will no doubt appear in MILL SUPPLIES. 

Mr. Voorhees has had a wide experience as a writer 
for business publications. He was at one time on the 
editorial staff of the New York Journal of Commerce, 
and has also been connected with the Associated Press, 
United Press and the International News Service, and 
has served as a special writer on several of the Hearst 
newspapers. Mr. Voorhees is also a professional photog- 
rapher, taking all of his own pictures to illustrate his 
stories. He was at one time on the staiT of Underwood 
& Underwood, nationally known photographers. He has 
also written extensively for business magazines. 

After leaving the Canal Zone, the writer will visit 
Panama, Costa Rico, Nicaragua, Salvador, Honduras, 
Guatemala and British Honduras. Readers of MILL 
SUPPLIES will be interested in reading what Mr. Voorhees 
learns about the mill supply business as conducted in 
these countries, and of the types of supplies for which 
there are good markets. 



























UTTERFIELD 
REAMERS 


The purpose of this advertisement is to 
acquaint Distributors with the great variety 
of types of Butterfield Reamers. Not all the 
types we make are shown on this page. Full 
descriptions of the entire line will be found in 
our new Catalog No. 20, which will be sent 
upon request. 


sutterfield Taps, Dies, Reamers and Screw 
Plates are business builders for supply houses. 
Behind them is a record of forty-five years of 
specialization in threading tools, and during 
those forty-five years manufacturers and 
machinists have learned that Butterfield Tools 
can be relied upon for cutting fast and 
absolutely true to specification. Yet they 
cost no more than other good tools. 


The Butterfield 
figures with many 
stocked the line. 
for Catalog 20. 


account runs into. large 
Distributors who have 
The first move is to write 
Do that today. 


BUTTERFIELD & CO. oivision 


Union Twist Drill Co. 


Derby Line, Vt., U.S.A Rock Island, Quebec, Canada 


Stores: New York, 62 Reade St.; Chicago, 11 So. Clin- 
ton St.; Detroit, 406 E. Woodbridge St.; Toronto, 
67 Adelaide St., West.; Montreal, 131 St. Paul St., 
West. 





Straight Fluted Expansion Hand Reamer 








Reamer (Car Type) 


Taper Bridge 


Ultra” Helical Flute Machine Taper Pin Reamer 


When writing to Ady 
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Hand Reamer, Spiral Flute 

















“Ideal” Spiral Expansion Piston Pin Reamer 
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No. 2713-14 Ford Spindle Body Reamer, Spiral Flute 








No. 2713-14 Ford Spindle Body Reamer, Straight Flute 











Taper Pin Reamer 





Expansion Reamer, Spiral Flute, Carbon Steel 








Lok-Tite Expansion Chucking Reamer 

















Fluted Chucking Reamer 











Fluted Chucking Reamer 
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Shell Reamers 
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Short Time Forecaster a Reliable 


Indicator of Business 


Alvan T. Simonds Explains Method That May Be Used to 


Forecast Sales for Three or Four Months 
ALVAN T. SIMONDS 


President, Simonds Saw and Steel Company, Fitchburg, Mass. 


In the four preceding issues of Looking Ahead we have 
dealt with changes in money rates, changes in the volume 
of speculation and changes that apparently follow in the 
volume of manufacture and general business. From this 
study, it seems clear that since the war business has 
moved in short cycles of about three years in length; 
that is, with the peaks about three years apart and the 
lowest points about three years apart. It 
clear that the downward movements business 
been preceded by 


also seems 


in have 


tion will show itself in this forecaster before it does in 
the movement of general business and before it does in 
the sales of the Simonds Saw and Steel Company or those 
of other companies dependent upon general industrial 
activity. As we have stated before, the sales of the 
Simonds Saw and Steel Company run practically parallel 
to general business, and, even with less variation,*paral- 
lel to the volume of manufacture in the United States. 
Anyone interested in forecasting the sales of a particular 
business 





rising money rates 





| SHORT TIME FORECASTER—LIGHT LINE 
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| Good_ business 
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ants, as compared : : ' 4 l 1 1 } | yrosperity are as- 
ora nts, as compal i923 «i 1924 | 1925 | 1926 iI 1927 i 1926 } perity are as 
with the short-time 





forecaster described in this issue. 

From the fall of 1926 to the end of 1927, money rates 
moved down for about fifteen months. If the regular 
sequence since the war is continued, the general move- 
ment of business will now be upward to a peak in 1929. 
Since the beginning of 1928 money rates have moved 
up sharply, and if money rates continue to move up for 
a few months more and the regular sequence since the 
war occurs, business will move down from the peak in 
1929 for a time approximately equal in length to that of 
the upward movement in money rates. How much longer 
money rates may continue to move up is decidedly uncer- 
tain. We have called attention to the fact that the 
common error in comparing money rates with business 
movements to expect that with a major change in 
the direction of money rates a change upward or down- 
ward immediately takes place in the movement of busi- 
ness. As matter of fact, since the war the change 
has not begun until twelve to fifteen months later than 
the turning point in money rates. 

Everyone realizes that there is now an added compli- 
cation that may decidedly affect the state of business in 


is 


a 


the United States in the fall of 1928 and for some 
months following. This is the presidential election. 
There are many who believe that the election of one 


of the candidates might result in a depressing influence 
upon business, severe enough to modify or even decidedly 
change what would have been its normal and regular 
movement. For this reason in this issue of Looking 
Ahead we are showing a short-time forecaster which we 
have found reliable in forecasting the of the 
Simonds Saw and Steel Company. Any favorable or 
unfavorable influence arising out of the presidential elec- 


sales 





sured so long as 
three great industries are growing in activity and .in 
volume. These are the steel, the building and the automo- 
bile business. If on the day that this article is being pre- 
pared, we could know just how much business is ahead of 
the steel industry for three or four months, and for the 
same length of time how much business is ahead of the 
building industry and how much is ahead of the automo- 
bile industry, we could know very accurately what is 
ahead of our business for that time. We are not able to get 
the amount of production ahead in the automobile in- 
dustry. We can, however, get the figures for the un- 
filled orders of the United States Steel Corporation, which 
is so large a factor in the steel industry, and we have 
reports of building contracts awarded 


in thirty-seven 
states. 


On the tenth of every month therefore we know 
quite accurately just how much work lies immediately 
ahead of two of the three greatest manufacturing indus- 
tries in the United States. 

The chart above shows combined in the forecaster the 
movement in work ahead in steel production and in build- 
ing. Changes in direction of this movement are regu- 
larly announced by a hesitation in the index for a month 
or longer; that is, instead of moving up or down, it moves 
horizontally. If it is going up and the horizontal move- 
ment takes place, it indicates that it is to be followed by 
a downward movement. If the movement is downward 
and the horizontal movement takes place, it indicates 
that it is to be followed by an upward movement. A 
study of the chart will show that this forecaster gives us 
advance notice of major changes up or down in the sales 
of the Simonds Saw and Steel Company. On request 
we shall be glad to send a detailed statement of how 
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Distributors! 


~a new distribution 


policy for the 
COOKE Seal Ring 














} 
Shes Cooke 
Seal Ring is minat uffin 
about to choose DOX t 
distributors 





throughout the 

United States and abroad. During the past two years we 
have successfully sold over 100,000 Rings—solely by mail 
through inquiries from our extensive trade journal advertising. 
The business has now grown to the point and our factory 
output has been so increased, that we are able to take this 
step, long contemplated, and select territorial sales agents. 


The Cooke Seal Ring is a rigidly patented mechanical device, 
absolutely sealing any rotating shaft and revolving with it. 
It forms a leak-tight seal against the most volatile liquids 
or gases at any pressure. It eliminates packing, scored 
shafts, hot boxes, 90% friction, oil waste, dirt and leakage. 


It is already standard equipment in a variety of products. 
In addition Sun Oil Company, Fairbanks-Morse, Firestone, 
B. F. Sturtevant, Chicago Pump—hundreds of world-famous 
firms are today using the Cooke Seal Ring in their plants. 
On the basis of continual reorders it is definitely a proven 
success. Mail orders are coming in from England, Utaly, 
Australia, South Africa and elsewhere. 


Its applications are many. Its field is limitless. Pumps, 
trucks, motor cars, compressors, oil burners, iceless refrig- 
erators, clectric sinks—thousands of firms can improve their 
product with this device. Power and marine plants, refin- 
eries. factories can increase their efficiency and save money. 
Exclusive territories will shortly be allotted to reputable 
financially responsible sales organizations equipped to. sell 
this device in the wide variety of industries where it can he 
profitably used. The organizations selected will find the 
Cooke Seal Ring franchise a year-after-year money make 
of infinite possibility 


Established sales organizations capably covering an industria 


territory anywhere are invited to correspond with us at once, 


COOKE SEAL RING, Dept. F 


6 N. Green Street, Chicago, Illinois 


COOK 
Seal Rin 

















DISTRIBUTORS! 


This is NEW and a good 
seller. Don’t delay. 


66 99 A Combined Shear 
The HANDNIB and Nibbler 
A new, safe and accurate way to make templates and 
gauges and to cut sheet metal into any pattern. The tool 
fits in any vise and cuts up to !,-inch metal into any shape, 
quickly and easily. Special consideration is given Dis- 
tributors who will take on the sale of this new tool. Write 
for folder and prices. 


NATIONAL MACHINE TOOL CO. 


1535 CLARK STREET RACINE, WISCONSIN 
































Your Customers Will Reorder 
‘lhe Chain with the Inswell’’ 


The extra swell at the inside of the weld 
that makes Inswell deliver a bigger day’s 
work also IDENTIFIES it. No other 
chain can be confused with Inswell. 
The Columbus McKinnon Chain Company 


General Sales Cffices: Tonawanda, N. Y. 


Plants lonawanda, N. Y., Columbus, Ohio 
In Canada, McKinnon Columbus Chain, Lrd., St. Catharines, Ont. 


Maker f the famous Dreadnaught Tire Chair 


“INSWELL’ ELECTRIC WELD. 
CHAIN 
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the forecaster is worked out. For many lines of business 
it may prove as valuable and as reliable as it 
ours. 
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MANY PRODUCTS TO BE SHOWN 
Great Scope of New York Power Show Indicated by 
Variety of Lines to Be Exhibited 
How great and varied a line of products will be ex- 
hibited at the Seventh National Exposition of Power 
and Mechanical Engineering, to be held in the Grand 
Central Palace, New York, December 3rd to 8th, is in- 
dicated by figures based on reservations which had been 
received up to a fairly recent date. Exhibits are placed 
in five general Power, heating 
ventilating, tools, transmission equipment and 

laneous. 


classifications: and 


miscel- 

There will be 277 exhibits of various products coming 
under the general heading of power equipment. In the 
heating and ventilating classification, there will be 104 
exhibits of products. Tools, which also includes machine 
tools, lubricants and lubricators, will have 64 exhibits, 
while there will be 90 exhibits of items included in the 
transmission equipment class. The miscellaneous group 
includes 14 exhibits of safety appliances and numerous 
exhibits of material handling equipment, insurance firms 
which specialize in boiler and_ plant 
others. 


insurance, and 

Every industry is directly interested in some form of 
mechanical appliance that will be shown at the power 
show. Registration of executives, engineers and buying 
officials increases each year, and engineers attending the 
annual meeting of the American Society of Mechanical 
Engineers, which is held at the same time as the power 
show, spend much time inspecting and comparing various 
types of equipment used in their industries. 

Plans are now being consummated, looking toward 
making the exhibits in this coming: exposition even more 
effective in their demonstrations of what the products 
do—and their uses—than in the past. 


ee 


Deny Part in Merger 

Rumors have recently spread throughout the mill sup- 
ply field of an impending consolidation of five Memphis 
supply houses. Two of the companies mentioned as being 
“We 
interested, have not been, and 
know nothing about this more than the rumor that has 
gone over the country from Maine to California,” stated 
the president of one company. 


parties to the merger have denied it emphatically. 
wish to state we are not 


“It seems that everybody 
knows more about this than we do, but, as stated above, 
this company is not interested, and we are very sorry this 
report got out.” The president of the other company 
expressed himself as follows: “There was some talk about 
this several months ago, but we have heard nothing re- 
cently. This concern was not a party to it.” 
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NEW HOUSE IN BUFFALO 
Don F. Johnson and Company, 6 Terrace, Is Handling 
Small Tools and Other Products 
Don F. Johnson and Company, 6 Terrace, Buffalo, is 
stocking and selling small tools, bolts, 
washers. 


nuts, screws and 
The company, which was organized and incor- 
porated this year, has a capital stock of $15,000, and car- 
ries an averagre stock of goods valued at $8,000. It caters 
principally to the industrial plants of western New York 


state, including Buffalo, Tonawanda, North Tonawanda. 


Niagara Falls, Lockport, Batavia and Jamestown. 
company has four outside salesmen. 

Don F. Johnson, president of the company, was cm- 
ployed for eight years as a salesman for the R. C. Neal 
Co., Buffalo, and was also formerly president ef the Duro- 
flex Corporation, Buifalo. Walter E. Leney, vice-presi- 
dent, was for many years purchasing agent for the Na- 
tional Aniline & Chemical Co., Buffalo. J. Carl Snyder, 
secretary, was formerly district representative for The 
Abrasive Co., Philadelphia. 

“Our present store is not large, but is extremely we!l 
located, being in the heart of the wholesale hardware and 
mill supply district of Buffalo,” states President Johnson. 
“We have a very attractive lease, and the owner of the 
property has assured us of as much additional space as 
we may need as our plans for expansion materialize. We 
carry a fairly complete stock of the products manufac- 
tured by our principals.” 


The 


~~ 


Big Increase in Exports 

During the year 1927 the United States exported the 
largest volume of metal-working machinery of any year 
since the abornmal post-war year of 1920. The total 
value of 1927 shipments was $25,379,000, which was 35 
percent more than in 1926 and greater than the 1925 
volume, which was an abrupt increase over previous 
years. Shipments to Europe increased $5,000,000, or 
50 percent, over 1926. Decline of shipments of metal- 
working machinery to Europe in 1926 was responsible 
for the poorer showing of that year, compared with 1925. 
This loss has now more than been overcome, however. 
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Company Seeks New Lines 

Southern Hardware & Woodstock Company, 
3Jaronne street, New Orleans, is interested in 
securing new lines. Leon M. Wolf, Jr., president of 
the company, has written to the American Supply and 
Machinery Manufacturers’ Association on the subject, 
and the association has sent reproductions of the letter 
to its members. Mr. Wolf states the company is a 
jobber of automotive shop equipment and accessories, 
but, due to certain changes occurring in the business, 
it is interested in securing new lines with which to 
expand its activities. The company has been in business 
for the last 24 years, has been owned by the same people 
throughout that period, and, according to Mr. Wolf, is 
prepared to put the proper kind of sales effort and energy 
behind any new lines added. 


The 
821-823 


—$$=<49 => —_____ 


General Offices Moved 

offices of the Ames Shovel & Tool Co. have 
moved from the Ames building, 1 Court street, 
Boston, to new quarters at the plant in North Easton, 
Mass. The general offices had been in the previous loca- 
tion since 1901. It is understood the company has de- 
cided upon a plan which includes concentration of pro- 
duction activities in two plants—one in North Easton, 
where the main plant is now located, and one at a location 
in the West. Most of the present North Easton plant was 
erected between 1870 and 1875, but it is understood plans 
call for the building there of a complete new shovel plant, 
where the greater part of production activities will be 
centered. William A. Ready is the new president of the 
company. He was formerly president of the National 
Steel Co., Malden, Mass. Norbert T. Jacobs, recently 
appointed general sales manager, was formerly merchan- 
dise sales manager for the Detroit Steel Products Co. 
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Mr. Dealer: — 


You Can Guarantee 


SKINNER 


Steel Body—4 Jaw 
Independent 


CHUCKS 


Here is the Chuck ~ 





This is a Fact 


We have never known the body of a 
Skinner Steel Body Independent 
Chuck to break in service. 


Our stock line of Independent Chucks ranges in 
size from 4” to 36” in diameter, iron or steel body. 
Also light pattern chucks for bench lathes and 
grinding machines. 


MS. Catalog No. 40 on request. 


THE SKINNER CHUCK COMPANY 


NEW BRITAIN, CONN., U.S. A. 


BRANCHES 


NEW YORK SAN FRANCISCO 
86 WaRREN STREET 58 Feperat Sr. 
CHICAGO CINCINNATI 
549 W. Wasnincton Biv1 915 Broapway 





























A Better Hoist for 
the Jobber too. 


The benefits enjoyed bv the users of the 
Wright Hoist extend themselves to the sellers 


of it also. The exclusive features of this 
super-hoist make its demand highly profitable 
for the jobber as well as affording easier opera- 


tion, greater strength and safety, and longer 
ife to the users of it. 


Let us send you ALL the facts 


MANUFACTURING 
COMPANY 
BRIDGEPORT, CONN. 


HOIST 
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Improve in Your Game of Business 


as You Would in Golf 


Throw the Same Energy into Bettering Your Work that You 


Do into Mastering the Popular Sport 
FRED COUNTERMAN 


There is one thing almost every big business executive 
I meet seems to be trying to do, and that is improve his 
golf game. One mill supply man with whom I had lunch 
inadvertently pulled out of his pocket one of those little 
fuzzy practice golf balls, made of some soft stuff, with 
about the weight of a feather, so it can be used right on 
the office floor if the player doesn’t think his club head 
will ruin the rug or mark the flooring. 

Another man I know has an old rug hung up in the 
up-stairs of the old carriage house (now garage) on his 
place, and he goes up there daily, or nightly, and plays 
his golf ball against that rug for practice shots with all 
sorts of clubs. Still another executive buys cheap re- 
paint balls at 25 cents each, goes out on the pasture lot 
back of the country place where he spends his summers 
and hits the ball forth over a stone wall and 
a clump of bushes. 


back and 
SOME USE OBSOLETE BUSINESS EQUIPMENT 

Some men make a mere fad of golf, while some almost 
make a business of it, and have fads in the game. One 
man tries to demonstrate that all a man really needs to 
play a good game of golf is a midiron, while another 
has enough clubs so he never need use the same club 
twice on the same hole, bad as he is. 

The singular thing about some of these men who have 
everything in the way of golf equipment from a non- 
upsetable rubber tee to an iron with adjustable head, is 
that their offices do not seem to show the same love for 
the very latest notion in modern equipment. You may 
find a highly efficient caddy bag filled with everything 
in the way of clubs claimed by manufacturers to be rec- 
ommended or used by Jones, Hagen, Farrell, Barnes and 
the others, and that bag may be leaning up against a 
wooden filing cabinet that ought to be in “Ye Olde Curry 
Combe Antique Shoppe.” Isn’t it true that there are 
mill supply executives who think more of up-to-date effi- 
ciency on the links than in the office? 

It is inevitable that the mill supply house executive 
who plays golf shall be anxious to improve his game. 
There is something so insidious about golf that it keeps 
leading one on, continually hoping and 
striving. The trouble is that it does not 
greater business effectiveness 
physical condition. 

I have heard a good deal about the great advantage 
of getting out and playing golf with the man with whom 
you expect to do business, and I have heard men claim 
they put through the links. Candidly, I 
“hae my doots.”” I cannot remember a golf game where 
the players with whom I was in contact seemed a tenth 
as much interested in discussing business as in discuss- 
ing the little white sphere that was making all the 
trouble. I am one of the world’s worst golf players my- 
self, but I would as soon think of mixing business talk 
with a spirited poker game as to try to get any business 


continuously 
lead toward 


save in development of 


big deals on 


talk across during the progress of a golf match. 
this is not the attitude of an iconoclast. 

Improve our game? Certainly, we shall continue work- 
ing to that end, but we ought to admit that the end is 
only the development of dexterity in a game and that a 
game is play, while the real objects and occupations of 
life are something else. 


I hope 


GOLF SOMETIMES CROWDS OUT OTHER INTERESTS 

My objection to solf—and I admit, in offering any 
objection to golf, my heart is not in the objection—is that 
it sometimes insidiously at first and openly later crowds 
other interests out of one’s mind, unless one is of the 
temperament to which a game is only a game for the 
moment’s amusement. 

I have been an active participant in outdoor competi- 
tive sports all my life, and I have never seen the day 
when I would not rather go out and take part in base- 
ball, tennis, golf or whatever game was my ruling pas- 
sion at the time, than to stay in for any kind of a busi- 
ness deal. As a matter of fact, I should by this time be 
saying that I have lived to regret not having neglected 
sports for business rather than having, as I have always 
done to some degree, neglected business for sports. But 
I will today leave my work without compunction if a good 
opportunity offers for the game. 

Now, how can a man of that temperament hope to 
make a great success of his business? Perhaps best by 
getting sufficiently interested in the effort to beat the 
other fellow at getting mill supply business, to feel the 
game spirit of the competition. 

Some men are naturally game minded. They easily 
think of any sort of competition in the terms of a game. 
They want to win and are willing and anxious to im- 
prove their game until they can win. A man is going to 
improve most in that which he regards as his greatest 
and most interesting activity. If he is more interested in 
golf, bridge or pocket billiards than in business, he will 
try harder to improve in that sport in which he is in- 
terested than he will in business. He will probably risk 
more or less money on the result of his play, and he will 
want to win. At the same time he will forget he is risk- 
ing a great deal more money on his business than he is 
on the game, and that he must improve his business game 
if he is to save that money, and add to it. 

When golf crowds business until business becomes the 
side line and golf the main line in the man’s interest and 
time, then it is time to give up business—or golf. No 
man can serve two masters, and if he chooses golf for 
his master, it is doubtful if he can serve that one very 
well. Golf, like some other things, is a good servant, but 
a hard master. 

Every mill supply executive can improve himself in 
the manipulation of his business affairs if he will try 
as hard to improve there as he tries to improve in driv- 
ing a golf ball from the tee. I believe it was the president 
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This is the suction that lifts and carries your paper in the 
printing press, folder, addresser, labeller, sealer or bander. 


A metal tank 
collapsed by 






this powerful 


A Powerful = matter the weight of has this air pump on it. It will pay you to look for it 
¥ ° ° the paper, air suction will “s , ; ac *s have 
Suction of Air oe oe hold - ond Pow carefully. Most machines have it already; reason 


is why you can depend on any printer's machine if it enough to be sure that the machine 


AMES” ATR PUMPS 
NEW SERIES 


This is the air pump that is used by printers everywhere. 

They are also used for blowing to loosen up the sheets on a pile; and we have strainers 
to prevent oil from spraying on the sheets 

The printer also uses these pumps for cooling linotype moulds and for blowing 
dust out of the working parts of machines and out of type cases. 

The electrotyper uses the air for agitating his plating solutions, and these pumps 
are found in almost every plant doing this work. 


air pump. 


you buy has it. 


In the big shops, espe 
cially in the newspaper 
plants, these pumps op 
erate the stereotype fur 
naces creating high heats 
with gas or oil as fuel 










The wings 
scoop up 


the 





air 


Will it maintain this suction on my machine very long ? 


Our picture showing the inside construction will answer this. These curved wings scoop 
up the air as they rotate. Centrifugal force holds them out against the cylinder while in 
motion, and so they are always snugly fitted, no matter how old they may be. 

Any machine a printer needs can be fitted with this pump if you insist on it, but from 
the list we show below you can select one that is already equipped with it. Be sure to look 
for this pump before you order your new machine, be it press, folder, ruler, or what not- 
Some in the industry are: 


Dexter Folder Harris Press Sheridan Feeder 

Kelly Press Miehle Press Pollard Alling Mailer 
Cleveland Folder Cross Feeder Eclipse Folder 

Hickok Ruler Berry Feeder Acme Sprayer 

Baum Folder Fuchs & Lang Feeder Stokes & Smith Gluer 
Liberty Folder Hall Press Smith Feeder 

Lisenby Folder Klimax Press Duvall Press 

McCain Feeder Ivers Lee Wrapper Christensen Feeder 
Frohn Feeder Juengst Gatherer Intertype 
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FOLDER | PRESS, = ae 
This is the heart of the <% = | 


machine 





And every machine, like every man, is bene 
fitted by having a good heart-—cne that 
responds when called upon for its best 
efforts, not one that quits when it is most 
needed And in this instance it costs no 

more when you get a machine with this good heart the most powerful and long 
lasting air pump made 








Dealers Everywhere have our Support and ,Cooperatian \utomatic lubrication re- 


LEIMAN BROS. 23 (P Biogas 


Makers of Good Machinery for 40 Years 


ILLINOIS MALLEABLE IRON CO. 


General Offices, 1801 Diversey Parkway, CHICAGO, ILLINOIS 


lieves vou of all care. 


So be sure to see that you have our auto- 
matic lubricator as well as our separators 
for catching the paper lint and dust and 
Rotary Air Pump preventing the lubricating oil from spraying. 








Manufacturers of 


Cast and Malleable Fittings, Screwed and Flanged 
Nokoros Unions, C. D. Railroad Unions 





Iron Body Gate Valves 


Screwed, Flanged and Hub Ends. Sizes 2 in. to 12 in. Inclusive. 








When writing to Advertisers please mention Mitt Suppers 
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of the Jordan Motor Co., who told a convention of busi- 
ness men in Cleveland that any man could gain in busi- 
ness ability and results achieved if he would give the 
same attention to his business that he gives to 18 holes of 
golf. 

ENTHUSIASM GROWS WHEN BUSINESS BECOMES GAME 

One reason it is easier to give time and enthusiasm to 
improving at golf is that it is a game and we like games. 
When we get to where our business seems a game to us, 
we grow in enthusiasm for it and work harder at it. 

I talked the other day with a man who runs a machine 
shop. He has for years been greatly interested in fish- 
ing, but he told me he was going to give up the sport. 

“For the rest 
prise. 

“For good,” he 


oo 


of the season? | asked, in some sur- 


responded. “I’ve made up my mind 
that I get just as much kick out of managing the busi- 
ness and overseeing things in the shop as I do out of 
fishing or golf or any of the sports in which I’ve mixed 
up.” 

I don’t believe he will carry out his expressed inten- 
tion. I think he is temporarily weary of the sport and in 
time will go back to it stronger than ever. But that does 
not prevent us from making the point that men can, 
and some men do, set into the spirit of their business as 
a game and make it their chief object in life to improve 
in that game. 

It was my privilege to be well acquainted with a manu- 
facturer who ten years ago was at the zenith of his posi- 
tion as the head of a business dominated by one man. 
That man was seventy years old, and sports and pastimes 
outside of his business meant nothing to him. His busi- 
ness was his game and he was trying just as hard at 


that age to improve at it as any young man might 
try to better his golf score. He lived that part of his 


life which was outside of his great factories in such a 
way as to increase his efficiency while on the job. As 
soon as he reached home after office hours, he began 
the exercises and simple recreations that would fit him 
to be at the office the next morning ahead of most of his 
office force and with a mind clear enough to meet and 
solve any problem brought to him. 

Some of us have hard work getting as much interested 
in business as we are in golf. One thing is certain: If 
we allow ourselves to follow the natural tendency, we 
will find we give more and more time to sports and cor- 
respondingly less to work. We may find that as we like 
golf better, we dislike business more. Fortunately, if 
we make the effort to get into the business game a little 
harder and to improve our game along that line, our 
spirits are sure to respond and our interest grow in that 
direction. As a game, once appreciated, business cer- 
tainly need ask no odds of any other srame. 

I want to see every mill supply man improve his golf 
game just as I want to improve mine, but I more partic- 
ularly want to see him anxious to improve his business 
score, and I want him to be even more anxious to have 
the latest and best equipment for business handling than 
to have all the newest paraphernalia for the links. 
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To Erect New Building 

The Standard Power Equipment 
Exchange building, St. Louis 
for the 
offices, 


Corp., 212 Railway 
, announces it has arranged 
new building to 
departments 
“Our greatly increased 
made this necessary,” states F. 


construction of a 
manufacturing 


house its 
and 
business 


engineering 
volume has 
H. Schubert, president 
The Standard Power Equipment Corp. 
was established in 1915 and incorporated in 1927. It has 


division. 


of the company. 
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a capital stock of $50,000, and carries an average stock | 
of supplies valued at $10,000. The company has six 
salesmen operating within a radius of 300 miles from 
St. Louis. It handles supplies for power plants, ice 
plants and cooling towers, and spray nozzles. Officers 
of the company, in addition to President Schubert, are: 
C. H. Lilie, vice-president; A. J. 
S. A. Townsend, treasurer. 


Boas, secretary, and 


A FEAT IN ENGINEERING 


Large Wire Rope Pulls Coal Cars from Valley to 
Mountain Top at Mahanoy City, Pa. 


At a small town in the Pennsylvania anthracite region, 
there is an engineering accomplishment holding in its 
operation and magnitude a story that should interest 
almost everyone in the world of industry. 

The town is Mahanoy City, and here the “Mahanoy 
Plane” is the solution to a big transportation problem. 
Irom the base of this plane, in a valley, radiate stand- 
ard gauge roads to the various mines. Loaded coal 
cars are brought to the plane, and here a dolly car on 
narrow gauge tracks engages these standard size cars, 
transports them to the mountain top at the speed of 
an express train, and delivers them to the waiting en- 
gines of the Reading railway system. At the same time, 
on another track, empty cars of standard size are 
brourht down to the valley, 3700 feet below the moun- 
tain summit. 

This transportation is accomp': 
cable system. The power 
top, and controls the cable, 
dolly car. There is, of course, a double system of 
tracks—the narrow gauge for the dolly car, and the 
standard gauge for the coal cars. 


hed by means of a 
house is on the mountain 
which is attached to the 


What is said to be the largest wire rope in America 
is used to pull the dolly car and coal cars to the moun- 
tain summit. It is 3,700 feet long, nearly three inches 
in diameter and weighs almost 50,000 pounds, and was 
recently delivered to the Reading railway by the Wil- 
liamsport Wire Rope Co. from its plant at Williams- 
port, Pa. 

To construct this rope required manufacturing facil- 
ities of extraordinary proportions, and its manufacture 
christened the opening of the new plant, which is one of 
the largest wire rope plants in America. A smaller 
rope, as regards weight and diameter, is used to let the 
dolly car and “empties” down to the valley. 

- So a 
To Meet This Month 

The Electric Hoist Manufacturers Association has 
scheduled its opening Fall meeting for September 20th 
at the Hotel McAlpin, New York. The association dis- 
continued its rerular monthly meetings during the vaca- 
tion season. 

+> 


Leather Belting Exports 

Exports of new leather belting during the first five 
months of 1928 totalled 508,737 pounds, an increase of 
more than 100,000 pounds over exports during the corre- 
sponding: period of 1927, according to Commerce Reports 
published by the bureau of foreign and domestic com- 
merce of the United States Department of Commerce. Of 
the total amount exported, 89,764 pounds, valued at $99,- 
896, went to Canada, as compared with 36,454 pounds 
in the 1927 months. The United Kingdom took 43,727 
pounds, valued at $65,376, compared with 31,753 pounds 
in 1927. 
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FAIRBANKS HAND TRUCKS 


A Universally Known Product 
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The FAIRBANKS Company 


BOSTON NEW YORK PITTSBURGH 
ROME, GA. BINGHAMTON, N. Y. 


Distribution in All Principal Cities 








VOGEL Patented Pret Prest ‘Cheacte 


give satisfactory service, day in and day out, winter and summer 











factory. 


removed in an instant. 


proof water closet made. The price is right. 


SOLD BY ALL JOBBERS 


Wilmington, Delaware 


The material used in the manufacture of VOGEL closets is the best to be obtained. 
The seats are exceptionally strong and durable, the operating levers are of mal- 
leable iron galvanized and will not break, the valve bodies are of good quality brass, 
and the entire fixtures are tested under hydraulic pressure before leaving our 


VOGEL PATENTED FROST-PROOF CLOSETS have stood the test of zero 
weather and many thousands have been in use for years without requiring repairs. 
When repairs become necessary, merely remove one valve cap in back of the 
bowl and the rod with operating parts may be 


The VOGEL is the simplest and most durable frost- 


JOS. A. VOGEL COMPANY 
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Texas House at 


Fifty Year 
Mark 


Alamo Iron Works, San Antonio Sup- 

ply House and Foundry, Has Grown 

from Small Firm with Capitalization 

of $2,500 to Large Company with 

a Capital of $2,000,000 — Holding 

“Open House” During September 
RUEL MC DANIEL 


During the entire month of September the Alamo Tron 
Works, San Antonio, Texas, will hold ‘open house” in 
observance of the founding of the company 50 years ago. 
During this month customers and prospects of the com- 
pany are urged to go to San Antonio and to the plant, 





ere cocoa 


One Wing of the Alamo Establishment in San Antonio 


at which time they will be escorted through the buildings 
at any time during the day from 10 o’clock in the morn- 
ing until seven in the evening. The invitation has been 
extended through a special brochure, richly illustrated, 
which tells something of the history and aims of the 
firm. 

During the early part of 1878 George Holmgreen, Sr., 
arrived in San Antonio from Florida, where he had been 
for some years a moulder in a ship-building plant. He 
looked around for a location to establish a foundry, and 
finally found a site in what is now almost the heart of 
the downtown section of the city. Here he invested his 
total capital of $2,500, and, in addition, bought $2,000 
worth of machinery on credit, upon which he gladly paid 
12 percent interest. 

Mr. Holmgreen being an expert artisan, he naturally 
took more than normal pride in good workmanship, and 
always made it a rule that a job should be the best that 
could be made of it, regardless of the cost or the poten- 
tial profit to be derived therefrom. That same general 
policy has been continued consistently by the company 
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J. A. Holiigreen “Riding One of His Hobbies” 


since that time, adapted, of course, to changing trends 
and to the broader field covered by the modern organi- 
zation. 

COMPANY STILL IN CONTROL OF HOLMGREENS 

The firm still is in the hands of the Holmgreens, and 
the original policy of every man in the organization 
being an artisan—an expert in the business—has per- 
sisted to this day. That, according to the heads of the 
company, is one of the vital factors that have brought 
about the growth of the firm to a point where it now has 
a capitalization of $2,000,000 and does an annual volume 
of more than $4,000,000. 

Two years after the establishment of the little busi- 
ness, When it had grown to the point where from 10 to 
15 men were employed, the founder’s son, Eugene A. 
Holmgreen, now president of the company, went to San 
Antonio from Chicago and joined his father. Then in 
1883, J. H. Holmgreen, another son, now vice-president 
of the Alamo Iron Works, went to San Antonio from 
Muskegon, Mich., where he had been connected with an 





Antonio Stock Roon 


A Small Section of the San 


iron foundry, and joined the organization, and there was 
formed the partnership of George Holmgreen & Sons. 

In 1884 business had grown to such an extent that a 
new and larger plant was necessary, and the owners, ex- 
ercising considerable foresight, purchased a large tract 
of land (upon which today stands the main Alamo plant), 
and erected two or three small buildings. It was neces- 
sary to clear off timber and a thicket in order to erect 
the buildings, and paths had to be cut through the un- 
derbrush in order that the building site might be 
reached. Now, however, the place is one of the most 
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Coneentrate 


No other line of reducing valves and 
pressure regulators is so complete 

. or so well known to your cus- 
tomers ... cut your inventory and 
increase your profits by concen- 


trating on Mason Regulators. 


Our large factory stock insures 
immediate shipment of orders. 
Write for a copy of newly revised 


Catalog No. 62. 








MASON REGULATOR CO, 


Boston, Mass. 
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ATTENTION 
JOBBERS’ SALESMEN 


Here are two tools that you can sell profitably’ 
There is a large demand for New Badger Prod- 
ucts because they are better than other makes 
and your customers are quick to realize the 
many advantages of the New Badger Car Mover 
and the Advance Safety Car Wrench. 


The New Badger Car Mover develeps as much 
power as is possible in a hand tool of this kind, 
is light and well balanced and will move the 
heaviest cars with ease. 


The Advance Safety Car Wrench will fit the 
taps on any hopper bottom cars. Just simply 
toss it on, pull the handle tight, release the 
pawl, give the handle a jerk and the tap will 
spin freely. It cannot injure the operator. 


If your house does not handle our tools, have 
your purchasing agent get in touch with us. 
If you will mention New Badger Car Movers or 
repairs to your customers, your daily profits 
will be greatly increased. 


The Advance Car Mover Co. 


Appleton, Wis. 








New Badger 


car movers 
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valuable industrial sites in the city of San Antonio. 

As early as 1880 the partnership began buying and 
selling some mill supply items, part of which were sec- 
ond-hand and odd lot goods, and by 1886 the firm had 
built up a considerable amount of mill supply business. 
Today it is one of the outstanding supply houses of the 
Southwest, in addition to its foundry and machine shop 
business. 

The company was incorporated in 1899 with a capital 
of $75,000. That was increased two or three times until 
eight years ago, when the capitalization was raised to 
$1,000,000. Last year the capital stock was doubled, 
bringing the capitalization to $2,000,000. The supply de- 
partment has made enormous strides during the last 15 
years. 

Because of the rapid development of Texas in an in- 
dustrial way, and in keeping with the company’s policy 
of changing its plans to conform to changing demands 
and trends, the Alamo Iron Works a few years ago began 
the establishment of branch offices. The first of these 
Was opened in 1922. It carries a stock of 
nearly $200,000 worth of merchandise, largely mill and 
related supplies, and does a big business with petroleum 
producers and natural gas organizations. 

The second branch was established in 1925 in Browns- 
ville to cover the rapidly developing Rio Grande valley 
section and to place the company in even more intimate 
contact with Mexico. The newest unit is in 
Christi, this having been established last April. 

The company has done a big business in Mexico for 
many years and one man spends practically his entire 
time traveling in that republic. The oil industry, plus a 
steady demand for mill supplies on the part of the grow- 
ing number of industrial plants, provides a_ profitable 
and steadily growing volume of business for the company 
south of the Rio Grande. 

The today employs about 550 men and 
women, With a pay-roll of about $700,000 a vear. It was 
one of the pioneers in the supply field in the adoption 
of group insurance for the protection of employes. 

“One of the vital factors in the growth of this firm, 
without a doubt, is the owners’ policy of ‘raising’ every 
man in the organization from the ranks,” states J. A. 
Millburg, advertising manager. 


Houston in 


Corpus 


company 


“Although ownership of 
the company has remained in the hands of the founder’s 
sons, grandsons and other close relatives, the fact that 
a young man just starting his work with the company 
Was a son of one of the owners did not make the climb 
any the lighter for him. George Holmgreen, the founder, 
believed the way to turn out good work and service was 
to know every detail of the functioning of the business, 
and he made his sons see the point. They in turn trained 
their sons in the same manner. 

“The result is that, although the present heads of the 
firm are the sons and other close relatives of the former 
head, they did not for a second expect when they started 
working with the company to ease into a comfortable 
executive berth. They knew that it was a tradition of 
the family and of the firm that every executive must 
learn the business from the ground up before he could 
become an executive.” 

it is that Melrose Holmgreen, son of Eugene 
Holmgreen, and general manager of the firm, as well as 
secretary-treasurer of the company, is one of the best 
informed men in the supply business in the country, for 
the primary reason that he began workins: for the Alamo 
Iron Works in one of the production departments, and 
from there progressed step by step to the stock room’ 
and on to this and that department, until he 


said 


knew, 
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thoroughly every phase of the business. Then he was 
capable of handling his executive job with credit to the 
company, his father contended, and experience has con- 
firmed the theory. 

ALL EXECUTIVES STARTED FROM THE BOTTOM 

Every executive and department head, whether a mem- 
ber of the family or a man who has come from the out- 
side and gained a prominent place in the organization 
for himself, has started at the bottom and learned every 
phase of the business. 

Among the officers and department managers of the 
company today participating in the well-warranted fif- 
tieth anniversary celebration of the Alamo Iron Works 
are: Eugene A. Holmgreen, president; J. H. Holmgreen, 
vice-president; Melrose Holmgreen, secretary-treasurer , 
Herbert H. Holmgreen, director of plant engineers; J. C. 
Cowan, mill supply manager; M. G. Voigt, manager of 
machinery supply sales; E. H. Trick, superintendent of 
plant; F. S. Robie, credit manager; J. A. Millbury, ad- 
vertising manager, and J. R. Oerter, manager of the 
structural department. 

Foundry operations of the Alamo Iron Works include 
the manufacture of machinery, castings and ornamental 
iron work and the fabrication of reinforcing and struc- 


tural steel. ~<-e--> 


New Office Building 

Ohio Brass Co., Mansfield, Ohio, is now occupying its 
new general office building. The building is six stories 
in height, 252 feet long by 52 feet wide, and has a skele- 
ton of structural steel, with reinforced concrete 
Exterior is of red brick with stone trimmings. The in- 
terior is finished in special ornamental plastering, with 
waxed oak as a trimming. Corridor floors are of marble 
and terrazza, with a special rubber tile block used in the 
offices. Every room faces the outside and receives 
plenty of light. Partitions between rooms are of wood 
frame work with plate glass windows. The building is 
thoroughly equipped with conveniences both for the 
conduct of business and comfort of executives and em- 
ployes. One of the features is a pneumatic tube system 
for carrying messages to the factory offices and print- 
ing department. <A cafeteria has been installed on the 
ground floor. 


floors. 
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Midwest Power Conference 

The Fourth Midwest Power Conference will be held in 
Chicago during the week of February 10th, 1929, and 
will be convened every two years thereafter. The policy 
committee announces that this policy has been adopted 
with the idea in mind of having the power conference 
of greater interest in conjunction with other conferences 
in 1933. “The outline of the conference will be prac- 
tically the same as last year, with the exception that the 
programme to be arranged will be of the technical type, 
with papers of outstanding interest by recognized au- 
thorities, which will give a productive appeal to the 
various advanced power 
the committee’s announcement. 


classes of engineers,” states 
Recommendations have 
been made that the Fourth Power Conference be made 
up of the power engineering interests of the following 
engineering societies: American Institute of 
Institute of Engineers 
Mechanical Engineers, Nationa! 
Safety Council, Western Society of Engineers, American 
Society of Civil Re- 
Engineers Society of 


Electrical 


Engineers, American Mining: 


American Society of 
Engineers, American 
and the American 
Heating and Ventilating Engineers. 


Society of 
frigerating 





(ry EHTS September, 1928 
Plu, Guepurs 






















DELTA 
1 side only 


23,640 strokes 
67 7% ozs. 












The sectional steel rocker hinge pin, rocks on 
its two oval faces. Easily removable when ten- 
sion is released. Outlasts any other type of pin. 
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Under High Pressure 


you will find 


. . 
oi iE test whose results are shown above was N son Radiators 


one of a series made by a large machinery 
builder. The files (14-inch flat bastard) were 


tested in pairs in a testing machine under identical 












are just the thing 
for Factory and 


Marine work. 


conditions. Test bars, gray cast iron, | x | inch. 
Stroke, 6 inches. Pressure, 35 pounds, relieved on 
back stroke. Speed, 35 strokes per minute. 

Fewer of them 
will do the job. 


In all tests, Deltas far outstripped the compet- 
ing brands. 
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They Were Old Settlers 


“How long has your family lived in 
Chicago?” 
“Oh, about average. Grandpa wasn’t 
shot until he was twenty-nine.” 
z 


Preferred the Daughter 
He—“I want to marry your daugh- 
ter.” 
Father 
yet?” 
He—Yes, but nevertheless I prefer 
your daughter.” 


* * * 


“Have you seen my _ wife 


Everything in a Whirl 

One of Irvin Cobb’s best stories con- 
cerns an appraiser who was sent to a 
home to appraise the contents. The 
entries in the appraiser’s book halted 
when he came to a table on which was 
left a full bottle of old Scotch, and then 
continued: 

“One bottle of old 
partly full.” 

The next entry was: 

“One revolving Turkish rug.” 


* 


Scotch whiskey 


The Cheerful Dentist 

“Well, who’s been waiting the long- 
est?” asked the dentist cheerfully as 
he opened the door of his surgery. 

“T think I have,” said the tailor. “I 
delivered that suit you’re wearing 
three years ago.” 

When Padding Was Needed 

A student failed in an exam in all 
the five subjects he took. 

He telegraphed to a brother: 
in all five. Prepare papa.” 

The brother telegraphed back: “Papa 
prepared, Prepare yourself.” 


“Failed 


Weary of Hunting 
A young Swede appeared at the 
county judge’s office and asked for a 
license. 


“What kind of a license?” asked the 


judge, “a hunting license?” 
“No,” was the answer, “Ay tank ay 
bane hunting long enough. Ay want 


marriage license.”—U pper Iowa. 
a 


Day of Rest Forgotten 
He woke up with a “morning after 
the night before” head. So he rang up 
his employer’s private number and said, 
“T’m afraid I shan’t be at the office to- 
day, I’m feeling very far from well.” 


“You needn’t have troubled,” came 
the reply, “it’s Sunday.”—Liverpool 
Echo. 
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Germs Not Radio Fans 

A Princeton professor thinks radio 
may be used to drive away germs. But 
how are they going to be sure that the 
germs are listening?—Milwaukee Sen- 
tinel. 

Trifling With Our Language 

Patient (to dentist): Doc, I’ve lost a 

front tooth. 


Dentist: An upper incisor? 
Patient: Naw, a right hook to the 
beezer.—Life. 


* 
Taking No Chances 
Hubby (on phone): Say, honey, Vl 
be awfully busy at the office and won’t 
be home until late. 
Wife: Can I depend on that? 
+ * * 


Readjustment 
Husband: Good heavens, that frock’s 
so short you can see your garters! 
Wife: Very well, dear, I’ll wear them 
higher up.—Smith’s Weekly. 
. : 


The Old Cynic Says 

“Don’t complain that your 
doesn’t really understand you. 
did she would get a divorce.” 


wife 
If she 























A Cheap Skate 
Paul man who swallowed a 


A St. 
collar button has had three operations, 


all of which failed to locate it. Our 
advice is that he stop fooling around 
and go buy a new one. 

Speaking of Latest Improvements 

Sara: Do you have a dictating ma- 
chine in your office? 

Clara: Yes, damn him!—Life. 


The Same Old Story 

Pat was being intoxi- 
cated, and on being brought before the 
judge he was asked by the court what 
he was there for. 

Pat: “Your honor, | 
for being intoxicated.” 

Judge: “Pat, where did you buy the 
liquor?” 

Pat: “Your honor, I did not buy it. 
A Scotchman gave it to me.” 

Judge: “Thirty days for perjury.” 


arrested for 


was arrested 


Cotton Industry Languishes 
Not a girl in this neighborhood is do- 
ing a thing to encourage the cotton in- 
dustry, so far as we can see, which is 
pretty far.—Ohio State 


Journal, 














for quick 


accurate adjustment 


The speed with which tools can be adjusted 
often depends upon the set screws that 
hold them-—how easily they handle and 


how positive their action. 


Bristo holiow safety set screws respond 
immediately to the wrench. The user 
loses no time coaxing or driving stubborn 
screws, and extra pressure in the hurry of 
making an adjustment cannot injure the 
Bristo socket. The reason for this lies in 
the unique design of the socket and the 
positive way the wrench controls the screw. 


This case and certainty in handling saves 
time. And, a time-saving feature is just 
as valuable in a mechanical product as it 
is in the equipment used to produce it. 
Bristos are the only set screws offering the 
advantages of the dovetailed flute socket 
design. The Bristol Company, Water- 
bury, Conn. 
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Youll Make More Sales 
and Bigger Profits on 
Milburn Products 


For Instance--The biggest con- 
tractors prefer Milburn Lights. 
Therefore, your sales-per-customer 
will be larger when you sell this 
line. 


HE bigger the contractor 

the more closely he figures 
his costs. The largest contrac- 
tors figure the cost-per-hour of 
carbide lights and hence they pre- 
fer the Milburn for the following 
reasons: 
It furnishes 8290 Candlepower for 


only 3's cents per hour—a big 
saving in the course of a season. 
It burns either lump or cake 
carbide. No matter which carbide 
you sell, the owner of the Milburn 
Light is your customer. 

Your discounts on Milburn Lights 
are so attractive as to justify extra 
sales effort on your part. 

The line is complete—you can offer 
your customers the exact lights 
that best suit their purpose. 





Write for full details about these lights, popular 
and easy to sell because of exclusive patented 
features and standard for 20 years for construction, 
railway and engineering work. 


Torches That Give Your Salesmen Extra Talking Points 


——S Eee eee ‘bes 


Py 


Milburn Torches have reduced operating costs upwards of 20°. 
A good talking point for your salesmen. The Milburn Combination 
Cutting and Welding Torch, shown above, Type T| is the only Torch 
of its kind—it cuts and welds—just turn the tip to change the operation. 
Write for details about this torch and complete Milburn line of Torches 
Generators, Regulators, Oil Burners and Preheaters. 


Sell Milburn Spray Gun With 
Remarkable New Features 





Another Milburn Product that has EXCLUSIVE g 2. 
talking points. ial on spray nozzle calibrates all @ , O° =k) 
operations. Makes it possible for operator to turn == 
at once to any desired or previous setting. Elimi- ‘ ia ES 
nates split sprays, over sprays, etc. Similar numerals on \ ik 
paint plunger barrel makes possible more accurate adjust- } | 
ment of paint volume. These two Milburn féatures have \ \ 
advanced spray painting ten years, making the Milburn the <t 
easiest spray gun to sell. Get full details. g 


Alexander Milburn Co., Baltimore, Md. 


Alexander Milburn Co., 
1416-1428 W. Baltimore St., 
Baltimore, Md. 
Please send me Bulletin 2749 on Portable Carbide Lights 
Please send me Bulletin 3749 on Welding & Cutting Apparatus 
Please send me Bulletin 4749 on Paint Spray Equipment. 
and explain discounts and talking points that will make the Milburn 
Line an exceptionally profi able one for us 


Name 
Firm. 
Street & No. 


City & State.. 
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Bond Foundry Machine Con- 
pany, Manheim, Pa., announces a new 
product, the Bond ‘‘Les-Nois” steel cas- 
ter. This caster is designed with a tri- 
ple ball race. 


and 


Two ball races carry the 
load, these balls running between two 
hardened and ground steel surfaces and 
being kept evenly spaced by a pressed 
steel spacer and retainer. The third 
ball race takes all side shocks against 


hardened surfaces, the thrust bushinz 


being hardened and ground. All balls 
are of chrome steel. Roller bearing 
wheels are used in the caster. The 





roller bearing is fitted with hardened 
and ground steel rollers, held in place 
and evenly spaced by an especially de- 
signed pressed steel roller spacer and 
retainer, and the rollers revolve on a 
hardened and ground steel sleeve held 
rigid between the forks of the caster. 
The roller structure is a complete unit. 
The “Les-Nois” caster has an especially 
designed rubber tire wheel construction. 


Flanges in the wheel are made of 
pressed steel with removable hub for 
the axle bearing. The hub is held in 


place by the flanges, and the complete 
unit, when bolted together, becomes one 
integral part. The king bolt, which 
ties the caster together, is fitted with 
a nut that is removable, permitting 
cess to the ball races. 

Stafford Sales Co., Germac Lamp Di- 
2454-58 North Halsted street, 
Chicago, is introducing the ‘‘Germac’” 
adjustable light fixture, which is 
equipped with six movable joints per- 


ac- 


vision, 





mitting use of a light from any angle. 
Each of the six movable joints may be 
turned in a complete circle, to throw 


light from any angle to any spot de- 
sired. The fixture is quickly corrected 


to any angle without adjustments. It 
may be furnished with universal stand- 
ard mounting, or mounting bracket 
suitable for drafting tables. The 
“Germac” light fixture is adapted to 
use in factories, machine shops, tool 
spray booths, laboratories, in- 
spection departments, assembly depart- 
ments, engraving departments, print- 
ing plants, die cutting, garages and on 
the home work bench. The figure 
marked “A” in the illustration shows 
the mounting bracket, which is suitable 
-tor drafting tables, and which, the 
company states, will not interfere with 
-trelley or T-square. 
Paasche Airbrush Co., 1909-1923 Di- 
parkway, Chicago, 
“Lo-Hi” pressure 
multiplehead airbrush with 
feed attachment. Multiple- 
heads, with many different types of in- 
terchangeable aircaps, increase the 
working range of this airbrush so that 
the lightest or heaviest paint materials 
can be applied by the one airbrush. Air 
pressure can be obtained from 6 pounds 
up to whatever pressure is needed, de- 
pending on the speed required and ma- 
terial used, according to the company. 
The United States Electrical Tool 
Co., 2488 West Sixth street, Cincinnati, 
is introducing the “U. S. Hispeed Snag- 
ger,” a machine especially designed for 


rooms, 


versey 
the new 
brush, a 


pressure 


announces 
feed air- 





high-speed and 


grinding 
According to the company, a speed of 


snagging. 


9,500 surface feet per minute is ob- 
tained on this machine with wheels 30 
inches in diameter, having 2% or 
3-inch face and 18-inch hole, and oper- 
ating on 40 or 60 cycles, and when 
worn down to 24-inch diameter, the 
wheels turn at 7,500 s.f.p.m., giving an 
average speed of 8,500 s.f.p.m. On 25 
and 50-cycle circuits, 24-inch wheels, 
with 215 or 38-inch face and 12-inch 
hole, are recommended. The company 
states this gives a speed of 9,300 s.f. 
p.m. The machine is furnished for 
220, 440 or 550 volts, 2 or 3-phase al- 
ternating current, and 220 volts direct 
current. The motor is 15 h.p., designed 
for heavy duty grinding service, and 
built to A.I.E.E. specifications. It is 
rated for continuous service at full 


horsepower, with a temperature rise of 
40 degrees, and with momentary over- 


load capacity of more than 100 per- 
cent. The machine is built to the 
American Engineering Standard code 


of safety. 

The Transmission Ball Bearing Co., 
Inc., 1050 Military road, Buffalo, is 
manufacturing Chapman _ dust-proof 
ball bearing adjustable box ends for 
conveyors, designed to eliminate the 
constant renewal necessary with plain 
box ends. The box end illustrated here- 
with is for steel troughs handling cold 





materials. It has an extra wide flange 
to give it support and rigidity and is 
adjustable to allow for variations in 
the dimensions of various types of 
troughs. It can be raised or lowered 
to align with the shaft and hangers, 
and when it is lowered to its maximum 
depth, the flights will still have ample 
clearance at the trough’s bottom, ac- 
cording to the company. The ball bear- 
ing in this box end takes end thrust 
as well as radial load. The box end 
for wooden troughs handling cold ma- 
terial is designed with ribs to give it 
strength. Otherwise its construction 
is the same as that of the Chapman 
box end for steel troughs. The com- 
pany also manufactures box ends for 
conveyors handling hot materials up to 
a maximum of 350 degrees of heat, 
likewise Chapman dust-proof, ball bear- 
ing counter-shaft box ends, equipped 
with steel gears that run in oil. 
Lyon Iron Works, Greene, N. Y., is 
manufacturing the Lyon Utility Truck, 


an all-metal truck for warehouse and 
factory use. To facilitate loading and 


unloading, the truck is of low height, 
the platform being only 5 inches above 
the floor; it has the tilting principle 
and is equipped with rolls in the plat- 
form of 15s-inch outside diameter, and 
a special nose to push under packages, 
which is 3 inches in length and is made 














of %4-inch heavy steel plate. The height 
of the handle above the floor is 30 
inches, being purposely low to allow 
the operator to reach over it when 
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Wood Spilt Pulleys 





Prompt Shipment Always, from Maysville 
Stock 


For Forty Years—the Best 








The Ohio Valley Pulley Works, Inc. 


Maysville, Ky., U. S. A. 
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SET. CAP and SAFETY SET SCREWS 
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Let Mac-it Screws increase your profits and create pres- 
tige for you as the distributor of a dependable product. 
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The Strong, Carlisle & Hammond Co. 
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desired in loading. The truck is 
equipped with two stationary casters 
and one swivel, and all wheels are 
equipped with roller bearings. Semi- 
steel wheels are furnished as regular 
equipment. Other types of wheels can 
be furnished if desired. The truck 
is designed for nominal loads of 500 
pounds, but will carry loads in excess 
of this, though it would be more dif- 
ficult to move with loads greater than 
500 pounds because of the small wheels 
used to give low height to the plat- 
form. The truck weighs 100 pounds. 

The Hisey-Wolf Machine Co., Colerain 
& Marshall avenues, Camp Washing- 
ton, Cincinnati, is manufacturing three 
new types of vertical spindle grinders— 

one with dou- 
a ; —_ ble slide ad- 
justment, an- 
other with 
single hori- 
zontal slide 
adjustment 
and a third 
with single 
vertical slide 
a dj ustment. 
T he _ verti- 
cal spindle 
grinder with 
double slide 
adjustment is 
illustrated 
herewith. 
These ma- 
constructed for 
thrust grinding with the spindle in 
horizontal position, or with grinding 
wheel swung down at any angle. Bear- 
ings are constantly lubricated in an oil 
bath and fully enclosed in leak-proof 
chambers, it is stated. When used in 
connection with a boring mill, many 
internal and surface grinding jobs can 
be done with the same setting. The 
three types are made in 1, 2 and 5 hp. 
sizes for alternating current, and in 
3 hp. for direct current. 

Division Smelting & Refining Co., 
836 West Kinzie street, Chicago, man- 
ufacturer of Divco mill bearing bab- 
bitt and bar solders, is now mak- 
ing Divco wire solder. The company 
will supply wire solder on all sizes of 
spools. It will also add a complete 
line of acid and rosin core wire solder. 

Ideal Commuttator Dresser Co., Syea- 





chines are 


primarily 


more, Ill., has made several improve- 
ments in the Ideal hand _ portable 
blower which it manufactures. Two 
models of this blower are made—the 
“Giant” and ‘“Super-Giant.” The 
“Super-Giant” is equipped with a full 
1/3-hp. air-cooled Universal motor for 
voltages from 100 to 275, and incorpo- 
rates a new development in armature 
winding, which, it is claimed, makes 
possible greater power and durability. 
The new edition of the “Giant” model 
is made of the same materials as the 
“Super Giant” and has the same speci- 
fications, except for the motor, which 
is 205 watt and which can be supplied 
for from 382 to 275 volts. Both models 
can be changed to a vacuum cleaner 








by the addition of a few extra parts. 
These attachments have been made for 
a variety of purposes, including long 
tubes to reach high places, floor nozzles 
for office cleaning, and 
parts. 

The Electric Sprayit Company, South 
Bend, Ind., is introducing a new ro- 


other special 


tary compressor type electric “Sprayit” 
to round out its line of self-contained, 
portable electric spraying devices. This 
electric 


“Superior Model” “Sprayit” 
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= 
was designed for the application of 
paints, enameis, varnishes, lacquers 
and shellac where a fine finish is nec- 
essary, such as one coat of enamel on 
fixtures and chandeliers, or where it 
is customary to rub down between 
coats, as in automobile and fine cabinet 
work. Pressure for break-up of mate- 
rials to be applied is obtained by the 
self-contained, direct-connected rotary 
compressor, the rotor of which is 
mounted on the armature shaft of the 
motor. This three-bladed rotor is self- 
lubricated. The pressure developed in 
this new “Sprayit” is stepped up in the 
especially designed fluid tip and nozzle 
to a point sufficient to handle practi- 
cally any type of material, the manu- 
facturer states. 

Pipe Saver Corporation of America, 
Carthage, N. Y., is manufacturing a 
device for saving iron and steel pipe 
from the harmful action of steam, 
water and acids, by protecting the pipe 
ends. It consists of a piece of tubular 
metal made of an alloy that is said to 
be practically impervious to the action 
of piped materials, and is made to fit 





snugly inside the ends of pipe of any 


standard size. A flange covers the ex- 
treme end of the pipe and threads into 
the coupling, so that the pipe ends are 
completely reinforced by the “pipe- 





saver” lining. This new device is in- 
tended for use in all installations of 
new pipe, and where pipe is being re- 
placed. The “pipe-savers” are easily 
inserted. After the pipe is reamed, the 
‘“nipe-saver” is dipped in oil and then 
inserted in the end of the pipe, and 
seated by placing a block of wood flat 
against the flange and striking with a 
hammer. The “pipe-saver’” has a side 
expansion which the company states 
insures perfect fit and permanence de- 
spite variation of pipe diameters. 

The Witt 2118 
Winchell street, Cincinnati, has brought 
out the new Witt oily waste cans with 
foot operated 
covers. A 
slight pressure 
on the foot 
pedal 
the cover, 
which closes 
automatically 
when released. 
These cans are 
made of heavy 
gauge steel, 
with heavy 
steel bands at 
the top and 
bottom; double 
locked seams 
and bail or side 
carrying handles. 


Cornice Company, 


raises 











They are 
galvanized after being completed in the 


hot-dip 


black. The cans may be had with cor- 


rugated or plain bodies. The cor- 
rugated body type, illustrated here- 


with, is made in three sizes, while the 
plain body type is made in four sizes. 
These oily waste cans are also fur- 
nished with hand-operated covers in 
the same sizes, corrugated or plain. 
The Buck: ye Products Co., 7020-34 
Carthage avenue, Cincinnati, is now 
manufacturing “Linseal’”’ asbestos fur- 
nace cement and “Linseal”’ 
stove putty. The former is a plastic 
asbestos cement for furnaces, 
ranges, heaters, etc.—a plastic iron- 
gray paste, said to be odorless and to 
prevent smoke, gas and from 
escaping into a room or oven, and to be 
fire and acid proof. 


asbestos 


stoves, 


odors 


It is so composed 
that it hardens like adamant when heat 
is applied. ‘Linseal” stove putty is a 
compound of fibre, oil and 
pigment, said to harden into a tough, 
permanent packing as soon as applied 
to joints. It is especially adapted for 
use on stoves, ranges, heaters and hot 
water and steam boilers. 

Wappat 


asbestos 


7522-26 


Gear Vorks, Tne., 
Meade St., Pittsburgh, is now manufac- 
turing the new “Little Alta” electric 
hand saw, the latest addition to the 
“Alta” line of portable electric tools. 
This new tool, which has a cutting ¢a- 
pacity of 2 inches, requires only one 
hand to operate and may be used in 
any position, it is said. The lower 
safety guard, completely enclosing the 
saw blade, opens gradually by tele- 
scoping into the upper guard as the 
saw is pushed into the material, and 
immediately snaps shut as the cut is 


finished. The new saw is built in three 
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Distributor 


lOOS°. Ask 


any of our Distributors. 


satistactory service. 
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MONARCH METAL COMPANY wards, 
119 South Lincoln Street Chicago 


Manufacturers of MONARCH BALL the “Steel Process Babbitt,” 
and QUAKER METAL, the “Ladle Bronze.” 
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This is the Clayton & Lambert 
No. 60 firepot with plumber's 
shield. Tank capacity one gallon 
of gasoline. Burns six hours full 
apacity without refilling The 
shield can be detached, and the 
handle locked, so that coppers 
ean easily be heated 
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models—for plain square cutting, bevel 
cutting and with adjustable dado cut- 
ter for grooving. On all models the 
shoe is adjustable vertically, making it 
possible to set the saw to cut any re- 





The “Little Alta” 
kinds of 


quired depth. 
signed to cut all 
metals, Bakelite, fibre and various sim- 
ilar materials used in building and man- 


is de- 
wood, soft 


ufacturing. A high-speed universal 
motor, fan-cooled and mounted on ball 
bearings, furnishes the power and 
shoots a blast of air to the front of the 
saw, thus clearing sawdust away. A 
double-pole, non-arce switch is mounted 
in the handle. A table, 16 
inches by 26 inches by 11 inches high, 
can be furnished. The bevel cutting 
model is illustrated herewith. The Wap- 
pat Gear Works, Inc., announces it has 


steel saw 


withdrawn from the gear business and 
is now devoting its entire plant and 
resources to the manufacture and mar- 
keting of the ‘“‘Alta” line of tools. 
Roge rs € Company, 


Ave., Buffalo, 


Samuel C 
205 Dutton 
a new 
chuck 
grinders. 


191- 
announce 
grinding wheel 
their new knife 
is so constructed 


style 


segment 
used on one of 
The chuck 





that it can be used on face and surface 
grinders of any make. It is 14 inches 
in diameter, with eight segments, each 
{x4x114 inches, mounted in a machined 
chuck with adjustable parts for hold- 
ing and replacing the segments. These 
parts consist of the inner ring of the 
chuck and two sets of clamping wedges. 
When the segments are worn half-way 
down, the cutter wedges and inner ring 
are removed, and use of the wheel con- 
tinued until the 
pletely used up. 


segments are 
Then the last row of 
clamping wedges are loosened, the butts 
of the segments removed, new ones in- 
serted and both rows of clamping 
wedges replaced. The wheel is_ pro- 
tected by a guard, adjustable to con- 
form with the 
The 


com- 


wearing of the 
complete 


seg- 


ments. weight of the 


UPPILIUES 








chuck, with segments, is about 60 
pounds. It is made in six standard 
12, 14, 16, 18, 20 and 22 inches. 

Clipper Belt) Lacer Company, 974- 
1042 Front avenue, north-west, Grand 
Rapids, Mich., announces that its new 
10-inch, open-end Clipper belt cutter is 
now ready for delivery. With a slight 
pressure on the handle, this new cutter 
will cut and square any make of belt- 
ing up to and including 10 
width, it is stated. 


sizes 


inches in 
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National Tirhe Company, 


ing’, 


Frick build- 
Pittsburgh, has issued a_ booklet, 
““Added Years to Pipe Life,” which is 
a brief value of 
scale free pipe in the prevention and 
retardation of corrosion. 


consideration of the 


Tie Swartwout Company, 18511 
clid avenue, Cleveland, is out with a 
circular, ‘When Summer Heat Beats 
Down,” which cites the advantages 
claimed for Swartwout rotary _ ball 
bearing ventilators in the promotion of 
better places to work. 

Co., 336-352 Garfield ave- 
nue, Jersey City, N. J., has issued Bul- 
letin No. 91-L from its general 
logue, describing — briefly 
barrel, drum and keg racks. 


Eu- 


J 
Revolvatoi 


cata- 
Revolvator 
The bul- 


letin, which consists of 4 pages, con- 
tains illustrations and is perforated 
for filing. 

Morse Chain Co., Ithaca, N. Y., has 


recently issued a data book on its “si- 
lent chain drives.” This booklet, 
Which consists of 88 pages and cover, 
contains much engineering information 
regarding the company’s products, and 
has many data and price tables. 
Trico Fuse Mfg. Co., 1009 McKinley 
avenue, Milwaukee, is out with a folder, 
known as Bulletin 206-B, on its “‘pow- 
der-packed” renewable fuses, and con- 
taining engineering 
matter and prices. 


data, descriptive 

Link-Belt Co., Chicago, Indianapolis 
and Philadelphia, has 
catalogue No. 500. 


issued general 
It consists of 1,088 
pages and covers the complete chain, 
sprocket, power transmission, elevating 
and conveying and engineering § di- 
visions of the company’s business. En- 
gineering data and list prices are pro- 
vided. 

Sterling Siren Fire 
56 Allen street, Rochester, has issued a 
booklet entitled, “101 Uses for the Ster- 
ling Siren.” This booklet shows the 
uses to which the various num- 


Alarm Co., Ine., 


many 
bers in the line may be adapted in the 
industrial field. It contains de- 
-criptions and prices and is completely 
illustrated. 


also 


Richards-Wileox Manufacturing Com 
pany, Aurora, Ill., is issuing its new 
garage door catalogue, No. 55. The 
complete R-W line of garage doors and 
and 
described 


hardware, door bolts 


guides, 


floor 
illus- 


locks, 


etc., 1s and 


trated. The complete sets of hardware 

have been simplified, so that the partic- . 
ular set needed can be chosen by a sim- 

ple catalogue number. The book also 

contains information for the architect, 

contractor and dealer, and 
169 pages. 


consists of 


Owweld Acetylene Company, 
12nd street, New York, has issued a 
new catalogue describing products 
manufactured by the company, includ- 
ing welding and cutting equipment and 
generators for the production = of 
acetylene. New items described in the 
catalogue are the new type C-14 cut- 
ting blowpipe, Carbic portable low- 
pressure acetylene generators and Car- 
bic floodlights. The booklet measures 
9 by 6 inches in dimensions, contains 
56 pages and cover, and is illustrated. 

SS. G. 
general office and works in 


30 East 


Taylor Chain Company, with 
Hammond, 
Ind., has issued a revised blue print, 
No. B, containing useful data relative 
to safe working loads on Taylor-Mesaba 
double sling chains when used at vari- 
ous angles. The blue print also con- 
tains suggestions regarding the proper 
uses of chain. The company states that 
chain is often misused when applied to 
sling work, and that the print is there- 
fore of value to anyone using sling or 
crane chain. The print is 15 by 21 
inches, and can be conveniently posted 
in the shop or on safety bulletin boards. 

The Oster Mfg. Co., 2068 East 61st 
place, Cleveland, has recently published 
a very complete booklet on “selling 
pipe machines through the ability to 
meet common objections” on the part 
of the prospect. The booklet was pre- 
pared particularly as an aid to the 
distributor’s salesmen. It contains 
twelve pages of questions and answers, 
dealing with both general and specific 
objections, and in some cases as many 
as eleven answers are given to each 
objection the prospect might bring up. 
The booklet will slip conveniently into 
the salesman’s inside pocket with one 


folding. The company announces it 
will send a copy of the booklet free 
to every distributor’s salesman who 


whether the 
handles the 


desires one, regardless of 
company he 
Oster line or 

The Josai Manufacturing Co., Mich- 
igan City, Ind., has issued catalogue G 


represents 


not. 


en its Josam drains, open seat swing 
check valves, open seat back water 
sewer valves, combination closet fit- 


tings and bends with cast closed end, 
and Josam-Marsh grease, plaster and 
hair interceptors. It contains descrip- 
tions, recommended uses and sizes and 
weights of each product, and price and 
specification There are more 
than 100 illustrations, including photo- 
graphs and detailed drawings, and three 
indexes—illustrated, alphabetical and 
numerical. One of the features of the 
catalogue is a chart of 


tables. 


strainers for 
There is also an ex- 
double drainage 
showing 


drains. 
planation of 
drains, with 


Josam 
Josam 
pictures opera- 
tion. The catalogue has 74 pages. 


































































































PULL QUPPLIES 

































Distinct and 


water level 


A Moncrieff Gauge Glass shows 
water levels distinctly and ac 
curately. It is a glass that com 
bines toughness and clearness to 
a remarkable degree. 

The name Moncrietf is also an 
indicator. When an_ engineer 
sees it on a gauge glass, he knows 
he is getting a glass of known 
worth, a glass of 75 years good 
reputation, the only 


Scotch made gauge glass. 


genuine 


Use the gauge glass guide at the 
right to advise your customers. 


JENKINS BROS. 
Sol l S \ger r MONCRIEI 





accurate 
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MONCRIEFF 
SCOTCH GAUGE 
GLASSES ARE: 


Perth 


for steam pressures 
up to 150 pounds. 


Unific 


for steam pressures 
up to 500 pounds. 


Monamel 


having a super-im- 
posed red _ stripe 
to emphasize the 
water line. 
For steam pressures 
to 250 pounds. 


Beacon Red 


an enameled glass 
with red indicator 
line for steam pres- 
sures to 150 
pounds. 


Prismatic Glasses 
Gauge Glass 
Strips 
Protector Slides 








The 

“VERITAS” 
WHEEL 

DRESSER 


Made in 


Sweden 








SAFE 
SIMPLE 
EFFECTIVE 
EASILY 
RENEWABLE 
MOST ECONOMICAL 


The “WERITAS” Grinding Wheel Dresser meets all the 
requirements of a tool for the general dressing and truing 
up of emery, carborundum and other grinding wheels. 
shaped 
teeth which keep their sharpness until they are completely 


eye 


The roll consists of hardened steel plates with U 


worn out. The spindle is provided with a lubricating 


cap. 
We carry a full line of circular files and torches 


Write for catalogue 


SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 
107-109 Lafayette St., New York, N. Y. 
Seattle, Wash. 


Minneapolis, Minn. Montreal, Can. 




















Equally efficient for 


easy or hard work; un- 
der clean or dirty con- 
ditions. Stand gruel- 
ling punishment. Give 
longer service, dollar 
for dollar than any 
other clutch made. 
Your customer de- 
serves the best. See 
that he gets an 
“M&W” the next time 


you sell him a clutch 





“Moore & White’”’ 


FRICTION 
CLUTCHES 


Most in demand 
250,000 in use 











MADE IN 
FOUR STYLES 


1. Standard 

2. High speed 
3. Double disc 
4. Sleeve type 


Catalogs on 
request 


THE MOORE & WHITE CO. 


2711 North 15th Street 
Philadelphia, Pa. 




















“CHASE” 


Trailers 
for every 
purpose 


4 
' 
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T-LL Trailer 





THE CHASE FOUNDRY & MFG. CO. 
Columbus, O. 
Ask for Catalogue No. 300 
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(Obituary ) 


J. A. Bramhall 
J. A. Bramhall, one of the owners 
of the Iowa Machinery & Supply Co., 
Des Moines, Iowa, distributor of ma- 
‘hinery, mill and allied supplies, died 
Wednesday, August 15th, from heart 





trouble. Deceased was 58 years old. 


Frank W. Goodrich 

Frank W. Goodrich, who had been 
plant superintendent for the Graton & 
Knight Co., Worcester, Mass., for the 
last 20 years, died August 10th, in his 
home in Worcester. Mr. Goodrich, who 
was 56 years of age, had been with the 
Graton & Knight Co. for 40 years. 


V. S. Yarnall 

V.S. Yarnall, for the last four years 
assistant to the president of the Ames 
Shovel & Tool Co., died quite re- 
cently at the age of 62 years. Mr. 
Yarnall was for a number of years 
assistant to the president of the 
Ludlum Steel Co., and was at one time 
with the Carnegie Steel Co. Deceased 
was a member of the Boston chapter 
of the American Society for Steel 
Treating. 


Benjamin Thurston 

Benjamin Thurston, general superin- 
tendent of the American Screw Co., 
Providence, R. I., died in 3oston, Au- 
gust 3rd, at the age of 81 years. More 
than half a century ago Mr. Thurston 
entered the service of the American 
Screw Co. as a machinist, and worked 
his way up to the general superin- 
tendency. He was also a director of 
the company. Previous to joining the 
American Screw Co., deceased was em- 
ployed by the Brown & Sharpe Mfg. 
Co., also of Providence. 


Joseph Dayton Bascom 
Joseph Dayton Bascom, chairman of 
the board of the Broderick & Bascom 
Rope Co., St. Louis, died in his home 
in St. Louis recently at the age of 78 
years. Mr. Bascom was born in St. 
Louis and started his career as an 
office boy, when 15 years old, later be- 
coming a bookkeeper and salesman. In 
1876, with John J. Broderick, he estab- 
lished the firm of Broderick & Bascom. 
The name was changed to the Broder- 

ick & Bascom Rope Co. in 1882. 


James B. Laughlin 

James B. Laughlin of the Jones & 
Laughlin Steel Corp., Pittsburgh, died 
August 12th in his summer home in 
Hyannis Port, Mass. Mr. Laughlin was 
64 years of age. He had retired from 
active business because of ill health. 
but was a director and member of the 
executive committee of the Jones & 
Laughlin Steel Corp. He was formerly 
treasurer of the company. 
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Filled from the TOP 


For greater safety! 














SUPERIOR 
PRODUCTS 
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No. 41 
DREADNAUGHT 


The finest general 
utility torch on 
the market. A 
good tool for a 
good workman. 


DREADNAUGHT 


‘‘Service with Safety”’ 


Blow Torches 


DREADNAUGHTS are filled from the top for very definite 
reasons. Filling becomes a one-man job, the torch remaining 
upright without being held. Two hands are free to hold 
the filling can. Dirt cannot be washed into the tank later 
to cause burner trouble. A leak at the filler plug is quickly 
detected as it is not hidden underneath torch. And filler 
plug at top is more easily tightened. Strong, time-saving, 
convenient, safe! 


These and many other practical advantages 
can best be demonstrated by a FREE TRIAL. 
Write us today andmention your supply house. 


P. WALL MFG. SUPPLY CO. 


3126-66 Preble Avenue - Pittsburgh, Pa. 
Since 1864 
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DREADNAUGHT 


SERVICE WITH SAFETY 


BLOW TORCHES 


and FURNACES 
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6 THE POWER SHOW is a tangible 
proof that the manufacturers of power 
plant machinery and allied equipment 
have done their part. Everything that 
a power plant or an Industry could 
possibly need for up-to-date efficient 
operation in the power line is available, 
and each item is available from a 
number of sources. The last 
vestige of excuse for high power costs 
or inefficient methods in the power 
plant of today has disappeared entirely, 
regardless of whether the plant be 
large or small 


“The manufacturers, as witnessed by 
their exhibits, have met each sugges- 
tion and have provided for every 
possibility. Further responsibility rests 
squarely upon the power plant operator 
and owner 


Here is what Power said editorially last year about the National Power Show : 


‘In every line progress was shown. 
Improvements and refinements to meet 
the demand were much in evidence... 
In fact, a general picture of the progress 
and development in the power plant 
equipment field could be readily gleaned 
by a visit to the show and a study of 
the products exhibited. 


“The addition of heating, ventilating 
and refrigerating equipment, as well as 
machine tools and wood-working ap- 
paratus, added greatly to the ait 9 
and interest of the Show. 











Management International Exposition Company, largest industrial exposition organization in the world. 
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Supply Salesmen Must Call Regularly 


They Must Also Give Real Sales Talks on Items Handled if They 











Are to Sell Buyers Everything in Their Line 


RUSSELL C. DUNCAN 


President, Power Equipment Company, Minneapolis 


“I could never sell; I haven’t a bit of 
salesmanship in me.” This is what the 
principal of a large high school recently 
told me when we were discussing voca- 
tions. I took issue with him. 


a malt 


He was 
with personality, determination 
and ability—really a born salesman. 
“Mr. Smith,” I said, “you ave a sales- 
man. You have sold and you have been 
extremely successful in your selling ef- 
forts. The fact is, there is more or less 
salesmanship in everybody. It 
out when 


comes 
folks are very young. As 
children our parents asked us to do 
certain things. If they were not to our 
liking, we asked why we must obey, and 
then we would come in with salesman- 
ship. Many a good child salesman has 
convinced his mother or father that the 
command expressed by them could or 
should be changed.” 

So ran our conversation. The princi- 
pal was a married man, and so I asked 
him how it was he became engaged, 
and, of admitted he had 
“sold” himself to his wife. 

Life is chuck full of 
but we 


course, he 


salesmanship, 
of course, that some 
successful at it than 
Many a book has been written 
on the subject of salesmanship, and it 
would be difficult to delve into all 
hases of it in this article. There are 
a few points, however, I have particu- 
larly noticed about salesmen which I 
would like to discuss briefly. 

The other day there came into our 


recognize, 
folks are 
others. 


more 


office a letter from a manufacturer, 
signed by a district sales manager. 
This letter stated the company was 


having a special selling campaign the 
following month, and their salesmen 
were to receive special bonuses on all 
sales. It appealed to us to give their 
representative all possible business so 
that he would make a good showing. 
Similarly IT had a salesman once come 
to me and ask if we wouldn’t “please” 
give him business. We had 
known each other a long time. He was 
a nice fellow, and had some good lines, 


some 





but he never talked thein. He had made 
several calls and had “passed the time 
of day,” so to speak, but never once had 
he emphasized the items he handled. 
These two examples point out one 
thing in particular: A salesman should 
first of all sell his products, and, alone 








RUSSELL C. DUNCAN 


with them, the buyer’s confidence in 
him. If the buyer feels he has been 
treated right, he will like the salesman 
and want to give him business. 

Some salesmen have the belief they 
“stand in” so well with certain of their 
customers that regular calls are un- 
necessary. They believe the buyer will 
send them orders for everything in their 
line he needs. This is not an egotistical 
attitude on the part of the salesman. 
Invariably he knows how he stands with 
the buyer, and undoubtedly Mr. Buyer 
has sometimes led him to believe he will 
receive all the company’s business—but 
will he? Unless the salesman is calling 
regularly on that buyer, how is the lat- 
ter going to know just what the sales- 


man has to offer? The catalogue, if 
one is issued, may assist the salesman 
when he is not on the job, but the 
buyer is not going to have a mental 
picture of every item handled. 

No, sir; it is up to the salesman to 
call regularly—and then not simply 
pass a few friendly remarks, but make 
it a point to actually give Mr. Buyer 
a few minutes of good hard sales talk 
on certain of the items handled. If 
the salesman touches on something dif- 
ferent every time, some day he will 
really secure ‘‘everything in his line” 
from the buyer. 

The mill supply business today needs 
something more than order takers. It 
demands men who ¢an fight for every 
last dollar’s worth of business the buy- 
ers have to give. Are the men who are 
succeeding as salesmen lying down be- 
cause the buyer says the price is too 
high? No; the real red-blooded, hon- 
est-to-goodness salesmen are finding out 
in a tactful way just how much higher 
their price is than the competitor’s, and 
then Mr. Buyer is given ‘‘both barrels.” 
He is told there is a reason for the dif- 
ference, and is shown just what that 
ditference is. 

This type of selling requires knowl- 
edge and confidence in what is being 
sold, and, coupled with that, rea! de- 
termination on the part of the salesman 
to show his house that he is something 
more than just an order taker. 


New Wants Arising 
Salesmen Should Keep This Thought 
Constantly Before Them 
“Let a few flat turn-downs hit us 
and much as we may summon common 
sense arguments to the contrary, the 
conviction that there isn’t any market 
for what we are trying to sell, will 
swoop down on us,” states Sales Talks, 
published by the Penberthy Injector 
Co. in the interests of its distributors 

and their salesmen. 
“But the big fact is that wants are 
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in the making every hour of the day. 
That is the great inspirational fact of 
Keep that fact before you 
Picture those wants that 


sales work. 
all the time. 
are in the making and that are com- 
ing to a head, as reasons for hustling 
that you to 
keep on the move. 


make it imperative for 


“That wants are continually in the 
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making means that opportunities are 
continually ripening. The good genie 
who creates the want conditions that 
make sales possible, is working over- 
time in our behalf. Let’s do our part 
by getting around to servicing the new 
wants he continually develops for us, 
instead of nullifying his good work by 
letting a few turn-downs discourage 
Ns. 


enefits of Sales Meetings 


Chicago Distributor, Strong Believer in the Weekly 
Session. Cites Instance of Its Value 


Is the weekly meeting of the sales 
force of a supply house of any real 
value? Are any direct results trace- 


able to talks given by manufacturers’ 
representatives on their products and 


to general discussions of these prod- 
ucts? 
There may be some skeptics among 


supply salesmen who will say no—and 
these same fellows are the kind who at 
tend such meetings because they have 
to, and make no effort to benefit them- 
selves or offer constructive suggestions 
for the conduct of the meetings. The 
majority of salesmen, however, un- 
doubtedly see value in these sessions, 
and most of them could probably cite 
many individual instances to prove the 
benefits that accrue from them. 

Among the many houses which _ be- 
lieve in weekly sales meetings and see 
direct beneficial results from them is a 
leading Chicago company. 

“Not long ago we had a sales meet- 
ing, at which the representative of a 
manufacturer of welding outfits ad- 
said the presi- 
dent of the company. “A few days later 
one of the boys came to me, and said 
he had made a sale of welding equip- 
ment which he would not have been 
able to make had it not been for the 
talk the manufacturer’s representative 


dressed the sales force,” 


gave. The salesman had been asked 
a question he had never been asked 
before, and he would never have been 


able to answer it had it not been for 
what he learned at the meeting.” 

Every Saturday the company’s sales 
force gathers for a meeting, and prac- 
tically every week a representative of 
some manufacturer is on hand to dis- 
cuss his company’s product. The com- 
pany does not pick out a few outstand- 
ing lines for these discussions (although 
salesmen are urged to push lines car 
rying a good profit). A variety of 
products are discussed, with the end in 
view that the salesmen may have suffi- 
cient knowledge of their lines to be able 
to answer any question that is likely 
to be asked them in the course of their 
work. 

The head of this house regards as ob- 
solete the theory held by some _ busi- 
ness men that it is largely in buying 
that a company makes its profits. He 


firmly believes the success of a house 


rests largely in selling, and that at the 
bottom of sales success is knowledge of 
the lines handled. He was originally a 
civil engineer, but eventually broke into 
the selling game, and he tells an inter- 
esting incident of his early selling ca- 
reer to illustrate this latter point. 
“One of the first men I called upon 
as a salesman, was regarded as one of 
the hardest buyers in the country,” he 
said. “I remember the first call I made 
on him. I sat in his company’s office 
for a long time, trying to get up enough 
nerve to send in my card, and finally 





A Result of Sales Meetings 


went away without so doing. When I 
went back to the hotel I upbraided my- 
self, and the next morning I went back 
and sent in my card without hesitancy. 

“T found that buyer to be one of the 
finest men I have ever met. Why? Be- 
cause he asked me a lot of questions, 
and I was able to give him immediate 
answers.” 

This distributor considers ridiculous 
the argument of some business men 
that the establishment of re-sale prices 
would kill initiative. Rather, he be- 
lieves, it would increase initiative. He 
says it does not require initiative to 
cut your price under the other fellow’s, 
and there is nothing in the establish- 
ment of a re-sale price which prevents 
a supply house from getting a legiti- 
mate profit on its sales. He empha- 
sizes the fact that he does not believe 
a supply house can make money on a 
differential of less than 25 percent. 

The president keeps his finger on the 
pulse of stock movement. The com- 
pany does not use a perpetual inven- 
tory system, but, through purchase and 
sales records, it knows at all times the 
amount of stock of various items on 
hand, and frequent notations are deliv- 





ered to the chief executive. When he 
notes a certain line is not moving fast 
enough, he sends out orders to the 
sales force to concentrate on it. The 
system in use does not provide infor- 
mation as to the monetary value of 
stock on hand, except at inventory time, 
but it does give the quantity, and 
serves as a guide to keeping lines mov- 
ing, which is the end sought by the 
company. Purchases and sales are so 
regulated that each year, at inventory 
time, the company has the amount of 
stock on hand down to a desired figure. 


Think of the Future 


One of the worst mistakes a sales 
man can make is to try to go through 
with the sale of a product which he 
knows is not fitted for the customer’s 
use. Few successful businesses can be 
built on one-time orders. It’s repeat 
orders that count. If, through persu- 
asive ability, the salesman prevails 
upon the buyer to purchase an unsuit- 
able product, the latter will find it out, 
and then blooey goes any confidence he 
may have had in the salesman or his 
house. 


Different Selling Methods 


“In most countries local jobbers or 
dealers do not maintain traveling sales- 
men to the extent that is done in this 
country,” writes C. W. Keefe in an ar- 
ticle, “Walworth International Com- 
pany,” which appears in a recent issue 
of Walworth Log, published by Wal- 
worth Company. “For this reason, 
managers of the different foreign of- 
fices, where practicable, call frequently 
on engineers and buyers. At all times 
the managers keep in touch with cus- 
tomers by correspondence and circulars, 
distributed to very complete mailing 
lists. Distances between principal cities 
in some countries are so great that our 
travelers in some instances are required 
to spend as much as three days in 
traveling between cities.” 


A Bit of Psychology 

There’s no truth in the saying that 
“clothes make the man,” nevertheless 
it is a fact that a man’s personal ap- 
pearance has a great deal to do with 
his success in selling. Other qualities 
being equal, the man who presents a 
neat, business-like appearance usually 
has a better chance to make a sale 
than the one who is unkempt. There is 
a certain bit of psychology connected 
with a man’s appearance when he is 
selling. The well-dressed man gives 
the impression he has had success in 
selling his lines, and perhaps causes 
the buyer to feel his goods must have 
merit. On the other hand, when a buyer 
is approached by a salesman who is 
slovenly in appearance, he not only 
questions the salesman’s ability, but 
the quality of his line. There’s truth 
to the saying, “It pays to dress well,” 
though not necessarily expensively. 
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Know Supplies if You Wou 


ld Sell Them 


It Is a Fundamental Principle that a Salesman Must Have Knowledge 
of His Lines if He Is to be Successful 


oer 


To be conscious you are ignorant is 
the first step to knowledge,” said Dis- 
raeli. There is a law that says you 
cannot be a doctor unless you study 
medicine. There is another law that 
says you cannot be a lawyer unless 
you study law. These are laws on our 
statute books. There must be some ex- 
ceptions to them, because a few men 
seem to get to be doctors and lawyers 
of a kind without ever passing the 
state board examinations. But there 
are no exceptions to the law that pre- 
vents you from becoming a mill supply 
salesman without studying the busi- 
least that part of it which 
relates to the lines you expect to sell. 
The laws about doctors and lawyers 
are man-made laws, but the law about 
salesmanship is a fundamental 
ciple and you cannot get 
You must know mill 
are going to sell them. 

The first important thing, if you are 
to learn the business perfectly, is to 
admit you do not know it all now. And 
that, simple as it seems, is a_ hard 
thing for some salesmen to admit, even 
to themselves. 


ness, at 


prin- 
around it. 
supplies if you 


It may be conceit when a salesman 
refuses to admit to others that there 
is anything he does not know about 
mill supplies, but when he refuses to 
admit it to himself, it is folly. He may 
claim omniscience to others, and go 
right on studying the business, trying 
to learn more about it, but when he 
tells himself he knows it all, he is go- 
ing to cease trying to learn more. That 
means he has come to the stopping 
point, and there can be no stopping 
point for the salesman who wants to 
get to the top. 

KNOWLEDGE NEEDED IN COMPETITION 

We are told more small retailers fail 
because of incompetence than for lack 
of capital. Lack of capital is not a fac- 
tor in the failure of salesmen, but in- 
competence is the great factor. Men 
often fail to become good salesmen be- 
cause they do not 
they need to know. They fail to stand 
up under competition because 
they do not know enough. A salesman 
only slightly informed about his line 
may make sales to some regular buyers 


know as much as 


severe 


who need only someone to note down 
certain items and send them in. Those 
buyers could just as well order by mail 
or telephone, and they probably would 
do so if the salesman did not call. 
There is no salesmanship in selling 
them and no knowledge of the business 
needed. 

Read the advertisements of 
men Wanted,” and you will find an al- 


“Sales- 





FRANK FARRINGTON 
most universal requirement is exper- 
ience, merely another name for knowl- 
edge of the business. We think of ex- 
perience as time spent in doing the 
thing we are engaging to do. That 
simply means experience is learning by 
doing rather than by study. 

SHORT CUT TO EFFICIENCY 
The school of experience is loudly 
proclaimed for its value in teaching, 
but it is forgotten that the slowest way 
to learn is through experience. A wise 
man seeking to acquire knowledge of 
mill supplies will try to profit as much 
as possible from what others have 
learned by their experience and set 
down where he may read it and thus 

make a short cut to efficiency. 


: 














Are You “Set”’ 


for It? 


We don’t think of going out and get- 
ting ten ducks from one man and ten 
more from another man and _ lining 
them up in two rows and counting 
them to prove that ten and ten make 
twenty. That is only a simplified ex- 
ample of the advantage of learning as 
much as possible by study in order to 
save the necessity for going through it 
all personally. We take the arithmetic’s 
word for it that certain things are so, 
just as we accept the statements laid 
down in other text books. We are in- 
clined, perhaps, to be skeptical of book 


information about salesmanship _ be- 
cause salesmanship has not yet been 
long enough accepted as an_ exact 


science. It is not an exact science in the 
sense that arithmetic and geology and 
chemistry are, but it must be admitted 
that it is subject to certain well estab- 
lished rules, and he is a wise, not to 
say a shrewd salesman who accepts 
such rules as demonstrated in the ex- 
perience of others instead of insisting 
upon proving them all through personal 
experience. 

The rule-of-thumb man always scorns 
knowledge. It is hard work to 
get an old fashioned plumber to be- 
lieve a young fellow learning the trade 
can get out of a book knowledge of 


book 


better ways of doing things than the 
old timer has followed through years 
of experience. He hoots at the idea of 
anyone learning plumbing from a 
book. 

The book is not expected to teach a 
man manual dexterity. In order to be 
able to wipe a joint, he has to go out 
and wipe joints. But the book can tell 
him the different ways of doing certain 
jobs and state which is the best way 
and why, saving him the necessity for 
doing things repeatedly in all the dif- 
ferent ways in order to prove to him- 
self which way is best. 

I think we all resent the efforts of 
the fellow who thinks he knows a 
great deal and comes around and starts 
in to give us the benefit of his wisdom. 
We don’t want to admit he knows more 
than we, and we pay slight heed to his 
conversation, looking wise and _ bored 
while he talks. As a matter of fact, he 
probably does know some things we 
do not know. We could learn from him 
if we were willing to admit we have 
something to learn. 

The man who, when he has an op- 
portunity to learn, is not willing to ad- 
mit his ignorance, is allowing his pig- 
headedness to stand in the way of 
his advancement. Plenty of men are 
doing things in out-of-date and inef- 
ficient ways at unnecessary expense and 
loss of time, just they are 
stubborn. Stubbornness and _ stupidity 
may not be the same, but they are 
likely to have the same effect in holding 
men. back. 

WOULDN’T USE THE BATH TUB 

I knew an old man who opposed his 
family when they wanted to put a 
bath room in the house, and when, 
finally, the equipment was _ installed 
despite his opinions, he continued to 
take his bath every Saturday night in 
a wash-tub in the kitchen. I don’t know 
that the old man was any worse than 
the salesman who persists in trying to 
make sales by sheer flood of talk when 
it has been demonstrated to him re- 
peatedly that the better way, the way 
pronounced more effective by those who 
have studied the science of selling, is 
to give the prospect a chance to talk. 
Any man who persists in following dis- 
credited methods in any kind of work 
is showing stupidity rather than dis- 
cernment. 

The longer a man works at selling, 
the harder it becomes for him to adopt 
new methods. The harder his arteries 
get, the more set he becomes in _ his 
ways. He self-satisfied, and 
when a man becomes self-satisfied, it 
is likely he will be satisfied with 


because 


becomes 
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Your Sales Work 
Backed by Best 
Kind of 


Advertising 


SIMONDS 


Saws, Knives and Files 
have for years been sup- 
ported by constructive ad- 
vertising, which has built 
up a universal acceptance 
for these products. Dealers’ 
sales work is being backed 
by Simonds advertising in 


Saturday Evening Post 
Collier’s 

Literary Digest 
Scientific American 
Popular Science Monthly 
Machinery Papers 
Lumber Papers 

and other industrial 
journals. 


Make Simonds quality and 
advertising work for you. 


SIMONDS 


Saw and Steel Co. 


Established 1832—Fitchburg, Mass. 
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“The Mill Supply 


mighty little. Rejection of advanced 
methods just because we have not yet 
tried them ourselves marks us as old 
fashioned, like the fellow with the Sa- 
turday night bath-in-the-kitchen habit. 

When a salesman finds himself be- 
coming indifferent to improved meth- 
ods it is time for him to look for some- 
one to give him a kick to awaken him. 
David Lloyd George might have been 
talking about salesmanship when he 
said, “Indifference is the great foe. It 
is easier to let things alone than to 
bother about changing them.” It is 
easier to keep on using the same sell- 
ing methods than to trouble to learn 
new methods. 

They say you can’t teach an old dog 
new tricks, but I don’t believe it. You 
couldn’t teach a young dog new tricks 
if he would not try to learn them, 
and you can teach an old dog new 
tricks if he will try to learn them. 
The middle-aged salesman may _ not 
have as impressionable or as _ flexible 
a mind as the young man, but he ought 
to have a better realization of the im- 
portance of learning new methods. It 
may not be as easy for him to learn, 
but he ought to be the more anxious 
to try, the more willing to persist in 
trying. He ought to have a keener con- 
sciousness of his own lack of knowledge. 
He ought to, but often does not, be- 


Salesman’”’ Section 


cause, along with the advantages that 
come with advanced years, there fre- 
quently comes the unwillingness to ad- 
mit there is anything more to learn. 

Truly great men, whether men of 
business or men of other occupations, 
never cease learning, never cease being 
truly anxious to learn. It is said that 
Michael Angelo at ninety years of age 
and blind was studying anatomy in 
order to perfect the knowledge upon 
which his ability as a sculptor was in a 
great degree dependent. Noah, they 
say, was six hundred years old before 
he learned how to build an ark, and it 
is a matter of record that he learned 
how then and built the best ark ever 
built. 

Plenty of men who have been failures 
at forty because of lack of knowledge, 
have learned how and become success- 
ful at sixty. That was possible because 
they were forcibly compelled to come 
to the conclusion that they were short 
of knowledge. Their failure was no 
theory. It was actual and it had to be 
admitted. It meant they must neces- 
sarily learn more in order to succeed 
and they had the moral courage to 
face the fact, own their mistakes and 
the ignorance that caused them, and 
then go ahead and learn how to suc- 
ced. 


Victory in the Fifteenth 


Story of a Baseball Game That Carries a Striking 
Lesson for the Mill Supply Salesman 


“Well, boys, this is a free and open 
meeting,” said John Rosey, sales super- 
visor of the Milner Supply Co., as he 
informally called the regular Saturday 
noon meeting of the sales force to 
order, settled back comfortably in his 
chair and lit his favorite pipe. “I’ve 
been doing lots of taking lately and my 
tongue needs a rest. Beside we haven't 
a manufacturer’s representative here 








Keep Pounding At It 


today. Therefore, it’s up to you boys 
to keep things moving. If you have 
anything on your mind, speak up.” 
“Say, John, I was out to a good 
ball game the other day, and it gave 
me one or two thoughts, if you’d like 





to have me express them,” said one 
of the older men of the force. 

“Fire away, Harry,” said John. 
“That’s what we want.” 

“Well, it was a wonderful game,” 
said Harry. “Went fifteen innings, with 
the home team finally winning, 5 to 4. 
Our boys got off to a three-run lead 
early in the game, but later on in the 
battle the visiting sluggers got going, 
and when the last half of the eighth 
rolled along they had forged to the 
front, with the score 4 to 3. Our man- 
ager sent a pinch hitter up, and he 
came through beautifully, pounding a 
two-bagger against the left field wall, 
and trotting home shortly afterward 
on somebody else’s hit. Then the strug- 
gle went on, with both teams threaten- 
ing to score, but nobody getting across 
the home plate. The first batter up 
in the fifteenth for the home team 
walked, I believe, and then our captain 
poled a two sacker out to left-center 
and the other player dashed home with 
the winning run. 

“Our fellows should have won the 
game hands down, if figures count for 
anything. I believe they outhit the 
visitors almost two to one and left a 


lot more men on the sacks, but some- 
how or other they didn’t seem to have 
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“The Mill Supply Salesman” Section 


the punch to put over the victory 
until the fifteenth. 

“It certainly was 
the way they kept battling, however. 
A faint hearted crew would have 
wilted, after they thought they had the 
‘big guns’ of the circuit stopped and 
then the latter came through with two 
rallies. But the locals stuck to their 
guns and finally won out. 

“The thought I the game 
that that a 
good supply house, like the home team 
that day, has 
lines, 


inspiring to me 


had about 


applies to business was 
every reason for winning 


good excellent service, and 
all—but sometimes it seems extremely 
difficult to put across the ‘winning run.’ 
Maybe the other fellow cuts 


maybe he advances 


prices, 
arguments. that 
convince the prospect his house is bet- 
ter to deal with than is yours. Maybe 
he gets one order or several orders, but 
if the good supply house’s 
have the real ‘stuff’—knowledge of 
their ability to present 
it, energy, stick-to-it- 
they will 


salesmen 


lines and 
courage and 
iveness in the end 
victorious. 


emerge 


“Some of you fellows might check 
that the visiting team 
known to be better than the 
Ill] admit that—it usually 
that particular day it 
wasn’t. On the other hand, the sup- 
ply house and _ its 


me up and say 
is well 


home team. 
is. But on 


must be 

Maybe 
victorious day, 
but if the house and its salesmen have 


salesmen 
best every day of the year. 
every day won’t be a 
the ‘stuff,’ and use it, the season’s aver- 
age will be much higher than that of 
the poorer house.” 

“A very thought,” said Old 
John Rosey enthusiastically as Harry 
finished his story. 


good 


“By the way,” he said, as he glanced 
around the room = and 


story had had a 


saw 


Harry’s 


rood effect on the 


other salesmen. “I read about that 
game. Hadn’t the fellow who drove in 
the winning run been hitting con- 
sistently all day?” 

“Yes,” replied Harry. “He got four 


hits, T believe.” 

“Well,” said John, “I believe there’s 
another thought for salesmen. This 
man had walked to the plate three 
times and delivered. Yet, despite his 
batting, his team had not been able to 
put over the winning run. Never-the- 
less, he kept doing his level best, never 
letting up for a minute, and in the 
end his courage and determination 
paid. He went up to the plate in the 
fifteenth dead set to 
ciding wallop if it 
sible, and he did it. 


“Fellows, 


deliver the de- 


Was any Way )pos- 


salesmanship demands just 


the same kind of determination and 
courage that is often needed in ath 
letics. The real athlete will not. let 


upsets discourage him. He will accept 
them calmly, but with a determination 
to keep plugging away to the last ditch. 
As has been said aptly time and time 
again, the path to success is not strewn 


with The salesman will meet 
mean obstacles all along the line, but 
he must not allow that to deter him 
in his efforts. Plug on and on. Know 
your know your house and its 
service, work hard and never give up, 
and in the end you will be victorious.” 
“Just one minute, John,” said an- 
other of the salesmen as Mr. Rosey 
made as if to change the subject. ““These 
good talks made me think of some- 
thing. You remember the Burley deal 
where that new plant I was working 
on so long finally bought a big order 
of stuff from one of our competitors 
simply because of attractive prices? 
“Well, I dropped in there this morn- 
ing, and Ford, their purchasing agent, 
indicated we would get 


roses. 


lines, 


a good order 
from them pretty soon. It seems that 
some of the competitor’s stuff has not 
stood up, and they have had to do a 
lot of servicing, and, in fact, have had 
to replace some of the goods. Finally, 
as they saw their profits on the sale 
ebbing away (for the profits weren’t 
any too great originally), they began to 
get cranky, so 


them 


Ford is all fed up on 
though he admits he was largely 
to blame for buying on price alone.” 


When Milk Is Spilled 
One of the worst handicaps a sales- 
man can have is that of becoming 
depressed over the success of his com- 
petitor. Naturally no 
likes te lose a 


real salesman 
sale, but he who has 
not done so either has no competition 
or he is one among the very many. 
When you lose a sale, study the con- 
ditions and try to analyze why you 
lost it. If it was through some fault 
of your own, try to eliminate the error 
in your future work, then forget the 
incident so far as worrying is 
with 
with renewed determination. 
man 


con- 
your. work 
When a 
is laboring under depression be- 
cause of upset, he cannot 
work with complete ef- 
likely to add to his 


cerned, and zo on 


some 
sibly do his 
ficiency, and is 


pos- 


troubles. Crying over spilled = milk 
won’t help anyone. 
Don’t Fail to Read It 
The salesman will do well to read 


regularly the business 
newspaper, to see if 


news in his 
there is any in- 
which will 

The gen- 
news of the world, the sporting 
page and the cartoons and other feat- 
ures have a useful function in helping 
to “start the day right,” but the busi- 
ness should not be 
Any buyer is 


formation he can secure 
help him in his sales talks. 


eral 


section neglected. 
interested in 


dealing with the salesman who has a 


thinking 


business conditions and 
can talk intelligently concerning them. 
Incidentally, the salesman should read 
thoroughly the magazine of 
his field in order that he may keep in 
touch with conditions “close at home.” 


good grasp of 


business 



























































CONVEYOR | 


AND 
ELEVATOR 
BELTS 
ARE NO 
EXCEPTION! 


When it comes to belt joining 

Crescent Belt Fasteners will 
give the same permanent and 
Satisfactory service on Con- 
veyor and Elevator belts that 


they 


give on Transmission 


helts 





The User Writes of the Above 
Crescent Joined Belt 


“Our 40” belt conveyor from the 
No. 24 IX Crusher to screens, the 
belt was installed January 1st of 


last ear, since which time it 


crushed 


carried 1,052,612 tons of 
limestone up to May st 
This belt is 480 feet long, 40-inch 
io ply, with 74-inch top cover and 
éy-inch bottom body of 
32 oz. duck Ihe head pulley is 
oo-inch diameter, tail pulley 42- 
inch diameter, and the center to 
center distance 222 feet 8-inch 
minute.” 


cover, 


belt speed 225 tC per 


CRESCENT BELT 
FASTENER CO. 


247 PARK AVENUE, NEW YORK,N. Y. 


CRESCENT 
BELT FASTENERS 






































Machine Bolts 
Carriage Bolts 
Plow Bolts 
Step Bolts 
Lag Screws 





‘“SUPERIOR’’ 
Cap Screws and Bolts 
for 


Quality and Service 


Specials 


Everyone can DEPEND on “‘Superior’’ products. —_ Sink Bolts 
Ask those who use them. 


| 


( 


ah 





‘ANN a4 


Stove Bolts 
Stove Rods 


Tire Bolts 


The Superior Screw and Bolt Mfg. Co. 


Cleveland, Ohio 


New York—290 Hudson St. (also export office) 
Chicago—707 W. Van Buren St. 


St. Louis, Mo.—318 Planters Bldg. 
Detroit, Mich.—3-216 General Motors Bldg. 


WAREHOUSES 


Newark, N. J.—15 Kirk Place 


Chicago—707 W. Van Buren St. 



















ESTABLISHED 1874 


CLEVELAND, OHIO 





Reniitinty. for more than "fifty years in the 


manufacture of all kinds of brushes for the | 


industrial trade. 


WIRE 
BUFFING BRUSHES 





This is one of our lines 
of Wire Wheel Brushes. 


GLASS BODY OILERS 


Oil Gauges 
Grease & Oil Cups 
Lubricators 


Air & Drain Cocks 
Brass Pipe Fittings 
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a This type is made from 
= 4 to8inchin diameter 
and for economical and 


Cylinder Cocks 

















guaranteed. 


Ne invite your inquiries and are eager to demonstrate just what 
HEROL D SERVIC E means in satisfying your requirements for 


ushes of all kinds. 


THE HEROLD BROTHERS CO. 


ESTABLISHED 1874 


1104 West 9t* St. 


efficient service is with- 
out equal for use on 
flexible shaft and port- 
able buffingequipment. 
Perfect satisfaction is 


Cleveland, O. 








Water Gauges 





GENERAL BRASS COMPANY 


Successor to 


The McRae & Roberts Co. 
Michigan Lubricator Company 
Standard-Peninsular Brass Works 


100-146 South Campbell Avenue 
DETROIT, MICHIGAN 
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Personals 





K. W. Atkins, junior vice-president 
of E. C. Atkins & Co., Indianapolis, 
manufacturer of saws, has been ap- 
pointed sales manager of the company’s 
branch at Memphis, Tenn., to fill the 
vacancy made by the death of B. M. 
Gladding. In 1918 Mr. Atkins enlisted 
in the A. E. F. and went to France, 


where he served until the close of the 





Pia We 


ATKINS 

war. When he returned he resumed his 
studies at the Sheffield Scientific School 
(Yale University), and after 
the university 
ment of 


leaving 
joined the sales depart 
the Atkins company, later be- 
coming field manager of the cross-cut 
saw department, and then head of the 
mill saw department. He is a member 
of the executive committee of the Amer- 
ican Machinery Manufacturers Associ- 
ation, and secretary of the Appalachian 
Supply Association. 

Presley Hamilton has been made dis- 
trict sales representative in charge of 
the recently established New York of- 
fice of Gears and Forgings, Inc., Cleve- 
land, Ohio, located at 149 Broadway. 
Mr. Hamilton is well known in the New 
York territory, which he has covered 
for various manufacturers for the last 
ten years. 

Clifford K. Simonds, general manager 
of the Simonds Saw and Steel Co., 
Fitchburg, Mass., has been made a di- 
rector of the International Paper Co. 

Elliott E. Van Cleef was recently 
made district sales agent in the Chi- 
cago territory for the Roller-Smith 
Company, 233 Broadway, New _ York, 
manufacturer of electrical instruments. 


Michael B. Mathley, who has been con- 
nected with the Chicago office for many 
years, will be associated with Mr. Van 
Cleef 

Edward R. Dawson, 
Clipper Belt Lacer Co., 
Mich., has joined the 
Allen Mfg. Co., Inc., 


formerly with 
Grand Rapids, 
sales staff of The 
Hartford, Conn., 





EDWARD R. DAWSON 


and will cover New York, New Jersey 
and Canada. He will devote most of 
his time to missionary work with the 
company’s salesmen, in order 
to promote the sale of Allen set and 
cap screws. 


jobbers’ 


Charles Bond, president of Charles 
Bond Company, Philadelphia, accom- 
panied by his wife and daughter, sailed 
for England, Saturday, August 11th on 
the Cunard SS Samaria. Vice Presi- 
dent John R. Grundy, of the Bond com- 
pany, sailed from New York on the 
Cunard SS Lancastria, on Friday, 
August 24th. It is probable they will 
all return to America together 
time in October 


some 


tobert Thurston Kent has been en- 
gaged by Divine Brothers Company, 
Utica, N. Y., to be manager of its sales 
and engineering departments. Mr. 
Kent is a well known engineer of in- 
ternational reputation, and is promi- 
nent in the affairs of the American So- 
ciety of Mechanical Engineers, being 
chairman of the standing committee 
on professional divisions, and former 
chairman of the management division. 
In 1924 he headed a group of scientists 
and engineers which visited Czecho- 
Slovakia at the request of that govern- 
ment. Previous to becoming affiliated 
with Divine Brothers Company, he was 
general manager of the Bridgeport 
Brass Co., Bridgeport, Conn., and for 





several years before that was super- 
intendent of prison industries of New 
York. Howard E. Boardman, Mr. 
Kent’s predecessor, has resigned his po- 
sition with Divine Brothers Company 
to accept a position with a large New 
York manufacturer in a different line 
»f business. 

Thomas E. Dunn has been appointed 
works manager of the Bullard Machine 
Tool Co., Bridgeport, Conn. Mr. Dunn’s 
advancement to this office comes after 
a period of service with the company 





DUNN 


wah a 
THOMAS E. 


when he entered the 
organization as night superintendent 
of the Bullard Engineering Works, 
which company was then working on 
the United States government army ar- 
tillery contract for the manufacture of 
the 155 millimeter field rifle. Follow- 
ing the armistice. he was made assist- 
ant production manager of The Bullard 
Machine Tool Company in recognition 
of the signal service rendered during 
the war days. In 1921 he was advanced 
to the office of production manage, and 
in 1922 became assistant works man- 
ager, which position he held until his 
present appointment. 

William M. Henry was_ recently 
elected president of the Oswego Tool 
Co., Oswego, N. Y., to succeed his 
father, the late William J. Henry. Paul 
A. Henry. another son, has been made 
vice-president and treasurer, and C. N. 
Winfield, secretary. 

H. P. Ladds, formerly vice-president 
and general manager of the Maryland 
Bolt & Nut Co., Baltimore, is now sales 
manager of the Lake Erie Bolt & Nut 
Co., Cleveland. 


dating from 1917, 


F. J. Witchie recently resigned as su- 
perintendent of the Pierce plant of the 





































































(¢ 





1928 


September, 


PLUS 



























To Get the Right Start 
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Equip 


Get the 
>MEDA RE 
Wood Split 
PULLEY 


from Stock! 


What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 

{ Wire them—’ 
house racks and on the ears in a 
* You can always get them from 


price, at ‘‘Medart’s.”’ 
MR. SUPPLY DI 
busine jor 4 éar Ind € kn re 
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LIC} S 
’ t 4 
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Get the 


THE 
Formerl on 


General Offices pf! Works. 


1LER—We have been engaged in the 


WOOD SPLIT 


MEDART COMP 
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phone them—they’ll go off our ware- 


jiffy. 
stock, and for a fair 








PULLEY from 


stock! 


ANY 


t Pulley Co 
St. Louis, U. S. A. 


Office and Warehouse: CINCINNATI 
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The Dayton Safety Ladder en 


121-123 W. Third St. 


Cincinnati, 


DAYTON 


Safety Ladder 


Patented 

































Sold on 10 Days’ Trial 


No Stock to Carry Liberal Dealers’ Discount 
ee sail 












Every In- 
dustrial 
PlantIsa 
Good Pros- 
pect for 
This Port- 
able Blower 






Price 
$45.00 


OVER 4000 IN USE 


Think of the manufacturing plants you are calling on regularly that have 
motors, generators, switchboards, wood-working machinery, looms, knit 

ting machines, and other equipment where dirt, dust and lint quickly 
injure the delicate working parts. You can’t remove this dust efficiently 
by using rags, a broom or a duster. 


The ‘‘Marvel’’ Portable Blower 


forces DRY air into every nook and corner. 
Dust and dirt cannot accumulate if you 
use ‘“‘The Marvel.”’ It will keep your cus 
tomers’ machinery free from dust. Manu 
facturers immediately recognize the value 
of this equipment. It is easy to sell for we 
will ship a ‘“‘Marvel”’ Portable Blower on 
10 days’ Free Trial. Simply demonstrate 
it. The machine sells itself. You have no 
stock to carry. 








Write at Once for Discount 
This isa SELLING proposition, NOT an 
ORDER taking one. YOU won't get the 
business UNLESS YOUR salesmen put 
this 10 DAY TRIAL offer up to the 
plant superintendent. 


ELECTRIC BLOWER CO. Fastest seting 


portable blower 

on the market. Operates from 

352 Atlantic Avenue light socket ( etaseceken troubles 
Boston 9, Mass., U.S.A and the Fire Hazard. 


AY ERS SELEOILIN 
POWER PUMPS 
For OPEN or | 


PRESSURE 
TANK SERVICE 

















ar ke Off your ag 
it To The } 


DUMPS ~ WATER SYSTEMS — HAY TOOLS — DOOR HANGERS 











TEE. MYERS & BRO.&o. 


ASHLAND, OH1©. 


ASHLAND PUMP AND HAY TOOL WORKS 
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American Radiator Co., Buffalo, to be- 
come superintendent of the Zanesville, 
Ohio, plant of Pierce, Butler & Pierce 
Mfg. Corp., New York. Mr. Witchie 
obtained his first foundry experience 
at the Crown Iron Works and at the 
Standard Foundry Co., both of Minne- 
apolis. 

John H. Bode has resigned as presi- 
dent and general manager of The Well- 
man-Seaver-Morgan Co., Cleveland, 
and has been succeeded by George W. 
Burrell, formerly vice-president. 

Harold F. Seymour, vice-president 
of The Columbian Vise & Mfg. Com- 
pany, Cleveland, has been appointed a 
member of the advisory committee of 
the foreign commerce department of 
the United States Chamber of Com- 
merce, Washington. 

W. O. recently made 
manager of the industrial furnace de- 
partment of the Combustion Engineer- 
ing Corporation, 200 Madison avenue, 
New York. He is well known in the 
iron and steel industry. 


Renkin was 


Alexander Guttman has been ap- 
pointed chairman of a committee of 
common stockholders of the Wickwire 
Spencer Steel Co., Inc., formed to pro- 
tect their investment. 

Phelps Ingersoll, well known in the 
New York territory, is now general 
manager of Wilcox, Crittenden & Co 
Inc., Middletown, Conn., manufacturer 
of marine hardware. 


Wm. Jacobsen, recently associated 
with the Asbestos & Mineral Corpora- 
tion, New York, has been appointed 


sales manager of the fibre department 
of the Keasbey & Mattison Company at 
Ambler, Pa. 

Wolfgang, 


Charles x heretofore asso- 
ciated with Ford & Kendig Co., Phila- 
delphia, distributor of steam and engi- 
neering 


supplies, was recently ap- 
pointed 


manager of the Philadelphia 
branch of the Tomlinson Co., which is 
located at 3650 North Tenth street. 

A. F. Morris, for a number of years 
vice-president and sales manager of the 
Morgan Engineering Co., Alliance, 
Ohio, has been elected president of that 
company. S. F. Kallenbaugh, who has 
been in the company’s service for thirty 
years, most recently as assistant sales 
manager, has been promoted to sales 


manager. Tom J. Muir succeeds Mr. 
Kallenbaugh as assistant sales man- 


ager. 

Charles Hart, president of the Dela- 
ware River Steel Co., Chester, Pa., was 
recently elected president and director 
of the Scranton Bolt & Nut Co., Seran- 
ton, Pa., of which company Mr. Hart 
and his associates recently obtained con- 
trol. 

William Hunter, acting manager of 
the Philadelphia office of Niles-Bement- 
Pond Co. since the first of the year, 
has been made manager of the office. 
Mr. Hunter has been with the Niles 
company for a number of years. 

W. A. Ready has succeeded Alfred C. 
Howell as president of the Ames Shovel 
& Tool Co., North Easton, Mass.  Al- 
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bert H. Daggett is treasurer of the 
company, L. J. Reay assistant treas- 
urer, and N. T. Jacobs manager of 
sales. 

Don Allshouse has become advertis- 
ing manager of the Northern Equip- 
ment Co., Erie, Pa., manufacturer of 
a boiler feed control system and pump 
governors. For the past eighteen 
months he has been associated with an 
advertising agency in South Bend, Ind., 
and before that was with the publicity 
department of the Westinghouse Elec- 
tric & Mfg. Co. 

Marcus T. Donahue, who was _ re- 
cently appointed general sales manager 
of The H. C. Atkins Mfg. Co., St. Louis, 
manufacturer of pipe nipples, has been 
in the sales and manufacturing busi- 


ness for many years. In his new work 





MARCUS T. 


DONAHUE 


Mr. Donahue will have charge of the 
twelve branch sales offices of the At- 
kins company, located at various points 
in the United States. His headquarters 
will be at the main office of the com- 
pany in St. Louis. 

William A. Brecht, formerly  vice- 
president of the Hajoca Corporation, 
Philadelphia, has been 
dent, succeeding J. 
Brecht was 


elected presi- 
Harvey Borton. Mr. 
president of the Krupp 
Foundry Co. before it was merged with 
the Hajoca Corporation. 

J. F. Davison, purchasing agent of 
the Jeffrey Mfg. Co., Columbus, Ohio, 
has been made assistant general man- 
ager of that company. C. J. Leifeld is 
now in charge of the purchasing de- 
partment. 

J. B. Hamilton, until recently asso- 
ciated with Wickes Brothers, Jersey 
City, has purchased an interest in Ber- 
tolette Machine Tool Co., Jersey City, 
of which company he has been elected 
vice-president. The company has estab- 
lished a department to handle air com- 
pressors and contractors’ equipment. 

Joseph P. McGinnis, formerly super- 
intendent of the brass foundry depart- 
ment of Goulds Pumps, Ine., Seneca 
Falls, N. Y., was recently made presi- 
dent and manager of the E. R. Caldwell 
& Son Brass Co., Syracuse, N. Y. 

Andrew R. Johnson, assistant New 
York district manager for the Republic 
Iron & Steel Co., has been appointed 


assistant general sales manager in 
charge of tin plate sales, with head-. 
quarters at Youngstown, succeeding 
Avery C. Adams. Mr. Johnson was 
New York district sales manager for 
the Trumbull Steel Co. prior to its ab- 
sorption by the Republic company. 

Chauncey O. Duston, until recently 
with Chas. Millar & Son Co., Utica, N. 
Y., has been elected vice-president and 
assistant manager of the Peerless-At- 
lantic Co., 98 Broad street, Springfield, 
Mass. 





Field Notes 





In order to better serve its trade, 
the Pyrene Manufacturing Co., New- 
ark, N. J., manufacturer of Pyrene 
tire equipment and Pyrene tire chains, 
has recently established distributing 
varehouses at Houston, St. Louis, and 
Minneapolis, where stocks of Pyrene 
products will be carried. These dis- 
tributing points are in addition to its 
branches at Atlanta, Chicago, Kansas 
City, San Francisco, and main plant at 
Newark, N. J. 

Bastian-Morley Co., La Porte, Ind., 
according to announcement, has pur- 
chased a site in Los Angeles for a man- 
ufacturing branch, and as soon as the 
necessary buildings are erected, manu- 
facture of the line of gas and electric 
automatic storage water heaters which 
the company has been manufacturing 
for the past sixteen years will be un- 
dertaken there. 

Cincinnati Ball Crank Co., Cincinnati, 
has opened a district office at 10-255 
General Motors building for the dis- 
tribution of automotive parts. 

The July tournament of the Leather 
Belting Club of Chicago was held at 
Glencoe, Ill., July 27th. E. H. Ball, 
Chicago Beiting Co., won low net prize, 
while H. G. Watson, Alexander Bros., 
Inc., took the prize for low gross, and 
R. J. Veedaval, Chicago Rawhide Mfg. 
Co., won second low net. Messrs. Ball, 
Veedaval and Watson, by winning first, 
second and third low net, respectively, 
qualified to compete in the finals for 
the cup donated by Clipper Belt Lacer 
Co. As a result of making low net 
in the July tournament, Mr. Ball’s 
name will be inscribed on the cup. 
George E. Farmer, Clipper Belt Lacer 
Co., won first guest prize, winning the 
blind bogey contest, while Victor Clark, 
F. Raniville Co., won low 
guests. The consolation prize in the 
members’ tournament was awarded to 
Charles A. Steele, Page Belting Co. 

Wagner Electric Corporation, St. 
Louis, announces that A. E. Herzberg, 
manager of transformer sales division, 
was promoted on August 5rd from the 
grade of major of the United States 
army reserve to the grade of lieu 
tenant-colonel. Colonel Herzberg’s 
promotion is the latest of a series of 
rapid promotions, starting with his 
original commission as first lieutenant 
just before our country entered the 
World War. and raising him through 


gross for 
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| CLEMENTS cate 
PORTABLE BYE. QWER 


ELECTRIC 
A much needed device in every industry for removing 
dust and dirt from electric motors, machinery, stock 
bins and otherwise inaccessible places. 
Instantly convertible for suction cleaning. 
be used for spraying. 


May also 


Market hasn't 
Write for proposition. 


CLEMENTS MFG. CO., 


Oldest and largest manufacturers of Portable Electric Blowers 


A rapid seller with liberal discounts. 
been scratched. 


624 Fulton St., 
Chicago 
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CRESCENT WOOD WORKING 
MACHINES 


are efficient, practical,simple in adjustments 
and in selecting Crescent your customers 
will get equipment that is designed for en- 
durance and so rigidly constructed as to 
assure them of long continued service. 


Check over your list of Crescent printed 
matter and be prepared to quote on the 
Crescent line at every opportunity. 


THE CRESCENT 
96 Columbia Street - 


MACHINE CO. 


Leetonia, Ohio 



























SWARTWOUT 


Low Pressure Float Trap 


Large capacity 
self cleaning 
valve 





Bucket Type Steam Trap 

Steam Separators 

Return, Lifting and Vacuum Trap 
Steam Separators —Receiver Type 
Air Separator 

Cast Iron Exhaust Head 


Cast Iron Strainer 


THE SWARTWOUT COMPANY 
General Offices: 18523 Euclid Avenue, Cleveland 


Factories: Cleveland and Orrville, Ohio 
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the grades of captain and major. Col- 
onel Herzberg’s entire business career 
has been in the electrical industry, 
and his many years of varied ex- 
perience in this field made him _ ex- 
ceptionally well qualified for valuable 
service in the signal section of the 
United States army, in which division 
he was commissioned as first lieutenant 
upon completing his training course. 
The Oster Manufacturing Company, 
Cleveland, announces the recent elec- 
tion of A. S. Gould to the office of 
secretary of the company. Mr. Gould 
has been for ten years sales manager 
of the company, and it will be good 
news to his many friends in the field 
to know that he will continue to fill 
that position in addition to his new 
duties as secretary. At the same meet- 
ing of stockholders and directors, R. B. 
Tewksbury was re-elected president of 


the company, and Roger Tewksbury, 


formerly secretary, was elected vice- 
president and treasurer. 
Effective immediately, the Power 


Equipment Co., Minneapolis, will as- 
sume the name of R. C. Duncan Co. 
The change comes about only because 
of the fact that the firm has outgrown 
its former name, the material now 
handled comprising a complete line 
of heavy hardware, industrial, railroad 
and power plant supplies. The _ per- 
sonnel remains unchanged. 

A new wholesale plumbing and heat- 
ing supply house has been opened at 
1632 Meadow street, Philadelphia by 
Hugh K., Thomas M. and James C. 
Genner under the name of Genner Bros. 
Hugh K. Genner was connected with 
the Haines, Jones & Cadbury Co. for 
a number of years and later with 
Bridgman Co. Thomas M. and James 
C. Genner for the past seventeen years 
were with Fleck Bros. 


~ 


Inland Supply Co., Chicago, recently 
opened a branch at Hammond, Ind., 
which is located at 292 Indiana avenue. 
The new branch will be in charge of 
Mervin F. Davis, of the Champaign, 
Ill., branch of the company. W. E. Rus- 
sell will be Mr. Davis’ assistant. 

D. & T. Mfg. Co. has moved its gen- 
eral sales offices from St. Louis to 15-17 
South Clinton street, Chicago, accord- 
ing to an announcement from John M. 
Dougherty, president of the company. 
R. A. Campbell, who for many years 
was associated with Jas. P. Marsh & 
Co., Chicago, has been made vice-presi- 
dent and general sales manager of the 
D. & T. Mfg. Co. 

Badger Tool Co., Beloit, Wis., manu- 
facturer of grinding machines, has been 
purchased by the Covel-Hanchett Co., 
Big Rapids, Mich. All of the equip- 
ment of the Badger company will be 
moved to Big Rapids and the Badger 
line will be manufactured in the Han- 
chett plant. 

The Cedar Rapids Pump & Supply 
Co., Cedar Rapids, Iowa, and The Cen- 
tral Steel Products Co., Clinton, Iowa, 
have recently been merged as The Cen- 
tral Steel Products Co., with headquar- 
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ters in the Merchants National Bank 
building, Cedar Rapids. W.C. LaTourette 
is chairman of the board; C. A. DePue 
president; R. W. Wentzel, vice-presi- 
dent; Charles L. Kidd, secretary, and 
L. DePue, treasurer. The Cedar Rap- 
ids Pump & Supply Co. was established 
in 1885 and is one of the oldest indus- 
tries in that city. The lines manufac- 
tured by both companies will be con- 
tinued and both plants will be operated. 

Banks Hardware Co., Columbus, 
Miss., distributor of hardware and mill 
supplies, recently purchased the Mc- 
Gowan-Sherrod Hardware Co., and af- 
ter alterations, which will begin in the 
near future, will occupy part of the 
McGowan-Sherrod building. The Banks 
Hardware Co. was organized nearly 35 
years ago, and is owned by G. Y. 
R. R. Banks and J. W. Tarr. 

The Herza Tool & Die Works, 225-31 
West Illinois street, Chicago, has re- 
cently been organized and will manu- 
facture and deal in tools, dies and ma- 
chinery. Joseph T. Herza, Irene W. 
Herza and William A. Clark are the 
organizers, 

A hole in one by Mann C. Eichel, of 
Eichel & Company, Richmond, Va., on 
the 148-yard fourth of the Laurel Golf 
Club course on August 6th, featured the 
Master Plumbers and Heating Associa- 
tion golf tournament, in which the sup- 
ply men defeated the contractors after 
a hotly-contested team match of 14 to 
13. 

The Oakland Plumbing Supply Co., 
Oakland, Calif., recently purchased 30,- 
000 square feet of ground which in- 
cludes the entire block between Third 
and Fourth streets fronting on Harri- 
son, running back to a depth of 150 
feet. The company plans to build a 
reinforced concrete structure to occupy 
the entire space which will house both 
its offices and storerooms. 


3anks, 


Economy Engineering Co., 
loughby, Ohio, manufacturer of 
matic machinery for 
screws, 


Wil- 
auto- 
bolts and cap 
including combined automatic 
pointing and threading machines, has 
just completed an addition to its plant, 
which gives about fifty percent 
space for its machine shop. 
Peck Bros. & Co., New Haven, Conn., 
announces the appointment of James 
F. Murphy, 56 Arsdale Terrace, East 
Orange, N. J., to cover the New Jer- 
sey territory, and Gordon B. Coffey, 
133 Stark street, Portland, Ore., to 
cover the Pacific Northwest territory. 
The Billings & Spencer Company, 
Hartford, Conn., announces the estab- 
lishment of a New York office at Room 
1205, 71 Murray street, in charge of 
W. Roy Moore, sales manager. 


more 


Asso- 
ciated with Mr. Moore will be Robert 
C. Smith, who will be in charge of ex- 
port sales. 

The annual meeting of the American 
Manganese Producers Association will 
be held at the Mayflower Hotel, Wash- 
ington, D. C., September 10th and 11th. 
A review of the industry will be pre- 
sented at this meeting. All persons in- 
terested in the development of domestic 


manganese are expected to be present. 

R. Hoe & Co., Inc., 504 Grand street, 
New York, manufacturer of saws, files 
and bits, has purchased the former 
plant of De La Vergne Machine Co., 
fronting on East River from 137th to 
138th street, and will remodel it. Pres- 
ent business will be removed to the new 
location and new machinery will be pur- 
chased to take care of increased output. 





New Factories and Additions 





Federal Screw Works, Inc., 3401 Mar- 
tin avenue, Detroit, has awarded con- 
tract for a one-story addition, 95 x 120 
feet, to cost close to $60,000 with equip- 
ment. 

Chain Belt Co., 736 Park street, Mil- 
waukee, will build a manufacturing 
building, 104 x 150 feet, at its Orchard 
street works. 

Butler Brothers Mining Co., Nash- 
wauk, Minn., is constructing a machine 
shop and warehouse, 44 x 100 feet. 

Philadelphia Fibre Box Board Mill, 
Inc., Delaware avenue and _ Tasker 
street, Philadelphia, has awarded con- 
tract to L. Rosengarten, for a three- 
story and basement addition, 50 x 120 
feet, to cost about $35,000. 

Froiland Chain & Mfg. Co., Albany 
street, Springfield, Mass., plans to 
build a plant unit at an estimated cost 
of $25,000 with equipment. 

Austin Millwork Co., 933 North 
Cicero avenue, Chicago, has awarded 


‘ 





contract for a one-story and basement 
addition, 125 x 125 feet, to cost close to 
$50,000. 

Globes Steel Tubes Co., 1345 Burn- 
ham street, West Allis, Milwaukee, is 
starting construction work on a rolling 
mill addition, 110 x 240 feet, one-story, 
which will cost about $50,000. 

Aluminum Goods Mfg. Co., Manito- 
woc., Wis., contemplates the erection 
of an addition to its plant at Two 
Rivers, Wis., to cost $450,000. 

Belle City Malleable Iron Co., Racine, 
Wis., is erecting an addition 77 x 100 
feet, to its annealing building. 

Safety Step Ladder Co., Spokane, 
Wash., has filed plans for a new factory 
at 3301 East Sprague street. 


National Screw & Mfg. Co., 2440 
East Seventy-fifth street, Cleveland, 


has plans in progress for a new one- 
story addition, 45 x 85 feet, to cost 
close to $45,000 with equipment. 

Iron Works, Frankfort 
and Spaulding streets, Muskogee, Qkla., 
plans to build a new one-story foundry 
140 x 200 feet, which will cost about 
$35,000. 

Wilson Steel Products Co., Chicago, 
will build a one-story plant 93 x 100 
feet. 

Somerville Iron Works, Somerville, 
N. J., is building a new factory branch 
and distributing plant at Bessemer 
avenue, S. E., and Seventy-fifth street, 
Cleveland, which will cost about $75,- 
000. 


Muskogee 
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Where Records Are Kept 


A number of companies that keep careful cost 
records On belting, are using large quantities of 
Stanley Solid Woven Cotton Felting. They find it 
wiser to judge belting on the pulleys than in the 
roll or by the price list. 


Pomete Pes 








' 


























Se Prerte hehe 


Let the experience of these large users be a 
guide to you in listing and recommending Stanley 
Pelting to your trade. We will cooperate fully in 
aiding you to prove Stanley’s basic economies to 
your trade. 
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PEP EPPPPEROPEETS 


Correspondence invited 











Stanley Belting Corporation 
13 N. Jefferson St. 536 Lyons Avenue 124 Adelaide St., W 
Chicago Irvington, N. J. Toronto, Ont. 


42A Southwark St., S. E. I. 
London, England 
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Kindly send hand sample and 
prices to 
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A Complete Metal Service 
for Distributors 


We M ake Distributors selling our 


bearing metals are not re- 
quired to look to several 





—— sources to secure the differ- 

ent grades that a supply 

Nickel Genuine house must be ready to 
Metal furnish. 


Genuine Babbitt 


A giance at the list of our 
(Gov. Formula) 


products shows its com- 
Copper Hardened pleteness. Other formulas 

Metal required will be made to 
specification, enabling dis- 


Industrial Metal : : 
tributors to satisfy every 


Nos. 1, 2, 3 and 4 customer, whatever his re- 
Hardware Grades quirements may be. 
Special Formulas 
Ask for booklet, “Concerning 
Solder 


Frictionless Metals” 


Frictionless Metal Company 


1458-60 Collins Street 
ST. LOUIS, MO. 
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‘*Perfection’’ Approved 
Oily Waste Cans 


















































are a simple, inexpensive protection against dangerous oil 
fires. It is a duty you owe your trade to see that they are 
properly equipped with approved receptacles for the 
dangerous materials that collect around their shops and 
factories 











Perfection” cans are made from heavy galvanized iron, 
with self-closing, tight hinged cover that operates without 
springs. Heavy iron legs raise the can 4 inches from the 
floor. Five sizes—6, 10, 15, 25 and 4o-gallon capacity 
































Ask for Catalogue and Distributors’ Prices 


GEO. W. DIENER MFG. CO. 


400-420 N. Monticello Ave., CHICAGO, ILL., U.S. A. 





























Ball Bearing ““Best Maide”’ 


Luther Tool Grinders 


Used by: 


Schools 
Garages 
Farmers 
Barbers 
Surgeons 
Factories 
Mechanics 
Carpenters 
Pattern Makers 
Forest Service 
Cabinet Makers 
Granite Workers 





The Original and 
Reliable Swivel 
Grinder 





Pica 
CCURATE work requires high grade equipment. 


Hand power tool sharpening is done perfectly with ease on a 
Luther Best Maide Grinder. None made to equal its lasting 
qualities or construction. The finest edge tools are sharpen d 
easily by unskilled help. 

Ball bearing design; tilting frame; helical cut gears; 
attractive enamel finish. 


We Sell Through Jobbers 
LUTHER GRINDER MFG. CO. 


283 So. Water Street - - - Milwaukee, Wis. 














When 


writing to Advertisers please 





mention Mit. Supper 
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Taintor Co., Bayonne, N. J., has 
awarded contract for the construction 
of a factory building, to John W. Fer- 
guson Co., Paterson, N. J. 

American Hardware Corporation, 
New Britain, Conn., will build a new ad- 
dition, 30 x 55 feet. 

Bird Machine Co., South Walpole, 
Mass., manufacturer of paper mill ma- 
chinery, plans to build a new one-story 
addition at a cost of $30,000 with equip- 


ment. re | 
H. T. McCluskey & Sons, Inc., Grand 


avenue, New Haven, Conn., manufac- 
turer of wire cloth, 
the erection of a 
42 x 60 feet. 

H. Bettis Co., Inc., Wheeling, W. Va., 
manufacturer of wirebound | barrels, 
boxes, etc., has acquired a factory at 
Zanesville, Ohio, and will remodel for 
branch plant, to cost close to $100,000 
with machinery. 


is contemplating 


one-story addition, 


Waterbury Farrel Foundry & Ma- 
chine Co., Waterbury, Conn., is erecting 
a machine shop, which when completed 
will cost about $130,000. 

Pittsburgh Plate Glass Co., Frick 
building, Pittsburgh, is contemplating 
the erection of a four-story addition to 
plant at Clarksburg, W. Va., 105x390 
feet, to cost more than $300,000. 

Reiter Co., North avenue, Elgin, IIl., 
manufacturer of water softeners, plans 
the construction of a two-story addition 
at an estimated cost of $40,000 with 
equipment. 

Standard Steel Works, North Kansas 
City, Mo., manufacturer of sheet metal 
products, including storage and truck 
tanks for gas and oil, building 
equipment, garage and filling station 
apparatus, will erect an addition, 120x 
305 feet. 

M. S. Little Mfg. Co., 151 New Park 
avenue, Hartford, Conn., manufacture} 
of plumbing equipment and = supplies, 
plans to build a one-story addition, 50x 
120 feet, with L extension 10x50 feet, 
to be equipped as brass foundry. 


road 


Terkelsen Machine Co., 326 A street, 
Cambridge, Mass., will build a_ two- 
story addition at an estimated cost of 
$28,000 with equipment. 

Olson Brothers, Camp street, Plain- 
ville, manufacturers of 
machine products, plan to build a one- 
story addition, 26x85 feet. 


Conn., screw 


Mon- 
agricul- 


Wilder-Strong Implement Co., 
roe, Mich., manufacturer of 
tural implements, ete., is reported plan- 
ning to build a one-story addition at a 
cost of more than $30,000 with equip- 
ment. 

Acme Works, Inc., 420 South Harding 
street, manufacturer of 
aluminum products, has awarded con- 
tract for a one-story addition, 80x136 


Indianapolis, 


feet, to cost close to $25,000 with equip- 
ment. 

Interstate Iron & Steel Co., 104 South 
Michigan Chicago, will build 
a three-story transformer station, 50x 
83 feet, at a cost of about $18,000. 


avenue, 


113 





Central 
street, 


Foundry Co., 1434 Fulton 
3rooklyn, has awarded contract 
for a two-story branch storage and dis- 
tributing plant at Forest Hills, L. I., 
te cost about $40,000. 

Williams-White & Co., Moline, IIl., is 
erecting a foundry building, 90x260 
which will cost $100,000 with 
equipment. 


feet, 


Waukegan Foundry Co., Waukegan, 
Ill., plans to build a plant addition. 

Parkersburg Rig & Steel Co., Par- 
kersburg, W. Va., manufacturer of oil 
well equipment, will build a new branch 
plant in Esperson industrial tract, 
Houston, Texas, at a cost of about $23,- 
000. 

Bedford Foundry & Machine Co., 
Bedford. Ind., has completed a_ plant 
addition, 135x300 feet. 

Chicago Hardware Foundry Co., Elk- 
hart, Ind., will soon start construction 
of an 80 feet addition to its foundry to 
provide a new core room. 

Diller Mfg. Co., Bluffton, Ohio, man- 
ufacturer of electrical products and ra- 
dio equipment, has plans for a new one- 
story plant, 85x118 feet, to cost about 
$45,000 with equipment. 

United State Leather Co., 17 Battery 
place, New York, according to reports, 
will build a one-story paper mill unit, 
100x400 feet, in conjunction with tan- 
nery at Big Stone Gap, Va., to be used 
for the production of course paper pulp 
materials as used in the leather in- 
dustry. The estimated cost of this 
building is than $350,000 with 
machinery. 

Whitney Mfg. Co., Whitney, S. C., 
plans to enlarge its machine shops and 
pumping plant at its textile mill, and 
will install additional equipment. 

Mathias Klein & Sons, 3200 Belmont 
avenue, Chicago, manufacturers of line- 
men’s other electric power 
line equipment, will build an additional 
unit, according to report, on the 173x 
578 feet 


more 


tools and 


tract on Wrightwood avenue 
recently acquired, 

F. A. B. Mfg. Co., 
manufacturer of 


Oakland, Calif., 
pumps, parts, etc., 
contemplates the erection of a one-story 
addition to plant at Emeryville, to cost 
about $24,000 with equipment. 

North End Foundry Co., 700 Sixti- 
eth avenue, West Allis, Milwaukee, is 
building a one-story shop addition, 47x 
80 feet. 

Detroit Edison Co., 2000 Second 
boulevard, Detroit, plans to build a new 
two-story and basement power substa- 
tion to cost about $350,000 with ma- 
chinery. 

River Works, 


General Electric Co., 


West Lynn, Mass., will build a_ two- 
story, 20x100 feet, power house addi- 
tion. 


Hercules Powder Co., Wilmington, 
Del., is reported planning a new unit at 
plant at Carthage, Mo., for production 
of nitric acid, to be operated under an 
ammonia oxidation system, which will 
cost close to $300,000 with equipment. 


Pittsburgh Screw & Bolt Co., 2719 
Preble avenue, Pittsburgh, plans exten- 
sions and improvements in plant, which 
will cost about $24,000. 

Winton Engine Works, Ine., 2116 
East 106th street, Cleveland, is plan- 
ning to build two one-story buildings at 
a cost of more than $50,000 with equip- 
ment. 

Vichek Tool Co., 3000 East Eighty- 
seventh street, Cleveland, has awarded 
contract for two 
40x100 feet, and 
about $40,000. 





additions, 
feet, to cost 


one-story 
50x60 


Ingersoll Milling Machine Co., Doug- 
las and Willoughby streets, Rockford, 
Ill., is completing the erection of a 
three-story addition, 40x210 feet, to 
cost about $100,000. 

Branch-Crawford Co. 
street, Philadelphia, manufacturer of 
pipe hangers and kindred products, 
plans to build an addition to plant at 
an estimated cost of about $30,000 with 
equipment. 


» 1589 Wood 


Firestone Tire & Rubber Co., Akron, 
Ohio, plans to build a new branch fac- 
tory and distributing plant at Jackson- 
ville, Fla., at a cost of about $500,000 
with machinery. 

Grabler Mfg. Co., Broadway, 
Cleveland, manufacturer of clamps, 
hangers, etc., plans the erection of a 
one-story addition, 40x80 feet, at an 
estimated cost of $35,000 with equip- 
ment. 


6565 


Martin Machine Works, 2234 Walnut 
street, Chicago, will build a new ma- 
chine shop, 48x125 feet. 

International Steel & Iron Co., 3136 
West Fifty-first street, Chicago, plans 
the construction of a two-story ware- 
house to cost of about $200,000. 

Tobin Tool & Die Works, 200 Rug- 
gles street, Fond du Lac, Wis., is build- 
ing a one-story machine shop addition, 
50x60 feet, to cost about $25,000. 

Milwaukee Mill Supply Co., 1379 
Thirty-first street, Milwaukee, will 
build a two-story shop and warehouse 
building, 50x120 feet. 

Universal Foundry Co., Oshkosh, 
Wis., is building an addition to plant. 

American Foundry Co., Maud, Okla., 
is considering plans for a_ one-story 
foundry and machine shop to cost more 
than $35,000 with equipment. 

Elliott Core Drilling Co., 5210 Har- 
rison street, Houston, Tex., manufac- 
turer of oil well equipment, has ac- 
quired property on Canal street and is 
considering construction of a new one- 


story plant at a cost of more than 
$25,000. 
American Rolling Mill Co., Middle- 


town, Ohio, has awarded contract for 
a one-story storage and_ distributing 
unit, 160x270 feet, to cost about $175,- 
000 with equipment. 

Bristol Co., Waterbury, Conn., man- 
ufacturer of instruments, 
plans to build a one-story addition at 


recording 


an estimated cost of $45,000 with equip- 
ment. 
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Mee 7-BULL@>FROG- 
LAWSON WHEELBARROWS 
Bull Frog wheelbarrows handle maximum loads with 


minimum labor because exclusive features of design and 

PIPE WRENCH construction are engineered into them. Bull Frog No. 
42, the great outstanding general purpose barrow, saves 

FORGED STEEL money on every job. 
THROUGHOUT 





Other Bull Frog barrows, carts, 
and scrapers for every garden, farm, mill, mine, con- 
tracting, and industrial use. Write for catalog. 


QUALITY ~e 2 F THE TOLEDO WHEEL- 
that is higher ( 


: —— BARROW COMPANY 
than price yas, Vs 


Toledo, Ohio 
The orginal offset handle pipe wrench 


st Branch Office and Warehouse 
THE LAWSON MFG. CO. . 69 E. Wacker Drive, Chicago 
Station C, Cleveland, Ohio all 


| 








FRICTION CLUTCHES are 


Stock Clutches for use with pulleys, sheaves Lathe and - Drill : Chucks 


and gears; Cut-Off Couplings and Friction 
Catalog No. 528 tells all about them—Send fi 
Clutch Pulleys. Special Clutches for any — epoca x = ey 


unusual service. 31 years clutch exper- WESICOM . pe O-- Oneida, N.Y. 
ience. Ask for catalogue. ee 


ALSCHUIIZ & SON 


1675 ELSTON AVE. Chicagolll, 
POWER TRANSMISSION APPLIANCES 


























aaneh ond Dependable Belt | SELLERS’ GUIDE 


rugged strength that specially 


fits them for all-round industrial to Supply Houses 


service. For many years they 
have been giving thorough satis- 
faction on high speed and heavy ‘ 
duty drives in all kinds of mill A guide to 
and power plant operation. the su pp lv 


Quaker City Rubber Co. a eRS at houses of the 
Manufacturers of Daniel's b SELL E | \ United States 
P.P.P. Rod Packing e GUID ie \ and Canada 
Wissinoming - Philadelphia Supply HOR” \\ 


for sales man- 
agers and 
salesmen. Or- 
der the 1928 
edition for 
immediate 
use 1929 
edition ready 
in January. 


We 


3 2. ‘ 
Branches: New York Chicago Pittsburgh San Francisco 2 492- ; 











Price Three Dollars 


The Crawford Publishing Co. 


537 South Dearborn Street 
Chicago 
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CLASSIFIED 
ADVERTISEMENTS 
Classified Line Advertisements wnder 
heads of Wanted, For Sale, etc., will be 
published in this Department at a rate of 


20 cents a line, each insertion. Count six 
words to a line. 


SITUATIONS WANTED 


I have a friend in the Far West, for 
twenty years with one of the largest 
supply houses in the country, and who 
for years was at the head of its pur- 
chasing and warehousing departments, 
as well as of its price bureau. He isa 
very competent man. He desires change 
in location. So worthy is he that I in- 
sert this advertisement entirely without 
his knowledge. If you have need of 
such a man, please advise me. Dixon 
C. Williams, president, Chicago Nipple 
Mfg. Co., 1966 Southport avenue, Chi 
cago. 


High class mill supply man now em- 
ployed wants to connect with a mill 
supply firm of equal calibre. Can han- 
dle any department, a good organizer, 
Will 


spe- 


and strong producer and closer. 
consider a general mill supply or 
cialty line, as buyer, manager, execu- 
tive or salesman. Address No. 930, 
care MiLL SUPPLIES, 537 South Dear- 
born street, Chicago. 
salesman desires a 
change and wishes to represent manu- 
facturer in southeast territory. Has had 
five years’ experience as mill supply 
salesman and six years selling mechan- 
ical rubber goods. 


Experienced 


Wide acquaintance 
among mill supply distributors, hard- 
ware jobbers and retail hardware trade 
in southeast. Complete details to any- 
one interested. Address No. 931, care 
MILL SUPPLIES, 537 South Dearborn 
street, Chicago. 


Salesman conversant with mechanical 
rubber and packing line, desires con- 
nection with manufacturer to represent 
them in the New York metropolitan 
district. Address No. 932, care MILL 
SUPPLIES, 537 South Dearborn street, 
Chicago. 


Experienced mill 
employed, 


supply salesman 
change to Pacific 
Coast or western territory. Well known 
among lumber mills. Address No. 940, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 


desires 


Sales and purchasing executive of 
character and ability having thirteen 
years’ experience with leading indus- 
trial supply house, offers his service in 
same or allied line. Opportunity to as- 
sist in development of money making 
possibilities and share in profits greater 
consideration than initial compensation. 
Address No. 937, care MILL SUPPLIES, 
537 South Dearborn street, Chicago. 


Thoroughly qualified sales and ad- 
vertising executive with background of 


115 





experience in industrial and oil well 
supply business, desires position in 
sales promotion work with manufac- 


turer selling through distributors. Cor- 
respondence invited. Address No. 938, 
care MILL SUPPLIES, 537 South Dear- 
born street, Chicago. 


Wanted—a good line to sell the in- 
dustrial trade in Chicago and vicinity 
by a well-acquainted, aggressive and 
successful salesman. Has car. Ad- 
dress No. 941, care MILL SUPPLIES, 537 
South Dearborn street, Chicago. 


MANUFACTURERS, AGENTS 
AND SALESMEN 


To represent an old reliable manu- 
facturer producing a staple line of 
products for mill supply houses and in- 
dustrial trade; very profitable full or 
side line propositions; liberal commis- 


sions and protected territory, replies 
considered confidential. Address No. 
936, care MILL SUPPLIES, 537 South 


Dearborn street, Chicago. 


SALESMEN WANTED 


Rubber belting salesman wanted by 
old established manufacturer. Prefer 
young man with car. Territory Chi- 
Salary and bonus. Give age, 
experience and salary desired. Address 
No. 929, care MILL SUPPLIES, 537 South 
Dearborn street, Chicago. 


cago. 


Salesmen Mechanical Rubber Goods 

Opportunity for aggressive — red- 
blooded salesmen on sales force of long 
established concern. Must possess per- 
sonality—able to command volume busi 
ness and know _ distributor — selling. 
Write in confidence, telling us why you 
think you are the right man. Our sales 
force knows of this ad. Address No. 
933, care MILL SUPPLIES, 537 South 
Dearborn street, Chicago. 


Salesman to represent belting man- 
ufacturer in New York City and the 
Metropolitan district. One with an ac- 
quaintance in that territory and one 
who has sold either textile or rubber 
belting. Salary and commission, and 
out of town expenses. Responses con- 
fidential. Address No. 935, care MILL 
SUPPLIES, 537 South Dearborn street, 
Chicago. 


Salesman Wanted: A prominent 
manufacturer with established business 
has opening in territory Pennsylvania, 
Delaware, Maryland, West Virginia, 
with headquarters in Philadelphia, for 
man who can sell mill supply and 
plumbing supply houses and hardware 
jobbers. Must be of good character 
and appearance, between ages 28 and 
38, and a worker. Splendid opportu- 
nity for man with ability. Applicant 
state age, education and experience in 
detail, and compensation desired. We 
pay salary, commission and traveling 
expenses. Address No. 934, care MILL 
SUPPLIES, 537 South Dearborn Street, 
Chicago. 


Salesman to represent old established 
manufacturers of belt dressing, soaps, 
disinfectants, polishes, insecticides and 
other chemical specialties. Full com- 
missions paid weekly and on repeats. 
Address Sidney F. Miller & Co., 463 
Greenwich street, New York City. 





SPECIAL ANNOUNCEMENT 


We have on hand approximately 300 
new Dodge Wood Split Pulleys; 10 to 
48 in. in diameter, and 3 to 16 in. face, 
well assorted Crown and Straight Face. 
We need the space and we no longer 
have the market for these sizes in our 
vicinity, but we feel that in some sec- 
tions, the mill supply houses enjoy a 
nice trade on this product. We will 
sell all or part at such an attractive 
price, that you cannot afford to miss 
this opportunity to share in this bar- 
gain. Will send stock list on request. 
Address your reply to No. 939, care 
MILL SuPPLIEs, 537 South 
street, Chicago. 


Dearborn 


ADLETS 


CLANCY “SURE GRIP" Steel Hose Clamps— 
Complete line, 94 sizes, for garden, hydrant and 
steam hose Send for list of sizes, prices, and 
distributors’ discounts.—J. R. CLANCY, INC.., 


Syracuse, N. 





MARTIN 


PORTABLE VISE STAND and Pipe 
Bender — For cutting 
threading and _ bending 
pipe. Portable, with 
no bolts, screws or 
braces to remove, and 
needs no attachment to 
floor, walls or ceiling. 
Will not tilt, upset or 
skid Small and large 
sizes, with capacity up 
to 414” pipe. nm... ws 
MARTIN & SONS, 625 E. 





2nd St., Owensboro, Ky 





ASPHALT HEATERS, Lead 
Portable Oil Burners, Paving 
Tool Heaters, Asphalt Spray Outfits, Weed 
Burners and Large Kerosene Torches. Over 
10,000 Aeroil Heaters in use. Send for Bulletin 
No. 54-M, giving prices and full information. 
AEROIL BURNER COMPANY, West New York, 
ae 2 


“SMOKELESS” 
Melting Furnaces 


PORTABLE WHITNEY LEVER METAL 





PUNCHES - Widest 
known. Most universally 
used on market. Eight 
sizes and types. Over 
40,000 in use. Write for 
circulars and jobbing quotations. W. A. WHIT- 


NEY MFG. CO., 715 Park Ave., Rockford, ill. 


“AIR SPRING’ COMPRESSED 
AIR GREASE CUPS—Automatically 
maintain film of grease on_ bear- 
ings with greatest efficiency and 
utmost economy. Four sizes, plain 
and polished steel. We also make 
the ‘‘Shurflo'' wick feed oil cup. 
Folder on _ request. HUNTER 
PRESSED STEEL CO., Lansdale, Pa. 








JOSLIN STEEL STAMPS AND DIES—Any de 
sign or type of characters accurately carried 
out. We guarantee quality and service. Send 
today for catalog and distributors’ prices. A. D. 
JOSLIN MFG. Co., 123 Arthur St., Manistee, Mich, 
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LIBBEY 


High Pressure Gauge Glass 
z SD 


High Pressure Red Line Gauge Glass 


Standard Pressure Gauge Glass 


SAKE TY ALWAYS 


Lubricator Glasses 


Oil Cup Glasses 


AMERICA’S STANDARD 


and 
Made in U.S. A. 


Wrile for booklet 


The Libbey Glass Mfg. Co. 


Mfrs. of Railroad and Industrial Glassware 


Toledo, Ohio 
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We Also Make 


ELEVATOR BUCKETS 
CAR MOVERS 

BELT CONVEYORS 
SPIRAL CONVEYORS 
MALLEABLE CHAIN 
STEEL CHAIN 
SPROCKETS 


THE WEBSTER 


Place Orders Now 


for 


ag Holders 

















1856 North Kostner Avenue 
CHICAGO, ILL. 


We Make Three Types 


Mosher 
Improved Mosher 


Universal 


Send for Circular 


MFG. COMPANY 
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The Valve with the Reversible Disc & Seat 


Seat and disc of Nicu- 
lanium—a hard, tough, close- 
grained nickel alloy—resists 
effectively the cutting, wear- 
ing action of high tempera- 
tures and pressures, that is 
one factor in the economy of 
Reverso Valves 


To this is added the re- 
versible feature. When one 
side wears both disc and seat 
reverse and you have the life 
of another valve with no 
extra expense. 


But this is not all of Reverso’s 
vitality as disc and seat are easily 
regrindable. 


Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
and prices, ask for new bulletin 


No. 17 


REVERSO: 
200 lbs. pressure. 
ture 550 deg. F 


Bronze body for 
Total tempera- 


IROVERSO: 
150 lbs. pressure 
ture 450 deg. F. 


Iron body for 
Total tempera- 


THE D. T. WILLIAMS VALVE CO. 
CINCINNATI, OHIO 








Tanners of 


Mechanical Leathers 


















piace CTED 
Made trom GENUINE 


rand of This cat incing to be abwotutely pertect 
< hy treed tr 








JC wt 


Lace Leather Sides and Cut Lacing 


in 


Mechanical Rawhide, Indian Tan 


and Krome (Chrome tanned) 


Krome Belt Leather 


in Butt Bends, Centers and Sides 


Chrome Hydraulic Leather 


in Butts and Sides 


Krome-Retan Hydraulic Butts 


_—_- 


THE CHICAGO RAWHIDE MFG. CO. 
1285 Elston Avenue, CHICAGO 


109 Broad St., New York 
66 N. 4th St., Philadelphia 


Lacing 


VULCANITE KROME Leather 


209 Broad St., Boston 
530 W. Congress St., Detroit 



































ADVERTISED PRODUCTS 


Classified Index to the Products of Advertisers in T his Issue 





ASBESTOS PRODUCTS 


BABBITT METALS 





oe —a S, SHAF ies 





BELT DRESSING 








BE LT L ACINGS, ME TALLIC 








Manufacturing Corporation 


», CANVAS STITCHED 


felting Corporation 
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BELTING, COTTON, SOLID WOVEN BOLTS, CARRIAGE 
Russell Mfg. Co., The Foster Bolt & Nut Mfg. Co. 
Stanley Belting ¢ aamaeneiinn Russell, Burdsall & Ward Bolt & Nut Co. 
Victor Balata & Textile Belting Co. The Superior Screw & Bolt Mfg. Co. 
BELTING, IMPREGNATED BOLTS, EYE, HOOK, RING AND LAG 
Russell Mfg. Co The Superior Screw & Bolt Mfg. Co. 
Stanley Belting Corporation BOLTS, GALVANIZED AND MONEL 
BELTING, LEATHER The Superior Screw & Bolt Mfg. Co. 
Chicago Rawhide Mfg. Co. BOLTS. MACHINE 
Geo. Rahmann & Co. Foster Bolt & Nut Mfg. Co. 
Chas. A. Schieren Co. tussell, Burdsall & Ward Bolt & Nut Co. 
“Sterling’’—Chas. Bond & Co., Philadelphia The Superior Screw & Bolt Mfg. Co. 





I. B. Williams & Sons 





































































































































































































































































































































































































BOLTS, SINK, STOVE AND PLOW 
BELTING, LINK Foster Bolt & Nut Mfg. Co. 
Chas, A. Schieren Co. Russell, Burdsall & Ward Bolt & Nut Co. 
BELTING, ROUND The Superior Screw & Bolt Mfg. Co. 
Chicago Rawhide Mfg. Co. BOLTS, STUD 
Geo. Rahmann & Co. The Superior Screw & Bolt Mfg. Co. 
Chas. A. Schieren Co. The Cleveland Cap Screw Cc. 
I. B. Williams & Sons BRACKETS, SCAFFOLD 
BELTING, RUBBER Patent Scaffolding Co. 
Boston Woven Hose & Rubber Co. BRACKETS, WALL 
The Diamond Rubber Co., Inc. Bond Foundry & Machine Co. 
The B. F. Goodrich Rubber Co. Dodge Mfg. Corp. 
The Mechanical Rubber Co. The Hill Clutch Machine & Foundry Co. 
Quaker City Rubber Co. The Medart Company 
The Republic Rubber Co. T. B. Wood Sons Co. 
Whitehead Bros. Rubber Co BRASS GOODS, PLUMBING 
BELTING, THRESHER Grabler Mfg. Co. : 
Boston Woven Hose & Rubber Co. BRASS GOODS, STEAM 
The Mechanical Rubber Co. American Injector Co. 
Geo. Rahmann & Co. Detroit Lubricator Co. 
The Republic Rubber Co. General Brass Co. 
Russell Mfg. Co Penberthy Injector Co. 
I. B. Williams & Sons The Wm. Powell Co. 
Victor Balata & Textile Belting Co The D. T. Williams Valve Co 
BELTING. TRACTOR _ BRONZE BARS, CORED AND SOLID 
Victor Balata & Textile Belting Co. The Bunting Brass & Bronze Co. 
Arthur Harris & Co. 
; BELTING, TWISTED Johnson Bronze Co. 
Victor Balata & Textile Belting Co. BROOMS, FACTORY, WAREHOUSE 
BELTING, WATERPROOF : AND RATLROAD 
Chicago Rawhide Mfg. Co The Herold Bros. Co. 
Geo. Rahmann & Co. Indianapolis Brush & Broom Mfg. Co. 
Russell Mfg. Co The Osborn Manufacturing Co. 
Chas. A. Schieren Co BRUSHES, BENCH, FLOOR, ETC. 
1. B. Williams & Sons The Herold Bros. Co 
Victor Balata & Textile Belting Co. Indianapolis Brush & Broom Mfg. Co. 
BELTS, WELL DRILLING The Osborn Manufacturing Co. 
Stanley Belting Corporation BRUSHES, PAINT AND VARNISH 
Victor Balata & Textile Belting Co gs ab a Co, 
ass ore: = % ara = - “he erol gros. Co. 
itu ae BRUSHES, WIRE, FLUE, ETC. 

















The Herold Bros. Co. 
Newark Brush & Scraper Co. 











BENCHES, STEEL 












































































































Standard Pressed Steel Co The Osborn Mfg. Co 
BENCHES, WOODWORKERS’ BRUSHES, WIRE WHEEL 

Richards-Wilcox Mfg. Co The Herold Bros. Co 

BENCH LEGS The Osborn Mfg. Co. 
The Hill Clutch Machine & Foundry Co. - ; I se: na ELEVATOR 

, > inols Malleable ron Co. 

Simonds Pg oon Ay mes The Webster Mfg. Co. 
The Vincent Steel Process Co. BUFFERS, ELECTRIC 
J. H. Williams & Co. Black & Decker Mfg. Co. 














Hisey-Wolf Machine Co 

Ford Chain Block Co. ae "Serie "e cn 

Ww ght Mfg. Co. i United States Electrical Tool Co. 

ae eS BURNERS, GASOLINE AND KEROSENE 
BLOCKS, PILLOW Clayton & Lambert Mfg. Co. 

3ond Foundry & Machine Co BUSHINGS, BRONZE 

Chicago Pulley & Shafting Co Bunting Brass & Bronze Co. 

Dodge Manufacturing Corporation Aether Gawrin & Co: 


The Hill Clutch Machine & Foundry Co CANS, OILY WASTE 


The Medart Company an e y 
Royersford Foundry & Machine Co Geo. W. Diener Mfg. Co. 





BLOCKS, CHAIN 


















































































































































Ss 3 SR F CANS, SAFETY, GASOLINE 
Yh Weeds mae ta Geo. W. Diener Mfg. Co. 
. CAR-MOVERS 
BLOCKS, TACKLE Advance Car Mover Co. 




































































































































































Williamsport Wire Rope Co. Appleton Car Mover Co. 
BLOWERS. FORGE Safety Wrench & Appliance Co 
Champion Blower & Forge Co The Webster Mfg. Co. 
Electric Blower Company CARTS 
. , ‘ ~ > The Fairbanks Company 
rie wovnieg icra Bin Engg COMBUSTION Toledo Wheelbarrow Co 
Leiman Bros ; CASING, WELL 
National Tube Co. 

BLOWERS, PORTABLE, ELECTRIC Bie i has 
Clements Mfg. Co. CASTERS, TRUCK 
Electric Blower Company Bond Foundry & Machine Co 
rhe United States Electrical Tool Co CASTINGS, BRONZE 

BLOWERS, SANDBLAST Arthur Harris & Co. 
Leiman Bros. Johnson Bronze Co. 
BOILER TUBES CASTINGS, GRAY AND MALLEABLE 
National Tube Company. The Hill Clutch Machine & Foundry Co, 
BOILERS, TUBULAR AND WATER TUBE Illinois Malleable Iron Co. 
Henry Vogt Machine Co. CASTINGS, SEMI-STEEL 
BOLT ENDS Bond Foundry & Machine Co 








The Superior Screw & Bolt Mfg. Co. Hill Clutch Machine & Foundry Co 
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B.. I Donnelle & Sons Co. 

CEME NT, LEATHER BELT 
Chicago Rawhide Mfg. Co 
Cocheco—I. B. Williams & Sons 
Chas. A. Scl n Co 
I e Spec y Mfg. Co. 

CEMENT, PIPE JOINT 
seph Dixon Cru ye Co. 
CEMENT, P A LLEY COVERING 
I pse Specialty fz. Co. 
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COUNTERSHAFTS 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corp. 
Edgemont Machine Co., The 
The Hill Clutch Machine & Foundry 
The Medart Company 
Royersford Foundry & Machine Co. 


r. B. Wood's Sons Co 


Cc 


COUNTERSHAFTS, SMALL 


Machine Works 

Strand & Co. 
COUPLINGS, SHAFT 

ago Pulley & Shafting Co. 


sirkle 


N. A. 








oO. 


D aos Manufacturing Corporation 

The Hill Clutch Machine & Foundry C 
The Medart Company 

Royersford Foundry & Machine Co. 
Spiro—Bond Foundry & Machine Co. 
rr. B. Wood's Sons Co 


Works 
Machine Co 


Machine 
Four 1 iry & 










pany 
3 CO 


Bs TI 
JUPLINGS, SHAFT, FRICTION 
\dge 

















Bros. Gear & Machine Co. 
k Iron & Steel Co. 
‘lute h Machine & Foundry 


y 


COUPLINGS, SHAFT, FLEXIBLE 


Cc 


‘o. 


oO. 


o 


CUT-OFF 


Cc 
I Mfg. Corp. 
I ¢ on M ichine Co., The 
TI Hill Clutch Machine & Foundry (¢ 
The e & White Co. 
rhe t Company 
A. L. Schultz & Son 
I W 1 ms Co 
COUPL INGS, SuAP T, MARINE 
Bond Foundry & Ma ine Co 
COVERING, PULLEY 
Chicago Pulley & Shafting Co 
wns tanga HAND POWER 
Chishol foist Corp 
CR rate OVERHEAD, TRAVELING 
AND JIB 
Chisholm-Moore Hoist Corp. 
Curt Pneumatic Machinery Co. 
R irds-Wilcox Mfg. Co 
T) Yale & Towne Mfg. Co 
CR: ANES, PORTABLE 
Rik rds-Wilecox Mfg. Co. 
CRAYONS, LUMBER 
it ph Dixon Crucible Co 
ue FE > LE ATHER 
( go R fg. Co. 
cl Ps, ion — GREASE 
Injector C 
cator Co 
I > s Co pany 
ter essed Steel Co 
verthy Injector Co. 
The Wn Pt snag 
D. T. Williams Valve Co 
c t naan gS, BELT 
Clipper Belt Lacer Company 


CUTTERS, EMERY Ww HEEL 


Tl Vincent Steel Process Co 
CUTTERS, GLASS 
American Saw & Mfg. Co. 


te omer MILLING 
Cleveland Twist Drill Co. 
i rill & “Machine Co 





Tool Co. 
age eRAGMS 
Whit ‘ Bre Rubber 
CUTTERS, PIPE 
Ar ron tros. Tool Co 
Hollands Co. 
The Oster . Co 
Toledo P Threading Machine C 





Dene, (THRE ADING 
TT 











oO. 


Co., 


\1 01 Co 
Butt 
Mor Machine Co 
Tole ing Machine Co 
DIPPERS, COPPER 

Art r Harris & Co. 

DISCS, VALVE 
Jenkins Bros. 

DOGS, LATHE 
Armstrong Bros. Tool Co 
The Billings & Spencer Co. 
J. H. Williams & Co. 

DRESSERS, GRINDING 
Scandinavian Western Importing 
The Standard Tool Co. 

The Vincent Steel Process Co 
aang aot POSTS 
Armstrong sros 01 Co. 
mice ELECTRIC 
TI Black & Deck Mfg. Co 
The Hisey Wolf Machine Co 
Stow Ma acturing Co Inc 
Star P ectric Tool Co. 
N. A. Strand & Co 
rhe United States Electrical Tool 
DRILLS, POST 
Champion Blower & Forge Co. 
It Crescent Machine Co 
I United States Electrical Tool 


DRILLS, RATCHET 
The Armstrong Bros. Tool Co 


DRILLS, TWIST 


veland Twist Drill Co. 
Morse Twist Drill & Machine Co 
Che Standard Tool Co 


in Barnes-Detroit Cory 


DRESSER 


WHEEL 
Ltd. 


— ES, POWER 


The Oster Mfg. C 
The 


Toledo Pipe whecndtan Machine Co. 
DRUMS, CAST IRON 
The Hill Clutch F oundry & Machine Co. 
The Medart C ompany 
T. B. Wood's Sons Co. 
EJECTORS 
American Injector Co. 
Nason Manufacturing Co. 
Penberthy Injector Co, 
ELEVATING MACHINERY 
The Webster Mfg. Co. 
ELIMINATORS, OIL 
The D. T. Williams Valve Co. 
ENGINE AND BOILER FITTINGS 
American Injector Co. 
General Brass Co. 
The Wm. Powell Co. 
D. T. Williams Valve Co. 
EXPELLERS, OIL AND MOISTURE 
The V. D. Anderson Co. 
EXTINGUISHERS, FIRE 


(acid) 


Geo. W. Diener Mfg. Co. 
FANS, VENTILATING, ELECTRIC 
Electric Blower Company 
Marathon Electric Mfg. Co. 
FASTENERS, BELT 


ihe Bristol Company 

Clipper Belt Lacer Company 

Crescent Belt Fastener Co, 

Flexible Steel Lacing Co. 
FAUCETS, BRASS 

Grabler Mfg. Co. 

“EED WATER SOFTENER AND PURIFIER 

Dodge 





Manufacturing Corporation 
The Swartwout Company 
FEEDER VALVE: ~ STEAM HEATING 
BOILER 
Nason Manufac Me... Co. 
FILES 


American Swiss File & Tool Co, 
Delta File Works 
Scandinavian Western 
Simonds Saw & Steel Co 

FIRE DOORS AND HARDWARE 
Richards-Wilcox Mfg. 


Importing €o., Ltd. 


FIRE areediniane ISHERS 
Geo. W. Diener Mfg. Co. 
Pyrene Mfg. Co. 
FIRE PREVENTING EQUIPMENT 
Geo. W. Diener Mfg. Co. 
FITTINGS, CHAIN 
S. G. Taylor Chain Company. 


FITTINGS, DRAINAGE 
Grabler Mfg. Co. 
Illinois Malleable 
FITTIN HIGH 
Henry Vogt Machine Co. 
FITTINGS, HOSE, BRASS 
Boston Woven Hose & Rubber Co, 
Illinois Malleable Iron Co. 
FITTINGS, HYDRAULIC 
Henry Vogt Machine Co. 
FITTINGS, PIPE 
General Brass Company 
Grabler Mfg. Co. 
Illinois Malleable Tron Co. 
FITTINGS, PIPE, CAST IRON 
Grabler Mfg. Co. 
FITTINGS, PIPE, MALLEABLE 


Iron Co. 





PRESSURE 


BRASS 


Grabler Mfg. Co. 

Illinois Malleable Tron Co 

Walworth Company 4 
FITTINGS, PIPE, STEEL 5 

Bonney Forge & Tool Works 


Henry Vogt Machine Co. 
FLEXIBLE SHAFT EQUIPMENT 
Stow Manufacturing Co., Inc. 
N. A. Strand & Co. 
FLOATS, ALUMINUM, LEAD COATED 
AND STEEL 
Arthur Harris & Co, 


FLOATS, COPPER 


The V. D. Anderson Co. 
Arthur Harris & Co. 

FLOOR STANDS 
Bond Foundry & Machine Co. 


Dodge Manufacturing Corporation 
The Hill Clutch Foundry & Machine Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood Sons Co. 
FLY WHEELS 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
[ Medart Company 
Reeves Pulley Co. 
r. B. Wood's Sons Co 


FORGES, BLACKSMITH AND RIVET 
Champion Blower & Forge Co. 
FRAMES, HACK SAW 
Simonds Saw & Steel Co. 
The Henry G. Thompson & 
FRAMES, WALL 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co, 
The Medart Company 
Royersford Foundry & Machine Co 
T. B. Wood Sons Co. 


FURNACES, INDUSTRIAL 
The Strong, Carlisle & Hammond Co, 


Son Co 
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BARNES Rep Arrow 


HIGH SPEED STEEL HACK SAW BLADES 


»_—», 


MANUFACTURED BY 


W. 0. BARNES CO., INC. 


1297 Terminal Ave., DETROIT, MICH. 








“VR” 


Victor Balata 


Belt 


Ampere 
CANVAS STITCHED 
BELTING 
Sold Extensively by 
MillSupply Houses 





Ask for Prices 
Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 


Chicago Warehouse: 345 W. Austin Ave. Factories: Easton, Pa. 
















ushman 
wage LSSCMaL ‘ 
CHUCKS = 


also 
A a esien Sele Craneriag Chucks) 
=.-7 2Jaw Lathe Chucks\<" 
a Face Plate Jaws => 


“The Hartford” Drill Chucks 


Cush wman Chuck bo “SHENEY NEW, , TRIPLEX a eo 
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METAL 
CUTTING 


. “LENOX: 


Cutt 





MMV WVRVVNEA EA 
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“BAND SAWS 


“The “The Toots 1 tn bhe Plaid. Cov” 


| SAW & MFG. Co. oe 


EEA MAMAEEAMMANAVAAAAAANTA SY 4™ 


in Ai hy hie hy hic he hie he a 














C44 & 






ee 


—that DIVCO 
Mill Bearing is 


a fine grade 
babbitt? 
5 —that it is giving satis- 
faction in many of the large 
industries as a general service 
babbitt? 
; —that the price is right, both tor 
, g ae your customer and your own profit? 
# ‘ ae i A word from you will bring tull) details— 
‘e Re 


by mail. No obligation or undue solicitation. 





DIVISION 
; Ww. 


SMELTING AY REFINING CO. 


hhinzie St. Chicago, Il 
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Electric 
Drills - Grinders 
Buffers 


4 

Authorized . 

Exclusive Distributors QA a7 
Write for Details WY ?. 


The Hisey-Wolf Machine Co. A, 


CINCINNATI, OHIO 


—]mperia|— 


OXY-ACETYLENE 





Sold thru . 


Welding and Cutting 
Equipment 


An Outfit for Every Shop and Every Purpose 


The Imperial Brass Mfg. Co. 


511 So. Racine Ave. Chicago 


MOTOR PULLEYS | 


PAPER AND IRON 


Prompt shipments are made from 
our large stock of Paper and Iron 














| Motor Pulleys, Flexible Motcr 
} Couplings and Adjustable Motor 
Rails. Let us fill your motor 


requirements. 








ose Bircce‘Macsne Works 


456 “te Union Ave., Chicago 
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FU RN AC ES. SOL DERING 


GAGES, IRON, AMMONIA AND CHEMICAL 
y Manufacturing Co 


GAGES, WATER 
‘o. 








G RAPHITE eth 
Di x on 





—— BELT, > 
DRIVEN 











“G RINDERS, DISC 
I ine 





au. ARDS, ye TRIC 
1 L . 


























HEATERS, GLUE, STEAM AND GAS 


Nason Manufacturing Co. 
HEL! SAND BLAST 
Pulmosan fety Equipment Corp 
HOISTS, CHAIN 
Ch -Moore Hoist Corp. 
Ford Ch ain Block Co, 
Richards-Wilcox Mfg. Co 
Union Manufacturing Co 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co 
HOISTS, ELECTRIC 
hisholm-Moore Hoist Corp 
Yale & Towne Mfg. Co. 
HOISTS, HAND 
‘hisholr Moore Hoist Corp 
ght Mfg. Co. 
Yale & Towne Mfg. Co. 
HOISTS, PNEUMATIC 
Curtis Pneumatie Machinery Co 
HOLDERS, BAG 
The Webster Mfg. Co. 
HOLDERS, TOOL 
Armstrong Bros Tool Co. 
J. H. Williams & Co. 
HOODS, Rann dond 
Pulmosan Safety Eq Corp 
HOOKS, "BELT 
The Bristol Con - iny 
Flexible Steel 
HOOKS. CORNIC E 
Patent Scaffolding C 


HOOKS, HOIST 

















J. Ee illiaams & 
HORSES, MASONS’ 
Patent Scaffolding Co. 


HOSE, COTTON 
soston Woven Hose & Rubber Co. 









anical Rubber Co 

1 Bros. Rubber Co 
HOSE, RUBBER 

Boston Woven Hose & Rubber Co. 
‘} : ‘innati Rubber Mfg. Co 


D nond Rubber Co., Inc 
The B. Goodrich Rubber Co 
The Me 
Whitel 





ond Rubber Co., Inc. 
Goodrich Rubber Co 
chanical Rubber Co. 
r City Rubber Co, 
iblic Rubber Co 
1 Bros Rubber Co 
HYDRAULIC LEATHER 
Cr of yng Co 
Chas. A. Schieren 


INJE CTORS 


AY Injector Co 
Pe y Injector Co 
= Powell Co 





i 
IRONS, BRANDING 
Patent Scaffolding Co. 
JOINTERS, WOODWORKING 
The Crescent Machine Co. 
J. D. Wallace & Co, 
JOINTS, EXPANSION, COPPER 
Arthur Harris & Co. 
KETTLES, STEAM JACKETED 
Arthur Harris & Co 
KNIVES, MACHINE 
Simonds Saw & Steel Co 
ge RLS 
American Swiss F & Tool Co. 
LAC E RS, BELT 


Clipper Belt Lacer Co 

















ee S, SAFETY 
Dayton Safety 1dder Co 
Patent Scaffol ding C 
L ADDE RS, STEP 
Patent Scaffolding Co. 


LADLES, MELTING 
Hollands Mfg. Co 
LAMP GUARDS 


Flexible Steel Lacing Co. 


MACHINERY, CONVEYING 
Dodge Manufacturing Corporation 


Hill Clutch Mac hine & Foundry Co 
The Ww e bster Mfg. 


AND POLISHING 


he United States Electrical Ky 
AND REFRIGERATION 


at Mac PIPE C UTTING d 


Threading Machine 
AND SHEARING 


Ml AC HINES, TIRE. 
3 Electrical Tool Co. 
M: AC HINERY, WOODWORKING 





ars AND uw AMME RS, 
‘o 





M: ATS "AND M. ATTING., 





MERC HANDISE 


Manufacturing Corporation 


MILL i 





my ITC . ES AND 
NT: 





MOTORS, | EL ECTRIC 


ae ee ae 





LATHES, Bt a FING AND POLISHING 


Standard il Tool Co 





a 


LATHES, LABORATORY, ELECTRIC 


Marathon Electric Mf ( 

L na WOODWORKING 
ID. W ce & Co 

1 E ATHE A Sd ECIALTIES 
Chicago Raw! ide N Co. 
Geo. Rahmann 


HAND 
LEGS, BE Neu, eee 





‘ 
Loe Ks, “INDUSTRIAL 
- me Mfg. Co 


Feet ots 


5a sae 








LUBRIC ANTS, BALL & ROLLER BEARING 
B 


1 Foundry & Machine Co. 
oyersford vountrs & Machine Co 
LUBRICATORS 


Co. 





‘o., Minneapolis, Minn 





ms Valve Co. 
MAC HINE TOOLS 
ent Machine Co. 
1 Foundry & Machine Co 
ae HINERY CLUTCHES 
igo Pulley & Shafting Co 
nz ¢ ‘orporati on 











. 1e Co Ine 
I Hill Clutch Machine & Foundry Co. 
lhe Medart Company 
The Moore & White Co 
\. L. Schultz & Son 
T. B. Wood Sons Co 

MACHINERY, COAL HANDLING 
Dodge Manufacturing Corporation 
The Webster Mfg. Co. 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 











; New! Workace R di IS 

in ew. OrKkace Nadlal Saw 
it 

i A new directly connected) motor 
driven overhead) saw. Cuts any 
angle; — cross cuts; rips. Dado 
tenons, routs, bores, sands ‘oathin 
The handiest tool yet devise d for the 
earpenter, mill, maintenance depart- 
ment, lumber yard, shipping room, 
ete 






FASTEST SELLING WOOD'WORK- 
ING MACHINE TODAY 
ATTRACTIVE DEALER 

PROPOSITION 


Made and Guaranteed by 


a> 4825) 5 1) WALLACE & CO. 
2801 Wilcox St. Chicago, Ill. 





SWACO GES 


SAFETY HOPPER CAR WRENCH 


A mill supply specialty with good sales possi- 
bilities—and a 


Real Profit — 
33 1/3°% on Selling Price 


Every user of coal in carload lots is a prospec- 
tive purchaser. 


SAFETY WRENCH & APPLIANCE CO. 
Springfield, Massachusetts 








sae Nabiac rane SINE sec tah Ra Laas a 








NEWARK 


Brushes and Scrapers 
Standard for 52 Years 


OUR LINE INCLUDES 
38 different types of wire brushes and flue 
scrapers, all shown in our handy 20-page 
eatalog. Ask for a copy 


Newark Brush & Scraper Co. 
393-96 Nye Ave. Irvington, N. J. 


Established 1876 by John Collicolt 








JOHNSON 


ll QUALITY BRONZE i 










olid and Cored 
Bronze Bars 


JOHNSON BRONZE COMPANY 
New Castle, Pa. 


Branches: Chicago Kansas City San Francisco 





COCHECO 
LEATHER BELTING 


Always the first choice of en- 
gineers who know that it pays 
to buy the best in belting— 
and that is Cocheco. 


lL. B. Williams & Sons 


Dover, N. H. 
DETROIT 
DAY TON 
PHILADELPHIA 


CHICAGO 


GREENVILLE 
NEW YORK 


BOSTON 




















Make the Hard Pulling Jobs Easy 


Without breakage or injury to parts 
that are expensive or difficult to replace. 


Bic BUSTER 


q GEAR AND WHEEL PULLER 
t thing for 





or erib of 
ial plant 


ays for itself 
10uld be in the to t 
every factory and industria 
— 
= -ist Price 
Big discounts t« i upply 
Pe NS 


List Price $50.00 


ts to Mill Supply House 


PREMIERELECTRICCOMPANY 
Dept. 295 





3800 Ravenswood Ave. 


7 Chicago, Iinois 











—_ HOLLANDS Line 


will increase your 





vise sales 


Send for 
Catalog and 


vsn 
“Wd 3143 
SONY 1TI0H 





Terms 


HOLLANDS MFG. CO. 





Akk HAND SAW 


= Patented Safety Features—-Nationally Advertised---No Service Worry 
ee We Co-operate with the Jobber---Adecuate Margin 
< ~ 
\.2 4 ; Menawer et 





Alta rae 


lanufacturers o| 
Alta Electric 
Hand Pla Hand Saw 


Y hi 
: VAPPAT WORKS, nc 






20-2-2-Lipeas Y? 








ESTABLISHED 1887 LABOR-SAVING bal 
A Oe FOR BUILDERS 
= Thoroughly Dependable S& 7524 Meade St. Pittsburgh, Pa. 
When writi 





e mention Mii Suri 
















PULL, QUPPLIES 





PACKING, PISTON 








‘ < R ( 
Bel r I R I ( 
T D | r « , 

rt B. F Rubt ( 

I P ze & Rut ( 

rt M I ( 
Quaker R I ( 

Rey ber ( 
PACKING SHEET 

B g Ru or 
Ros Vi Hos I ‘ 
I ( Rut Mfg. ¢ 

r D R r ( 

‘Te I : 

Tr} R < 

I ra g & Rut ( 

I M ‘ 


PACKING, VALVE STEM 
t P cing * < 


E r g¢ & Rut 

e bt Mfg. < 
rT} D I 
TI B. I I ( 
L a3 I ‘ 
T M I < 
( cer ( " 

R R 


Pp ADLOC KS 
P AENTS, INDI STRIAL 


‘PANS, vActUM 





Pee ee ee 
PEGS OR PINS, BELT LACING 
( g } WW \I ad Cc 
Clipper Belt I ‘ 
Flexit St 2 ng ¢ 
Western Rat x ting | 
PIPE THREADING TOOLS 
PIPE, STEEL | 
= is 
PLANERS, WOODWORKING 
J ) Vi & Cc 
PL ANES, HAND, ELECTRIC 
PL ATES, FLOOR & CEILING 
PLIERS 
E ey F re & Vi 
PLUGS, BRASS AND FUSIBLE 
D an W 


Die co 
POWER _TRANSMISSION AT PLIANCES 


A 
Arg ( 
D ge M gz 
Foo: 
The H M , 
ad ' 
M ri 
R r M 
A ~ ~ 
SKE , 
PRESSES, DRILL AND FOOT 
PRIMING CUPS 
"PROTEC TORS, ELECTRIC LAMP 
; PULLE RS. GEAR AND WHEEL 
PULLEYS, BALL BEARING 
PULLEYS, CAST IRON 
F . M 
PULLEYS, CONVEYOR 
PULLEYS, FLANGE 
PULLEYS, FRICTION CLUTCH 
. Fs ? 
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Reeves Pulley Co 

A. L. Schultz & Son 

SKF _ Industrie Incorporated 

a s Sons Co 

IRON CENTER 
‘ing Corporation 
ne & Foundry Co. 










fa C2® 


ar any 
> Ohio Valley Pulley Works, Inc. 
Reeves pune y Co. 
l B. Wood Sens 
P U LL EYS, LOOSE 
Ful ley Company 
le y & Shafting Co. 
nuf uring Corporation 
Clutet Machine & Foundry Co. 
mpany 
ley Pulley Works, Inc. 
> Co 
SKF Industri es Ini -orporated 
1 B. Wood ms ¢ 
PU L LE Ys, MOTOR 
American Pulley Company 
Birkle Machin Works 














Oration 
& Foundry Co. 


Werks, Inc. 


PAPER 


, Works, Ine. 


‘orpor ati on 
‘oundry Co. 


PU ‘LLEYS, STEEL 








T P Company 
M uring Corporation 
PULLEYS, STEEL RIM 
The Med ‘ompany 
PULL EYS. STE P AND TAPER CONE 
Dodge M uring Corporation 
F Hill ‘Clute! Machine & Foundry Co 
Me t Company 
Ohio Valley Pulley Works, Inc 
I s Pulley Co 
Ss, WOOD 
( go F fting Co 
D M orporation 
a) v Works, Ine 
R s Pullev Co 


Sprucolite Corporation (Compressed Spruce 


PUMP JACKS 
Tne. 




















R »., Corporation 
PUMPS, AIR 
Bros 
PUMPS, CENTRIFUGAL 
k Iron & Steel Co. 
( s Pu s, Ine 
( D. Roper Corp 
PUMPS, DIAPHRAGM 
< Tron & Steel Co. 
G is Pumps, Inc. 
PUMPS, ELECTRIC 
( 1 ps, Inc. 
F. E My ers & Bro Co. 
( D orp. 
= MPs Ss, G AS AND VACUUM 
PU MPS, HAND AND POWER 
( lds Pumps Inc. 
Fr. E. M rs & B Co. 
Roper, Geo. D., Corporation 
PUMPS, JET 
n Injector Co 
Roper, Ge D arn yration 
PUMPS, MINE 
( P Inc. 
I I My s & Co. 
I G D., Corporation 
PUMPS, OIL 
dD t Lubricator Co. 
( is Pumps, I 
an Bros 
D. Roper Corr 
PUMPS, ROTARY 
r P 
Roper, Gee 'D Co ration 
4 { MPS, St MP AUTOMATIC 
Penberthy Injector ¢ 
per, ¢ S ati 
PUMPS, TANK 
( s Pumps, Inc. 
F. E. Myers & Bre ‘0. 
Roper, Ge rporation 
PU NCHES AND DIES 
R f dry & Machine C 
PUNCHE METAL, LEVER 
Mfg 
REG UL \TORS, ENGINE BLOWING 
Reg r Co 
RASPS 
I Fil : 
Scandit ting Ce Ltd 
“RATE HETS 
ng Bre = Co 
B ngs & S Y ; 
REAMERS 
( nd T st Drill Co 
1 Co 


REAMERS, ELECTRIC 

Black & Decker Mfg. Co. 
REDUCERS, SPEED 

Foote Bros. Gear & Machine Co. 


The Hill Clutch. Machine & Foundry Co. 


REGULATORS, BOILER FEED LINE 
Mason Regulator Co. 
REGULATORS, DAMPER HYDRAULIC 
Mason Regulator Co 
REGULATORS, PRESSURE 
Mason Regulator Co 
The Strong, Carlisle & Hammond Co. 
“Strong” 
REGULATORS, STEAM FAN 
Mason Regulator Co. 
RESEATERS, BIBB 
M. B. Skinner Co 
RESEATING TOOLS, VALVE 
The Black & Decker Mfg. Co. 
M. B. Skinner Co 
RESPIR oe 


Pulmosan Safety Muipmne Corp 
RINGS, SEAL, PISTON 
Cooke Seal Ring Co 
RIVETS 


tussell, Burdsall & Ward Bolt & Nut Co. 
ROLLS, COMPRESSED SPRUCE 
Sprucolite Corporation 
ROPE DRIVES 
Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co. 
Che Medart Company 
vr. B. Wood's Sons Co 
ROPE, WIRE 
American Cable Company, Inc. 
Williamsport Wire Rope Co 
RUBBER GOODS, MECHANICAL 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Jenkins Bros. 





TI Me —s al Rubber Co 
Quaker City Rubber Co 
Th tepublic Rubber Co. 
Whitehead Bros. Rubber Co 

ne pevh ETY 0 tte 
Pultnosan Sat Equ it Corp 


‘SAL AMANDERS 

Geo. W. Diener Mf © 

SAND BL ‘AST. OUTFITS 
Leiman Br 

SAWS, BAND 

Armstrong-Blum Mfg. Co. (Metal). 
American Saw & Mfg. Co. 
W. O. Barnes Co., Inc. 
The Crescent Machine Co 
nonds Saw & Steel Co 
Henry G. Thompson & Son Co 





Cc 
SAWS, CIRCULAR 
Simonds Saw & Steel Co. 
J. D. Wallace & Co. 

we COPING 
W. O. Barnes Co., 

SAWS, H: ACK (Blades) 
American Saw & Mfg. Co. 
Armstrong-Blum Mfg. Co 
Ww. © 3arnes Co., Inc. 

Simonds Saw & Steel Co 
The Henry G. Tho mn & Son Co 
Victor Saw Works, Inc 

SAWS, HAND, ELECTRIC 
J. D. Wallace & Co. 
Wappat Gear Works 






SAWS, - ADIAL, ELECTRIC 
JI. D. Wallace 
SAWS, “SWING, CUT-OFF 
The Crescent Machine Co 


SCAFFOLDING 
Patent Scaffolding Co. 
SCALES 
The Fairbanks Company 
SCOOPS, FLOUR AND GRAIN 
Webster Mfg. Co 
SCRAPERS 
io Wheelbarrow Co. 
SCRAPERS, FLUE 
Newark Brush & Scraper Co. 
SCREWDRIVERS, ELECTRIC 
e Black & Decker Mfg. Co 
Hisey-Wolf Machi 
N A Strand & 
The United States trical Tool Co. 
SCREWDRIVERS, HAND 
\merican Saw & shane Co. 
The Billings & Spe r Co. 
sc REW ‘PLATES 
Butterfield & Co. 
Morse Twist Drill & Machine Co 
SCREWS, CAP AND SET 
rhe Allen Mfg. Co. 
The Bristol Company 


rolec 














Cleveland Cap Screw Co 

Clevels nd Wrought Products Co. 

Fr ap & Set Screw Co. 

Fo Bolt & Nut Mfg. Co. 

S 1 Pre Steel Co. 

The Strong, ‘Ce rlisle & Hammond Co. 
““Mac-It”’ 

The Superior Scre & Bolt Mfg 


SCREWS, MAC HINE, a AND. ‘IRON 
Economy Screw Corporatio 
SCREWS, MINING 
The Strong, Carlisle & Hammond Co, 
*“‘Mac-It” 
SCREWS, SAFETY SET 
Allen Mfg. Co. 
Bristol Company 
dard Pressed Steel Co. 
Strong, Carlisle & Hammond Co. 
“Mac-It”’ 
SCREWS, THUMB 
rhe Billings & Spencer Co, 
y Screw Corporation 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 
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ROLLER 
BEARING 
HANGERS 


lubricated with 
Rollerine are best 
and cheapest. 





Royersford Fdry. & Mch. Co. 


Royersford, Pa. 











SKINNER Clamps 
Stop Leaks 





“PROCUNIER” 


SAFETY TAPPING DEVICES 
QUICK CHANGE CHUCKS and COLLETS 
STUD SETTERS—NUT SETTERS 


@}— ‘BUILT FOR SERVICE”’ 


Let us help you on your customers’ 
tapping problems and send you cata- 
logues for distribution to your trade. 


Procunier Safety Chuck Co. 


12 S. Clinton St. 





Chicago, Ill. 


‘*“VINCENT ”’ the name that signifies good— 


Huntington Emery Wheel Dressers and 
Cutters—Vincent-Carbo Emery Wheel 
Dressers—Conical Emery Wheel Cut- 
ters—Hardened High Speed Tool Bits. 


(Sold through the distributors) 


IF YOU DO NOT HAVE OUR CATALOG-——-WRITE US 


THE VINCENT STEEL PROCESS CO. 
Incorporated in 1909 
2519 Bellevue Avenue 
DETROIT, MICH. 





Chicago Office 


New York Office 
25 S. Jefferson St. 


41 Murray St. 









PORTABLE FLEXIBLE 
SHAFT MACHINES 
for Grinding—Polishing— 
Drilling ——Buffing—Rotary 
Filing—Screw Driving — 

Nut Setting 


and hundreds of other useful 
operations. Several Sizes. 


Manufactured by 


N. A. STRAND & CO. 
Chicago M6 


-'9 H.P. Capacity 


THE CORRECT 
Grinder and Buffer 


This outfit is ideal for grinding tools 
preparing metal surfaces for welding, and 
for countless other u in machine shops 
garages, repair shops, service stations, 
blacksmith shops and wherever men work 
in metals. 





Our specialization in the productic 
of small, high grade mot 
prices 25 to 50 per cer ow t aVver- 
age. Your best investment of the year 
will be the purchase of a Marathon 
Grinder and Buffer. Write for Bulletin. 


We fully co-operat 


upply houses 





MARATHON ELECTRIC 
MFG. CO. 
50 Island St., Wausau, Wis. 








We Want Jobbers 
()o243.)) 


Guaranteed to contain no rosin 


WIZARD (Stick) Belt Dressing 


is sold exclusively through jobbers! 
Our system of advertising for our jobbers gets the orders 
Sales guaranteed— Write for our proposition. 


RICHMOND BELT DRESSING MFG. CO., Inc. 
Richmond, Va. 











STOW 
Flexible Shafts 


All types of flexible shaft as- 
semblies, all sizes. Flexible 
shafts for your customers’ own 
motors, with attachments. 


Jobbers are selling this equip- 
ment to their regular trade most 
advantageously. 





Write us for proposition with 
printed matter. 


Invented and Built by 


STOW MFG. CO., Inc. 
Binghamton, N. Y. 
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“MANIL A AND WIRE 








SLEEVES AND - KETS. 


oO. 
BAR AND WIRE 
& Refinir 
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TOOLS, MECHANICS’ HAND 
American Swiss File & Tool Co. 


TOOLS, PLUMBERS’ AND STEAM- 
FITTERS’ 





Arinstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
The Oster Mfg. Co. 
Toledo Pipe Thre ading Machine (€< 
Walworth Company 
J. H. Williams & Co, 
Yost Mfg. Co. 
TOOLS, SAW 
Simonds Saw & Steel Co. 
TOOLS, VALVE RESEATING 
The Black & Decker Mfg. Co 
N B. Skinner (* 
TORCHES, BLOW 
Clayton & Lambert Mfg. Co. 
Geo. W. Diener Mfg. Co. 
Scandinavian Western Importing Co. 
P. Wall Mfg. Supply Co. 
TORCHES, WELDING 4 CUTTING 
The Imperial Brass Mfg. 
The Alexander Millburn en 
TRACK SYSTEMS, OVERHEAD 
Chisholm-Moore Hoist Corp 
Richards-Wilcox Mfg. og 
The Yale & Towne Mf Co 
TRACTORS, INDU STRL AL 
The Yale & Towne Mfg. Co. 
TRAILERS, — STRIAL 
_Foundry & Mfg. Cc 
Towne Mfg. “Co. 
SSION, VARIABLE SPEED 
Moore & W hite Co. 
yes Pulley Co. 
TRAPS, AIR AND SEDIMENT 
’. D. Anderson Co. 
: & Mueller, Inc. 
rhe Swartwout Company 
TRAPS, RADIATOR 
The Strong, Carlisle & Hammond Co. 
“Strong” 
TRAPS, STEAM 
The V. D. Anderson Co. 
G. M. Davis Regulator Co. 
Kieley & Mueller, Inc. 
Nason Manufacturing Co. 
The Strong, Carlisle & Hammond Co. 
“Strong” 
D. T. Williams Valve Co. 
The Swartwout Company 
TRAPS, VACUUM 
The Strong, Carlisle & Hammond Co. 
“Strong” 
TRESTLES, SAFETY, EXTENSION 
Patent Scaffolding Co. 
TROLLEYS 
Chisholm-Moore Hoist Corp. 
Curtis Pneumatic Machinery Co. 
Ford Chain Block Co. 
ey ards-Wilcox Mfg. Co. 
lion Manufacturing Co. 
The Yale & Towne Mfg. Co. 
TRUCKS, HAND 
The American Pulley Company 
The Fairbanks Company 
Standard Pressed Steel Co. 
TRUCKS, LIFT 
The Yale & Towne Mfg. Co. 
TUBES, ees 
National Tube Compan 
TUBING, RU BBE K 
Whitehead Bros. Rubber Co 
TU cpaieaias CKLES 
















Brownie Mfg. C 
UNIONS, ’BRASS AND IRON 

The Fairbanks Company 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 
Walworth Company 

VAL VE LEATHERS 
Chicago Rawhide Mfg. Co. 

VALVE-UNIONS 
Nason Manufacturing Co. 
VALVES, BALANCED, FLOAT 

Mason Regulator Co 

VALVES, BLOW OFF 


The Fairbanks Company 
Jenkins Bros 
The Wm. Powell Co. 


The D. ie Williams Valve Co 
Walworth Company. 
VALVES, CHECK 
The Fairbanks Company 
Illinois Malleable Tron Co 
Jenkins Bros. 
The Wm Powell Co 
The D. T. Williams Valve Co. 
Walworth Company. 
VALVES, COLD WATER, BALATA 
Victor Salata & Textile Zelting Co. 
VALVES, EMERGENCY 
The Strong, Carlisle & Hammond Co. 
VALVES, FLUSH 
Imperial Brass Mfg. Co. 
VALVES, GATE, GLOBE AND ANGLE 
The Fairbanks Company 
Illinois Malleable Iron Co. 
Jenkins Bros. 
The Wm. Powell Co. 
The Strong, Carlisle & Hammond Co, 
“Evertyte” globe 
Henry Vogt Machine Co. 
Walworth Company 
The D. T. Williams Valve Co. 
VALVES, HYDRAULIC 
The Fairbanks Company 
Jenkins Bros. 
The Wm Powell Co. 
Henry Vogt Machine C 
Walworth Company 
The D. T. Williams Valve Co. 


. 






























































































































VALVES, NON-RETURN 
The Strong, Carlisle & Hammond Co. 


VALVES, POP, SAFETY AND RELIEF 


Detroit Lubricator Co. 
The Wm. Powell Co. 
Walworth Company 
VALVES, PRESSURE REDUCING 
G. M. Davis Regulator Co. 
Kieley & Mueller, Inc. 
Mason Regulator Co. 
The Strong, Carlisle & Hammond Co 
“Strong” 
Walworth Company 
VALVES, PUMP, RUBBER 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Jenkins Bros. 
The Mechanical Rubber Co 
Whitehead Bros. Rubber Co 
VALVES, RADIATOR 
Detroit Lubricator Co. 
The Fairbanks Company 
Jenkins Bros. 
The Wm. Powell Co. 
Walworth Company 
The D. T. Williams Valve Co. 
VALVES, THROTTLE 
Detroit Lubricator Co. 
Jenkins Bros. 
Walworth Company 
The D. T. Williams Valve Co. 
Vir BENCH, WITH CLAMP 
Bonney Forge & ‘Tool Works 
Luther Grinder Mfg. Co. 
VISES, DRILL PRESS 
Yost Mfg. Co. 
VISES, MACHINISTS’ 
Bonney Forge & Tool Works 
Columbian Vise & Mfg. Co. 
Hollands Mfg. Co. 
Parker Vises 
Walworth Company 
Yost Mfg. Co. 
VISES, MILLING MACHINE 
Skinner Chuck Company 
VISES, PATTERN MAKERS’ 
Morgan Vise Company 
Richards-Wilcox Mfg. Co. 
Yost Mfg. Co. 
VISES, PIPE 
Armstrong Eros. Tool Co. 
Columbian Vise & Mfg. Co 
Hollands Mfg. Co. 
Parker Vises 
Toledo Pipe Threading Machine Co 
Walworth Company 
J. H. Williams & Co 
Yost Mfg. Co. 
VISES’ WOODWORKERS’ 
Columbian Vise & Mfg. Co. 
Yost Mfg. Co. 
WASHERS, BRASS 
Economy Screw Corporation 
WASHERS, LEATHER 
Chicago Rawhide Mfg. Co. 
WASHERS, RUBBER 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co 
The Republic Rubber Co. 








WATER CLOSETS, FROST PROOF 


Jos. A. Vogel Co. 

WATER LEVEL CONTROL 
The Bristol Company 
Nason Manufacturing Co. 


WELDING AND CUTTING EQUIPMENT 


The Imperial Brass Mfg. Co. 
WHEELBARROWS 
The Fairbanks Company 
Toledo Wheelbarrow Co 
WHEELS, COMPRESSED SPRUCE 
Sprucolite Corporation 
WINCHES 
A. L. Schultz & Son 
WIRE ROPE 
American Cable Company, Inc, 
Williamsport Wire Rope Co 
WOODWORKERS, VARIETY 
Crescent Machine Co. 
J D. Wallace & Co. 
WRENCH SETS 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
J. H. Williams & Co. 
WRENCHES, ADJUSTABLE 
Zonney Forge & Tool Works 
Walworth Company 
J. H. Williams & Co. 
WRENCHES, HOPPER CAR 
Advance Car Mover Co, 
Safety Wrench & Appliance Co. 
WRENCHES, OPEN END 
Armstrong Bros. Tool Co 
Bonney Forge & Tool Works 
Brownie Mfg. Co. 
J. H. Williams & Co. 
WRENCHES, PIPE 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
Lawson Mfg. Co. 
Walworth Company 
J. H. Williams & Co. 
WRENCHES, SOCKET 
The Allen Mfg. Co. 
American Swiss File & Tool Co. 
Armstrong Bros. Tool Co. 
The Black & Decker Mfg. Co. 
Bonney Forge & Tool Works 
J. H. Williams & Co. 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 








FREDERICK v4 
Diaphragm Pumps = _{/ 


We offer a complete line of DIA 

PHRAGM PUMPS of extra heavy 

construction for use in Draining 

Cellars, Excavations, Sewers, Quarries 

and Trenches Also as Bilge Pump 

on Dredge Barges and Vessel 
Bulletin, Prices and Proposition 
gladly sent to Supply Houses 
and Dealers Write today 





The Frederick Iron & Steel Co. 


Frederick, Maryland 





The No. 401 Champion 
Steel Rivet Forge 


entire world. 


supply jobbers. 
Write for No. 52 catalog 


Lancaster, Pa. 











* EGLIPSE x 


Best Belt @ > Dressing 


en ee 


pk I 
wi 
xxxx KERR 





| Prevents Slipping - Preserves Belts 


A dressing of the finest quality. On the market for over 
25 years Cleans and preserves the belt and prevents slipping 


SOLD THROUGH DISTRIBUTORS All Eclipse 
specialties Bar, Liquid and Hot Belt Dressing, Belt 
Cement, Wire Belt Lacing and Pully Covering Cement—are 
sold through distributors only. Your own labels if desired. 
Ask for Prices 
ECLIPSE SPECIALTY MFG. CO. 


4515 Ravenswood Ave., Chicago 





cy RR 
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Heater or Boiler 
Boiler Tube Cleaners 





Flue Brushes. 





—- 
WORCESTER BRUSH 
AND SCRAPER CO 


efficient line. 





ON eC 


can be seen working on 99 out of every 
100 structural steel buildings being built 
in the United States today. The same 
may be said of all railroads, bridge build- 
ers, boiler makers, tank builders, etc. 
The No. 401 Forge has not only beer 
adopted by this class of trade in the 
United States, but also throughout the 


Carried in stock by all the leading mill 


Champion Blower & Forge Co. 


Wire Brushes for every 


Sectional and House Heating 


Write for samples and 
prices on this economical and 


WORCESTER 
BRUSH & SCRAPER CO. 


450 Park Ave., Worcester, Mass. 





ho ote teed 



















Jobbers! 
Write us for 
C talog 
MADE RIGHT PRICED RIGHT 
CLAM PS—Unbreakable, Plated, Udylited, Plain. 
Made of tough m i 


steel screws. 
TURNBUCKLES—Ud ng and Durable, will 
1 powerful strain. 


BROWNIE MFG. CO., Inc. : Fort Wayne, Indiana 


tance 


woe 


T’S easier, and more satisfactory all round to 

sell a complete line of valve specialties made 
by one good firm than a line drawn from a dozen 
different places. 


The design of Davis Valve Specialties is distinc- 
tive; every item in the line is simple, effective, and 
proven by years of performance. 


Show the complete line in your catalogue, and 
take full advantage of the established position 
of the Davis name. 


THE G. M. DAVIS REGULATOR CO. 


408 Milwaukee Avenue, Chicago, Illinois 









e a 
The Plamondon Clutch offers these out- 
standing advantages—Positive Pull Out, 
Springless, Safe, Enclosed, Dust Proof. 


Write for Catalog No. 68 for complete description. 
A. PLAMONDON—Division of 


211 N.Curtis St.. CHICAGO. I1l. 











thumb screws. 


for Dealer’s Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, [Il. 


a woes ee en 


ECONOMY THUMB SCREWS 


é a : The new ‘‘Economy”’ Thumb Screw is similar to a 
PSPAQ round head machine screw, threaded up to the head. 
The steel key is forced into the slot of the screw under 
pressure and can’t loosen. The result is an all-steel 
screw, with wide binding surface, standard threads 
and bright tumble finish. Pleases every mechanic 
who has had to work with old style cast and malleable 


No delay in shipment. Complete stocks of all sizes. 
Also made in brass and bronze. A good seller. Send 
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\ 
Advance Car Mover Co.......... 8s 
Aeroil Burner Company, Inc...... 115 
Aten Bie. Co.. THE. 6.6 ieestecss 36 
American Injector Co............ 1s 
American Pulley Company, The. ..127 
American Saw Mfg. Co...... ye 
American Swiss File & Tool Co... 40 
Anderson, V. D., Company, The.... 10 
Appleton Car Mover Co.......... 52 
Arguto Oilless Bearing Co....... 29 
Armstrong-Blum Mfg. Co......... 12 
Armstrong Bros. Tool Co......... 19 
Atlantic Mfg. Co..... C Arefeicesiaree 38 
B 
Bernes, W. O., Ca, Ine... 2. «602 119 
Belmont Packing & Rubber Co.... 10 
Birkle Machine Works............119 
Black & Decker Mfg. Co., The..... 22 
3ond Foundry & Machine Co...... 18 
Bonney Forge & Tool Works...... 25 
Boston Woven Hose & Rubber Co. 20-21 
Bristol Company, The............ 92 
Brownie Manufacturing Co....... 125 
Bunting Brass & Bronze C The.. 3 
Botternene © OG... cw tsciscces 78 
c 
Champion Blower & Forge Co..... 125 
Chase Foundry & Mfg. Co., The.... 98 
Chicago Pulley & Shafting Co.... 3 
Chicago Rawhide Mfg. Co..... 116 
Chisholm-Moore Hoist Corp..... 34-35 
Cincinnati Rubber Mfg. Co....... 5 
OS a Se gk |” ere ee 115 
Clayton & Lambert Mfg. Co...... 96 
Clements Mfg. Co. eR Re 110 
Cleveland Cap Screw Co., The.... 48 
Cleveland Twist Drill Co..... ee ee 
Cleveland Wrought Products Co... 18 
Clipper Belt Lacer Co............. 15 
Columbian Vise & Mfg. Co., The... 2 
Columbus McKinnon Chain Co., The 80 
COGS RINE PRONE 6 6 ck Se ew elma 80 
Crescent Belt Fastener, Co., Inc... .105 
Crescent Machine Co., The....... 110 
Curtis Pneumatic Machinery Co.... 39 
Cusnmen Chuck Co... ......0ssee- 119 
D 
Davis, G. M., Regulator Co....... 125 
Dayton Safety Ladder Co...........108 
Delta File Works......... sy ntty a 
Detroit Lubricator Co............ 2 
Diamond Rubber Company........ 17 
Diener, Geo. W., Mfg. Co......... 412 
Division Smelting & Refining Co. .119 
Dixon, Joseph, Crucible Co....... 28 
Dodge Manufacturing Corporation. 41 
Donnelley, R. R., & Sons Co...... 66 
E 
Eclipse Specialty Mfg. Co......... 125 
Economy Screw Corporation...... 125 
Edgemont Machine Co., Inc....... 14 
Bleetrie Blower Co... .. 6c. cccces 108 
MINE beer a5 ook oop a eile ai ee 28 
F 
Fairbanks Company, The......... 86 


Ferry Cap & Set Screw Co. Back Cover 
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et Ot ee 
Alphabetical Index to Adverti 
p tisers 
G Q 
General Brass Company.......... 106 Quaker City Rubber Company..... 174 
Goodrich, B. F., Rubber Co., The.. 3 
Goulds Pumps, TNC. 6.33006. ones «50s 8 R 
Grabler Manufacturing Co., The... 70 
kahmann, Geo. @& Co... 2.00565 60% 40 
H meeves Pulley Co. ...666s. cece 8 
Republic Rubber Co., The......... 72 
Harris, Arthur, & Co........... 10 Richmond Belt Dressing Mfg. Co. .123 
Herold Bros. Co., The.......... 0.505. 106 Roper; ‘Geo. Di, Corp. 20.00. 65.0 v4 
Hill Clutch Machine & Foundry Co. 76 Royersford Foundry & Machine Co.123 
Hisey-Wolf Machine Co., The...... 119 Russell, Burdsall & Ward Bolt & 
Hottands: Mitr. Ce... 665 ccc esas 121 Pa! MO of she etaveert ers) Shell er aressne tel onaNe ai 24 
Hunter Pressed Steel Co.......... 115 
Ss 
I ae ' : 
Safety Wrench & Appliance Co....121 
Illinois Malleable Iron Co........ R4 Scandinavian Western Importing 
Imperial Brass Mfg. Co.......... 119 Gig, EON, ono Alea eon wi eeust es tasesieie a stars 98 
Indianapolis Brush & Broom Mfg. Schieren, Charles A., Co.......... 36 
NO ea cement yt ae) ete 3 senultz, A. L., @ Son..g0ccscccces 114 
Simonds Saw and Steel Co....... 104 
| SKF Industries, Incorporated...... 6 
: Skinner Chuck Company.......... 82 
wemlcing ToS. 2 sc ssc 5 cae ecsrwar 14, 98 Skinner, M. 3, Co. Recent So iy = one 123 
Jonnson Bronze Co... 26.66 s60csees 121 Sprucolite Corporation ........... 11 
Joslin Mfg. Co................... 115 Standard Electrical Tool Co., The.. 44 
Standard Pressed Steel Co........ 32 
; standard Tool Co., The............ 45 
K Stanley Belting Corporation....... 112 
: a Stow Manufacturing Co., Inc...... 123 
Kelley COL eee eee ce eee eee tenes li otrand, Ni. Ais CO. 6 .6.0c sms area 123 
Kieley & Mueller, Inc............ 18 Strong, Carlisle & Hammond Co.45, 94 
Superior Screw & Bolt Mfg. Co....106 
:. swartwout Co., The... ... 0.66.00 110 
EMWHORY TEER: OO: 26 5.515. 5. dshens ss erie 114 T 
Le an ae a cr a re 8, 84 
Libbey Glass Mfg. Co............ 116 Tayler, S. G. Chain- Cox. cs sic sos 10 
Linear Packing & Rubber Company 27 Toledo Pipe Threading Machine Co., 
Luther Grinder Mfg. Co.......... 112 PUR is cel ones owen cate aye eel reel 5 
Toledo Wheelbarrow Co.......... 114 
Thompson, Henry G., & Son Co., 
M » RAIA RI DT OPS 16 
Marathon Electric Mfg. Co.......123 r 
Drartin, Et. F., © Sone. .5. ccc cs vce 115 ( 
Mason Regulator Co............. 88 ta : z : 
Matesioal Ruther Co. The... .. 60-61 Union Manufacturing ( Ores eeeeaes 96 
feeomunrt Ca., PNG. . 66 5kid hdcsces 19, 108 l nited States Electrical Tool Co., 
Milburn, Alexander Co., The...... 92 Phe voice eee eee eee eee eee ees 39 
Monarch Metal Company.......... 96 
Moore & White Co., The........... 98 V 
Morse Twist Drill & Machine Co.. 74 
Myers, F. E., & Bro. Co.......... 108 Victor Balata & Textile Belting Co.119 
Vincent Steel Process Co., The....123 
N Vogel, Joseph A., Company....... 86 
. Vogt, Henry, Machine Co......... 68 
IESBOM: Der Ces a bicsc cs Sewers wes 90 
National Machine Tool Co........ sO W 
National Power Show............ 100 
National Tube Company.......... 51 Wall, P., Mfg. Supply Co......... 99 
Newark Brush & Scraper Co.....121 Wanece, J. D., & Co. ...... 2200000 121] 
Walworth Company ............. 1 
Wappat Gear Works.............. 121 
O Webster Mfo. Co., The........... 116 
: ; q = Western Rawhide & Belting Co...110 
Ohio Valley Pulley Works, Inc., The 94 ee | ee as, name 
Osborn Manufacturing Co., The.... 62 Whitehead esl ceilece Ce. ORS 37 
Oster Manufacturing Co., The.... 64 Whitman Barnes-Detroit Corp.... 42 
Whitney, W. A., Mfg. Co......... 115 
P Williams, D. T., Valve Co., The....116 
Walhams; 0. B., @ Sons... o5 6566 121 
iewlece Wien i eh 22 Williams, J. H., & Co............. 30 
Patent Scaffolding Co., The...... 12 Williamsport Wire Rope Co...... 50 
Penberthy Injector Co., The...... 16 Wood’s, T. B., Sons Co.......... 9 
Flexible Steel Lacing Co........ 90 Powell, William, Co., The........ 52 Worcester Brush & Scraper Co... .125 
Foote Bros. Gear & Machine Co...125 Power Transmission Association... 15 WHIGes TAG. GO... 6. scccnewnees 32 
Ford Chain Block Co.... 0.6.06: 25 Premier Electric Company....... 121 
Foster Bolt & Nut Mfg. Co., The... 26 Procunier Safety Clutch Co....... 123 Y 
Frederick Iron & Steel Co........ 125 Pulmosan Safety Equipment Corp. 43 
Frictionless Metal Company. Li? Pyrerie Tem COiek. iio. a: ceeie giseiererd 19 Yale & Towne Mfg. Co., The 7 
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N the job, side by side with every type of hand 
truck built, “Americans” are winning pref- 
erence by tens and hundreds. 


“The best trucks we have ever used.” “Stronger 
and lighter.” “Real savings in maintenance costs.” 
“They stand up under severe service.” “We have 
standardized on American Trucks.” “When we 
need more trucks, you get the order.” 


That is what “American” dealers are hearing in 
all parts of the country. Because the “American” 
Pressed Steel Truck is so superior—because its 
superiority is both immediately apparent and a 
permanent source of customer good will—because 
this better hand truck is nationally advertised to 
millions—dealers everywhere have found it one of 
the most profitable items they handle. 


The American Pulley Company 
PRESSED STEEL: 
PULLEYS HANGERS HAND TRUCKS 
MISCELLANEOUS STAMPINGS 
4200 Wissahickon Ave. Philadelphia, Pa. 





LARGE STOCKS 
UNNECESSARY 
11 types and their varia- 


tions serve practically 
every hand truck need. 
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Mountine HicHER N Favor 


MonTH By MontH 








PRESSED STEEL 
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PATENTS PENDING 











REG. U. S; PATENT OFFICE 








When writing to Advertisers please mention Mitt Suppiies 





Every Ferry Product must pass 
these exacting tests 


HERE is a higher art in cold up-setting test of finished product, means that you 

and heat treatment, and the practice of can place absolute dependence on Ferry 
this art explains the preference that is Process Screws. 
expressed daily for Ferry Products. And now, new heading equipment, new 
For the exacting tests that all of our raw heat treating facilities, and a modern 
material must pass, and the care and pre- metallurgical laboratory, have increased 
cision that characterizes Ferry’ s modern Ferry’s capacity for turning out precision 
manufacturing methods, plus inspection and products for you. 


“If it’s a Ferry Product you can depend upon it.’’ 
THE FERRY CAP & SET SCREW eee Cleveland, Ohio 


























i? , ™ _ : : al 
Low Carbon Steel High Carbon Steel Nickel Steel 


Longitudinal Section : Longitudinal Section : Longitudinal Section: : 
Cold-Heading Wire: Carbon 0.10%. Cold-Heading Wire: Carbon 0.35%. Cold- Heading Wire: S.A. E. 2330. 
Etched to show Cleanness and Grain size. Etched to show Solidity and Components. Etched to show solidity and Fineness of Grain. 

Magnified 200 Diameters. Magnified 200 Diameters. Magnified 200 Diameters. 











PROCESS SCREWS 








